





INS, LAB 





FEB 1 - 1932 


THE EASTERN UNDERWRITER 


(SUCCEEDING THE JOURNAL OF INSURANCE ECONOMICS, ESTABLISHED IN 1899) 


AWEEKLY NEWSPAPER INTERPRETING THE TRUE SPIRIT OF INSURANCE 


Published by The Eastern Underwriter Co., 110 Fulton Street, New York, N. Y. 
Entered as second-class matter April 5, 1907, at the Post Office of New York, N. Y., under the act of Congress, March 3, 1879 











Thirty-third Year, No. 5 


SEES RECONSTRUCTION CORP. 
AS DECIDEDLY BENEFICIAL 
TO INSURANCE SITUATION 


Restoring Closed Banks Can Save 
Huge Amount in Depository 
Losses 


LAW GIVES BROAD POWERS 


Edward C. Lunt Regards Move as 
Possibly Starting New Business 
Era 











Although insurance companies are 
named specifically in the law signed by 
President Hoover last Friday creating 
the Reconstruction Finance Corporation 
the chief benefit expected to be derived 
by the insurance business is indirect, yet 
it may be considerable. There is a feel- 
ing of confidence among company execu- 
tives that under the direction of the 
strong group headed by General Charles 
G. Dawes the corporation will achieve 
a number of fundamentally constructive 
things chief of which will be restoration 
of confidence in the country’s sound 
banks. The single fact that the cor- 
poration is empowered to restore closed 
banks may be of incalculable benefit to 
surety companies in ultimately saving 
huge losses under depository bonds. This 
applies with equal force to the preven- 
tion of further closing of sound banks 

Broad Powers Given Under Law 


The powers of the corporation under 
the law are so broad that it can step into 
crucial situations practically wherever 
they appear and strengthen the funda- 
mental business situation to an extent 
that can have a decidedly beneficial ef- 
fect on the insurance business generally. 
The section of the law that carries these 
broad powers reads as follows: 

“Sec. 5—To aid in financing agricul- 
ture, commerce and industry, including 
facilitating the exportation of agriculture 
and other products the corporation is 
authorized and empowered to make loans 
upon such terms and conditions not in- 
consistent with this act as it may deter- 
mine, to any bank, savings bank, trust 
company, building and loan association, 
insurance company, mortgage loan com- 
pany, credit union, federal land bank, 
joint-stock land bank, federal interme- 
diate credit bank, agricultural credit cor- 
poration, live stock credit corporation, 
organized under the laws of any state 
or the United States, including loans 
secured by the assets of any bank that 
is closed. or in process of liquidation. to 
ail in the reorganization or liquidation 
of such bank and anv receiver of any 
national bank is hereby authorized to 
contract for such loans and to pledge 
any assets of the bank for securing the 
Same; provided, that not more than 
$200,000 shall be used for the relief of 
banks that are closed or in the process 
of liquidation.” 

The Eastern Underwriter asked Ed- 
ward C. Lunt, vice-president of the 
Great American Indemnitv, for his views 


on the significance of the creation of 
the Reconstruction Finance Corporation. 


(Continued on Page 42) 
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The People See 
and Recognize 


Fancy titles and gaudy frills for every-day life insur- 
ance services won’t sell most of this year’s policies. 
The people now, as never before, see their life insur- 
ance needs face to face, and recognize them. The 
$2,600,000,000 paid by the companies in 1931, spread 
over so broad a portion-of our population, taught them. 


Our prospects know what life insurance is. They 
know they need incomes for their wives, money to pay 
their mortgages, education for their children. They 
know they need retirement incomes. They know they 
need coverage for their business obligations. They 
know they need reinforcement for their estates, to pay 
taxes and administration costs, and to bring up the value 
of depreciated securities. They know,—and they want, 
—a safe investment for their savings and surplus funds. 
And, what is as good, they know that life insurance sup- 
plies these good, old, staple services, and is also a 
supremely safe investment. 





THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 
PHILADELPHIA 


Independence Square 
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RHODES GIVES EXPERIENCE 
OF MUTUAL BENEFIT WITH 
ITS DISABILITY BUSINESS 


Shows In Address Before British 
Institute Company Had Dis- 
ability Surplus 


GIVES RULES FOR WRITING 


Rates Least Troublesome; Com- 
pany Has High Rejection 
Rate on Disability 














The experience of the Mutual Benefit 
of Newark with its disability policies 
which has not heretofore been disclosed 
in detail was set forth by E. E. Rhodes, 
vice-president of the company, in an ad- 
dress presented before the Institute of 
Actuaries of Great Britain this week 
Mr. Rhodes is now on a world tour with 
Mrs. Rhodes. 

Mr. Rhodes said that it is probable 
that a severe contraction jin disability 
coverage issued in connection with life 
policies will take place within the next 
year and the current unfavorable experi- 
ence under disability contracts has sug- 
gested a critical reconsideration of all 
phases of the disability business 

Aggregate Disability Losses 

During the five years 1926-1930 inclu- 
sive, the life insurance companies trans- 
mitting business in New York State re- 
ported an aggregate net loss of surplus 
in connection with disability insurance 
as follows: 1926, $18,123,991; 1927, $20,- 
533,480; 1928, $19,562,256; 1929, $21,802,- 
069 ; 1930, $47,700,496. 

“Judged by the results accomplished to 
date,” said Mr. Rhodes, “one would be 
justified in concluding that disability in- 
surance as. conducted generally in the 
United States by life insurance compan- 
ies is not practicable.” Mr. Rhodes ex- 
plained that prior to 1929 the Mutual 
Benefit did not transact disability insur- 
ance because it did not care to use the 
form of contract adopted by other com- 
panies. In the early part of 1929 it be- 
gan issuing separate disability policies 
written in conjunction with life insur- 
ance. Proceeding upon the conviction 
that disability insurance is essentially a 
contract of indemnity and that the thing 
to be insured against is the loss of in- 
come and not the mere incapacity to earn 
income, the Mutual Benefit policy pro- 
vided that “the insured would be regard- 
ed as totally disabled when, by reason of 
accidental bodily injury or by sickness, 
his average monthly earned income for 
a period of four months has not exceed- 
ed one-fourth of his former earned in- 
come.” 

High Rate of Rejections 

During the period from April, 1929, 
when the Mutual Benefit first issued its 
disability policies, to October 1, 1931, the 
company has received 11,920 applications 
for disability insurance. Of 8,709 appli- 

(Continued on Page 12) 
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Lite Insurance Day A Real Success 


Brooklyn Managers Show How 


To Get Legitimate Publicity 


The Brooklyn Life Managers Associa- 
tion showed the insurance fraternity na- 
tionwide on Life Insurance Day, Janu- 
ary 21, how to interest not only the news- 
papers but the general public in a big 
city. They announced several weeks be- 
fore Life Insurance Day that the Man- 
agers Association would honor at a testi- 
monial luncheon those persons who had 
been continuously holding policies for 


the longest length of time. The Brook- 
lyn papers played up the story and there 
was a hunt in hundreds of households to 
check up dates. 

It all resulted in a sentimental lunch- 
eon at the Crescent-Hamilton Athletic 
Club given in honor of Mrs. Mary H. 
Morgan, insured in the Metrvupolitan 
Life since December 15, 1879, and 
Charles Francis, insured in the North- 


western Mutual since August 13, 1872. 
Mrs. Morgan’s father was a friend of 
Joseph F. Knapp, then president of the 
Metropolitan Life, and President Knapp 
himself insured Mrs. Morgan when she 
was a little girl in pigtails. 
A Great Friend of Insurance 

The Brooklyn Life Managers Associa- 
tion had luck in the fact that Charles 
Francis was the policyholder having the 
longest policy in force who could go to 
the luncheon because he is a man of af- 
fairs and for years has been one of the 
leading figures in the printing business, 
at the present time being chairman of 
the board of the Charles Francis Press 
which he founded in 1894. Despite the 
fact that he is 84 years old he is still 
a vigorous, forceful business man. He 
is also one of the founders of the New 





| Brooklyn Honors Old Policyholders 
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Seated: Charles Francis. Standing, Left to Right: Conrad Dykeman, Prudential; Gilbert V. Austin, Aetna; 
Mrs. Mary H. Morgan, S. S. Voshell, George A. Kederich 


York School of Printers’ Apprentices 
and was commissioner of Conciliation 
and Industrial Representative of the De- 
partment of Labor from 1920 to 1922. 
Also, he founded the International Joint 
Conference Council; Printers’ League of 
New York; Printers’ League of Amer- 
ica, and the Graphic Arts Square Club 
He is vice-president of the World's Sun- 
day School Association and is a director 
or a member of a very large number of 
organizations. 

A year ago Mr. Francis lost his leg 
through an accident, but his mental vigor 
and fine intelligence enabled the Brook- 
lyn Life Managers Association to hear 
a remarkable talk about insurance. In 
all of his international experience—he 
has lived in several countries—he saw 
fewer failures in insurance than in any 
other line of activity. For years he has 
been carrying insurance, both personal 
and business insurance. He particularly 
deplored the fact that young men do not 
insure as often or in as large amounts 
as they should. He told the managers 
present that they should have their 
agents solicit young men more strenu- 
ously. He regarded the act of taking out 
insurance as an example of unsclfishness 
and bringing out the finest traits in the 
public. The institution of insurance has 
a staunch advocate in him. 

Mr. Francis does not drink nor smoke 
and he made a plea that total abstainers 
get preferential rates. 


George A. Kederich Chairman 


Mr. Francis’ daughter and Mrs. Mor- 
‘gan were presented with flowers. 

George A. Kederich of the New York 
Life and president of the Association 
was chairman of the luncheon meeting 
and began by reading the letter from 
President Hoover to Albert G. Borden, 
chairman of Life Insurance Day, in 
which the President gave a splendid en- 
dorsement of insurance. He was fol- 
lowed by William F. Atkinson, general 
agent, Northwestern Mutual Life, who 
discussed the significance and loyalty to 
insurance of policyholders who had clung 
so long to their insurance and the fact 
that their confidence was justified. 

Conrad V. Dykeman, retired manager 
of the Prudential, who spent more than 
fifty years of his life in the business, ex- 
plained the fine position which insur- 
ance holds now compared to its position 
half a century ago. 

W. A. Turner, who was insured in the 
Mutual Life in 1865, and John E. Nor- 
cross, insured in the Metropolitan since 
the same date, could not attend. Not 
could J. Irving Weed, insured in the 
Aetna-since 1870. 

Mr. Atkinson’s Talk 

In addressing the veteran policyhold- 
ers Mr. Atkinson said: 

“We feel that the example you have 
set has had a great influence—greater 
than you can estimate in the growth of 
life insurance. You are truly pioneers. 
You represent two great virtues: action 
and perseverence. You invested and 
you kept your investment. We have 
had many regrets of policyholders last 
vyear—not that they invested in life in- 
surance—but regrets that they had ever 
invested in any other form of security 

“Mrs. Morgan, you had courage to join 
the Metropolitan Life in 1879 when it 
was an infant of only thirteen years, a 
small child with almost as much insur 
ance in force as they now write in a 
single day. In 1878 it had 10,000 poli- 
cies. In 1931 42,000,000 policies. This 
company has justified your faith and has 
grown to be the largest life insurance 
company in the world. . 

“Mr. Francis, you had faith in your 


(Continued on Page 4) 
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William Danforth a Speaker in 
St. Louis 


All previous one day production rec- 
ords were broken in St. Louis on Life 
Insurance Day. It seems certain that 
the total written for the day will be 
more than $5,000,000, according to Ed 
3urke, Missouri State Life manager, who 
has been tabulating the results. The 
$3,000,000 goal which had been set was 
crossed early in the day. 

W. H. Danforth, chairman of the 
board of directors of the Ralston-Purina 
Mills and a director of the New York 
Life, and Rev. Ivan Lee Holt, a Meth- 
odist minister, were the chief speakers 
at a big breakfast meeting which was 
held at 7:30 a.m. in the Hotel Jeffer- 
son. Mr. Danforth is the author of the 
book, “I Dare You,” which has been 
popular with insurance men. 


On the evening of January 21, the St. 
Louis underwriters gathered on the top 
floor of the Missouri State Life’s home 
office building to hear reports on the 
day’s work and to listen to the radio ad- 
dress of Merle Thorpe, editor of “Na- 
tion’s Business.” After Mr. Thorpe had 
left, Barney Nudlemann, president of the 
local association, under whose auspices 
Life Insurance Day was conducted in 
St. Louis, E. A. Pickle, secretary of the 
association, and Vice-President J. J. 
Parks of the Missouri State Life, made 
short talks. 





New York City Association 
Reports Late Returns 


Latest reports from the Life Under- 
writers Association of New York City 
show that ninety-one agencies produced 
more than $16,000,000 of new business on 
Life Insurance Day. Many agencies 
have not turned in official reports as yet, 
so that no decision has been made as to 
the cup winners for individual achieve- 
ments, 





Binghamton Sets Up Record 


The Binghamton, N. Y., Life Under- 
writers’ Association fittingly observed 
Life Insurance Day by staging a drive 
which resulted in 241 applications for 
new life insurance, according to Harry 
Z. Guy, president of the association. 
These applications represent $762,000 of 
business, exceeding all previous records 
for a single day’s business in the city. 

Local observance of the day opened 
with a “Sunrise Breakfast” at the Ar- 
lington Hotel, at which Thomas A. Wil- 
son, president of the Marine Midland 
Trust Co., was the guest speaker. Mr. 
Wilson was in the life insurance business 
for many years. The committee in 
charge of arrangements included Mr. 
Guy, Edward F. Cramer, William A. 
Miller, Lynn L. Burdick, and Patrick J. 
Quilter. i 


William A. Law On 
Investment Practices 


Investment in first liens with ample 
margin of appraised value and a prom- 
ise to pay of a strong maker, rather than 
a share in the ownership of any prop- 
erty, Or corporation, no matter how bril- 
liant the probability for prospective in- 
creases in value, was described as the 
first principle of life insurance company 
investment by William A. Law, presi- 
dent of the Penn Mutual, in his address 
over the radio last week. Mr. Law was 
guest speaker on the Halsey-Stuart & 
Co. program. 

Speaking on the subject “Investment 
Practices of Life Insurance Companies,” 
he pointed out that the life insurance 
companies of the United States, with as- 
sets exceeding $20,000.000,000 in value, 
have much less than 1% of these assets 
invested in common stock, but more 
than three-fourths of the total in mort- 
gages and in Government, state, muni- 
cipal, industrial, railroad and_ public 
utility bonds. 


New York Starts Insurance Day 
With Pep ‘Talks By Producers 


Before starting out to canvass the city 
in an intensive way from 10 o’clock in 
the morning until midnight more than 
1,200 agents gathered at the Hotel Astor 
on Thursday morning of last week, the 
beginning of Life Insurance Day. There 
they formed the audience at one of the 
most striking insurance sales events that 
has ever been held here. It was the per- 
fect sales meeting. Fine speakers, noth- 
ing but sales talks, concentrated atten- 
tion, time limits. Seven speakers had 
been assigned definite and non-conflict- 
ing topics. There was no oratory. 

When it was all over Chairman Ralph 
G. Engelsman of the Greater New York 
Life Insurance Day Committee, and mas- 
ter of ceremonies at the meeting, was 
congratulated. The All Star cast con- 
sisted of Julian S. Myrick, Mutual Life; 
Lloyd Patterson, Massachusetts Mutual; 
Clancy D. Connell, Provident Mutual and 
president of the New York association; 
Miss Emma Ditzler, Connecticut Mu- 
tual; Leon Gilbert Simon, Equitable So- 
ciety and author of insurance and tax 
books; and Theodore M. Riehle, also 
Equitable Society and author. 

The need of courage today in selling 
was emphasized by Mr. Myrick who said 
that it is part of their job today for 
agents to go about their duties with 
plenty of assurance coupled with enthu- 
siasm. He feels that they have a_ fine 
opportunity in helping to re-establish 
confidence among the people of this 
country. They should appreciate the 
fact they have a three-fold chance: to 
aid the country, its inhabitants and 
themselves. 


Selling Young Men 


Lloyd Patterson defined youth as the 
“hope of civilization,” and told the agents 
they were wasting much time if they 
didn’t include a great number of young 
men on their prospect lists. They are 
especially worthwhile as prospects be- 
cause of their greater number and be- 
cause they will pay premiums for a long- 
er period of time. Mr. Patterson stressed 
the fact that the death appeal will not 
gain young men’s interest; agents must 
sell them on the thrift and investment 
angle. “One of the wisest procedures,” 
he said, “is to appeal to their pride and 
make them realize your product is in- 
dispensable if their ambitions are to be 
attained.” 

Mental pictures and not figures are 
what sell policies to the married man, 
Clancy Connell declared. He gets his 
policyholders who live in apartments in 
the metropolitan area to give him the 
names of and information about their 
neighbors and then he calls on them in 
the next day or two. He makes it a 
practice not to approach the man, how- 
ever, until he has some definite data; 
awakening interest by talking about the 
prospect’s home-town, his athletic inter- 
ests, his college. or other facts that he 
has gotten details about. Get over the 
idea to the man of the hardships his 


wife would encounter if she had to go 

to work if death came prematurely to 

him, Mr. Connell asserted; and then 

portray the beauty in the picture of the 

postman delivering to her a check regu- 

larly each month throughout the years. 
Miss Ditzler’s Talk 

In selling young women in business, 
Miss Emma Ditzler has found the sav- 
ings-book approach particularly effective. 
She gets her prospects to think back 
over the many times they have started 
savings accounts without continuing 
them and recommends life insurance as 
a saving policy which will require them 
to save over an appreciable period oi 
time and assure the desired results. Miss 
Ditzler finds the safety feature of the 
insurance investment especially appeals 
to women today and she usually gets 
over the idea, “the first deposit is the 
only one which you will find difficult ta 
make.” She has had success in getting 
her clients’ complete confidence and they 
in turn sell insurance for her by talking 
enthusiastically about it to their friends. 

Leon Gilbert Simon, who has had out- 
standing success selling business insur- 
ance, tells business men that naturally 
they are dependent upon the investments 
they make in their businesses, that these 
must mature in the future with prcfit 
if their desired ends are to be achieved. 
He then explains how life insurance 
ideally fulfills the requirements of the 
investment definition, “expenditure of 
money for a future profit.” He also im- 
presses them with the fact that business 
insurance in 1931 helped absorb the eco- 
nomic shock as well as the normal shock 
of the times. Mr. Simon recommended 
this as an effective approach: “Do you 
know that sixty cents out of every dollar 
paid out by insurance companies goes to 
living policyholders?” The proper man- 
agement of money, he also tells pros- 
pects, will bring us out of the depression 
just as the mismanagement of money 
brought us into it. 

Getting prospects to compare the re- 
sults of their other investments with 
those achieved by their life insurance 
has oftentimes proved advantageous to 
Theodore M. Riehle. He sometimes 
says: “Consider the things which will 
occur if your investment income of the 
future doesn’t turn out to be as high as 
you anticipate,” he said. “Why not play 
safe by investing where the income is 
absolutely guaranteed, where there is no 
chance of mishap?” Mr. Riehle urges 
men to take part of their income regu- 
larly to invest in life insurance and to 
use enough willpower to divorce that 
money from their consideration for 
spending purposes. 

Like Mr. Myrick, Mr. Riehle empha- 
sized the need for agents to have cour- 
age today. On annuities, he said that 
he has found that few men will put all 
their available investment money into 
them, but that they will oftentimes buy 
small annuities from time to time, thus 
building up an appreciable income. 





E. M. McMahon On Wills 


Edward M. McMahon, second vice- 
president of the Chase National Bank, 
New York, devoted his radio talk of 
National Thrift Week to the making of 
wills. He said the privilege of making 
a will can be counted among the fore- 
most granted by law and told of the 
general lack of appreciation of the im- 
portance of every person with property 
of any kind making a will. Wills have 
varied in length from three words to 
nearly 100,000. Expert advice is advis- 
able in making a will. Even George 
Washington’s will, written in his own 
hand, proved to be valid in only one of 
the several states in which he owned 
property. 


W. J. Graham Calls Insurance 
Modern “Aladdin’s Lamp” 


The business of life insurance from an 
economic standpoint was described as a 
modern “Aladdin’s Lamp,” by Vice-Pres- 
ident William J. Graham of the Equit- 
able Society, in his radio talk over a 
nation-wide hook-up last week. He 
spoke under the auspices of the Y.M.C.A. 
in connection with Thrift Week. 

“In this work-a-day world the nearest 
approach to a genii is life insurance. It 
carries out your wishes the minute you 
take out a policy—you at once have lar- 
gess to dispense. Through its magic you 
may provide estate for dear ones, you may 
invest money with absolute security, 
provide a home, an education for your 


Syracuse Ass’n Celebrates 
With Dinner-Dance 

The drive which the Syracuse Asso- 
ciation of Life Underwriters launched 
on Life Insurance Day was climaxed by 
a meeting and dinner-dance held in the 
Onondaga Hotel, under the direction of 
W. L. Boyce, association president. An 
open forum was held for the purpose of 
giving various illustrations’ of services 
rendered during the day. 

Announcement of the winners of the 
$50 and $25 prizes which were offered in 
a contest started last November for the 
best essay submitted by a high school 
student on the value of life insurance 
in the thrift program were made at this 
meeting. The winners were Miss Helen 
Hager and Miss Esther Martin. The 
essays are to be read at the February 
meeting of the Association. The guest 
speaker of the evening, Rev. Dr. Lloyd 
E. Foster, gave an inspiring address, 
pointing out the value to the life under- 
writer of understanding human relation- 
ships and people. 





Heavy Advertising in Philadelphia 

Extensive advertising helped put Life 
Insurance Day over in a big way in 
Philadelphia. Railroads, banks, depart- 
ment stores and the city transit com- 
pany joined with life underwriters in 
bringing the story of life insurance be- 
fore the public. The main feature of 
the day was Dr. S. S. Huebner’s ad- 
dress before a big luncheon-meeting of 
the Philadelphia Association of Life 
Underwriters at the Bellevue Stratford, 
which was attended by many policyhold- 
ers of the insurance men. 

The city’s big department stores dis- 
played life insurance posters throughout 
the stores, and John Wanamaker, in ad- 
dition to setting aside a window devoted 
to a life insurance exhibit, carried a mes- 
sage in the newspapers. The Pennsyl- 
vania Railroad distributed eighty-five 
posters and virtually all of the banks 
displayed insurance posters also. The 
transit company made mention of Life 
Insurance Day in its weekly radio broad- 
cast. 

In addition, members of the local life 
association made five-minute talks be- 
fore the leading men’s and women’s 
clubs in the city and before private 
schools and other educational institu- 
tions. 





Brooklyn Meeting 


(Continued from Page 3) 


company, the Northwestern Mutual Life 
You invested in it in 1872, a year ot 
business depression I am told, quite 
equal to 1931 and the only year in which 
the Northwestern Mutual ever passed a 
dividend to its policyholders. Your com- 
pany has justified your faith. If Mr. 
Turner were here I could say to him 
that his company, the Mutual Life In- 
surance Co., has justified his faith. In 
eleven years it will celebrate a century 
of progress. It has become one of the 
giants of life insurance. 

“Over 68,000,000 of the American peo- 
ple own life insurance policies. This is 
about 54% of the population. The 
American people have on deposit in in- 
surance companies over twenty billions 
of dollars in cash resources. 

“No nation of the world has guaran- 
teed its future security and happiness 
with so great a fund of money as this.” 

Those Present 

Among those who attended were: Gil- 
bert V. Austin, Aetna Life, secretary of 
the Brooklyn Life Managers Associa- 
tion; Warren E. Diefendorf, Mutual 
Life; Joseph A. Eckenrode, Penn Mu- 
tual; Walter McGeorge, Prudential; 
Robert F. Pennell, Union Central; John 
H. Scott. Sr.. and John H. Scott, Jr. 
Home Life: S. S. Voshell, formerly Met- 
ropolitan: Melvin Sackerman and Gib- 
son Lewis, Massachusetts Mutual; and 
Tack Warshauer, Brooklyn National. 





children, insure your business against 
loss through your death, pay debts, pro- 
vide bequests, and put yourself in funds 
in your old age.” 
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Metropolitan Life’s 
Production At New Top 


DIVIDENDS MORE THAN $100,000,000 





Assets of $3,590,115,000 Increased More 
Than $280,000,000; Huge Payments 
to Policyholders 





A gain in the aggregate of all classes 
of insurance written during 1931 over the 
preceding year; an increase in assets by 
more than $280,000,000 making the total 
assets over $3,590,115,000; and with an 
increase in income that brings this item 


to within striking distance of a billion 
dollars—these were some of the high 
lights of the report on the business of 
the Metropolitan Life for last year pre- 
sented to the board of directors at their 
meeting on Tuesday by President Fred- 
erick H. Ecker. 

The total of all classes of insurance 
written during the year was in excess of 
1930 and was even ahead of the record 
year 1929. The Metropolitan maintains 
its position as the largest financial insti- 
tution in the world. 

Dividends Over $100,000,000 for First 


Time 


Dividends declared payable to Metro- 
politan policyholders of all classes during 
1932 total $102,400,764. This is the larg- 
est dividend declaration ever made by a 
life insurance company, the amount pass- 
ing the hundred million dollar mark for 
the first time in history. This was due, 
President Ecker explained in his report. 
to the increased duration and volume of 
the company’s business, the actual scale 
of dividends remaining unchanged. 

Another outstanding item of the report 
was that policyholders and_ beneficiaries 
were paid nearly $460,000,000 by the com- 
pany in 1931, more than $300,000,000 of 
this amount being paid to living policy- 
holders. 

How New Business Was Distributed 


The report stated that the nearly three 
and a half billions of dollars of life in- 
surance written by the company during 
1931 was divided as follows: Ordinary, 
$1,734,116,219; Industrial, $1,401,195,908, 
and Group (excluding increases), $294,- 
887,254. 

Insurance in Force 

It was pointed out that the Metropoli- 
tan had $19,447,343,949 of life insurance 
in force on December 31, 1931, and that 
this was more than one-sixth of the total 
in all United States companies combined. 
This was divided as follows: Ordinary, 
$9,848,994,131; Industrial, $6,822,317,171, 
and Group, $2,776,032,647; in addition 
there was Accident & Health, principal 
sum benefit, $1,519,460,528, weekly indem- 
nity, $14,969,413. 

The report showed that $459,680,242 
was paid to Metropolitan policyholders or 
their beneficiaries in 1931, and that of this 
amount, $152,264,182 was paid in death 
benefits, while the balance of $307,416,060, 
in the form of matured endowments, an- 
nuities, dividends, disability benefits and 
surrender values, having been paid to liv- 
ing policyholders. 

Daily Averages 

The daily average of the company’s 
business during the year was 2,177 a day 
in number of claims paid; 18,959 a day 
in number of life insurance policies is- 
sued and revived; $11,320,790 a day in 
life insurance issued, revived and in- 
creased ; $2,226,280 a day in payments to 
policyholders and addition to reserve, and 
$924,402 a day in increase in assets. 

Distribution of Dividends 


The dividends declared for payment in 
1932, according to the report, amount to 
$102,400,764. Of this sum, approximately 
$52,500,000 will. be paid to Ordinary poli- 
cyholders, nearly $47,500,000 will be paid 
Industrial policyholders and the balance 
on Accident & Health policies. This is 
an increase of nearly $8,000,000 over the 
dividends declared by the company a 
year ago. 

While the bulk of the Industrial divi- 

(Continued on Page 14) 














Lets Go 
“Resolutionary”’ 


This year is young, so why not 
make a few self-promises for 1932? 


One of the most important of these among 
life insurance men, who contact many per- 
sons in their daily rounds, should be a resolve 
to oppose the calamity howler with optimism 
and confidence. These are as contagious as 


pessimism and doubt. 














Che Prudential 


INSURANCE COMPANY OF AMERICA 


Epwarp D. Durrie.p, President 
Home Office, Newark, New Jersey 


























J. Elliott Hall Shares 
Profit With Associates 


LAUNCHES NEW AGENCY PLAN 
W. Stanton Hale, Former Atlanta Gen- 
eral Agent, Joins Agency in New 
Set-Up 





As the result of several years of plan- 
ning, J. Elliott Hall, head of the Penn 
Mutual general agency at 50 Church 
Street, New York, has arranged a new 
set-up in his agency organization one 
feature of which is that his associates 
shall share in the profits of the agency. 
It has been part of Mr. Hall’s business 





J. ELLIOTT HALL 


philosophy that a great agency is built 
by the joint efforts of the general agent 
and his associates and he has wanted to 
put the profit sharing feature into the 
agency plan for some years. To com- 
plete his staff according to his plan he 
needéd a certain type of man, This man 
he found in W. Stanton Hale, general 
agent for the Penn Mutual in Atlanta. 
Mr. Hall laid his plan before the home 
office executives and as a result Mr. 
Hale has been transferred to the J. 
Elliott Hall agency in New York and 
the new arrangement is now in opera- 
tion. 

The personnel of the organization now 
under General Agent Hall comprises: W. 
Stanton Hale, M. P. Gallagher, James 
T. Hodgskin, Roy I. Forshay, assistants 
to the general agent. Each of these men 
has his own particular responsibility. 
Sidney S. Dunning carries on as educa- 
tion director. A. Spencer Edmondson 
continues his supervisory work. Harry 
Rasmussen retains the headship of the 
new business department. All are young 
men, and a curious coincidence is that 
each of the four assistants to the general 
agents is 32 years old. 

In commenting on the change, fhe 
company’s agency magazine, the News 
Letter, says: “The home office recog- 
niles that Mr. Hall’s plan is perhaps un- 
precedented. And it gives unreserved 
praise to the loyalty of a general agent 
who is not willing that his company 
should suffer the loss which would be 
caused by a possible crumbling of his 
great organization through his eventual 
departure from it, which we hope will 
be deferred many long years. We ad- 
mire the altruistic justness which 
prompts him to share his gains with 
those who have helped him and will help 
him to create them. And we wish for 
the strengthened and re-created organi- 
zation a continuation of the success 
which the, devotion engendered by this 
fair-minded action should aboundingly 
increase.” 
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Stronger Position Of 
New England Mutual 


COMPANY’S 88TH REPORT MADE 








$43,000,000 Increase of Insurance in 
Force; $11,350,000 Dividends to Be 
Distributed This Year 





Despite depressed conditions during 
the the year, the New England Mutual 
increased its new business over the pre- 
vious year by more than one million-and- 
a-quarter, paying for a total of one hun- 
dred and thirty-eight millions new in- 
sura'ice; the insurance in force was in- 
creased by better than forty-three mil- 
lions, making a grand total of one billion, 
three hundred and seven millions. This 
remarkable increase is a splendid testi- 
monial to the growing realization by the 
public that life insurance is one invest- 
ment that is as good as it promised to be. 

Unlike most current reports in other 
lines of business, the New England Mu- 
tual shows an even stronger financial 
position than ever before. The gross 
surplus has been increased and now 
stands at over $30,000,000; from it the 
regular dividend scale has been main- 
tained by voting $11,350,000 for distribu- 
tion to policyholders during 1932. The 
present net surplus of seventeen millions 
is the largest in the history of the com- 
pany and does not include an additional 
million and three-quarters held indepen- 
dently as a stabilizer for investment fluc- 
tuation. During 1931 the average annual 
yield on total invested assets was 5.40%. 


Incorporated in 1835 


Incorporated by Massachusetts in 1835, 
this company is the oldest chartered mu- 
tual life insurance company in the United 
States. Its founder, Judge Willard Phil- 
lips, was the first in America to con- 
ceive and apply the idea of mutual life 
insurance. Since 1843, when the com- 
pany began active business, it has ever 
been a leader in its field. A course of 
¢onstant progress has been made through 
fine old New England conservatism. The 
annual report says: 

“Our long-time conservative invest- 
ment policy is showing its real merit 
under the acid test of the depression. 
The insuring public today realizes as 
never before that guarantees in life in- 
surance policies are positive and do not 
fluctuate. They are based on conserv- 
ative investment practice, and are sup- 
ported further by surplus funds.” 

Over the past ten years the New Eng- 
land Mutual has doubled its business in 
force, and even under the “acid test” of 
1931, has shown a remarkable increase 
in assets, surplus, insurance in force, and 
new insurance, It is one of the very few 
life insurance companies to show an in- 
crease in new insurance and also a sub- 
stantial gain in insurance in force. 

Total payments to policyholders in 1931 
were in excess of thirty-three millions, 
the largest for one year in the history 
of the company. It is a very striking 
fact that two-thirds of this amount, or 
$21,000,000 (of which one-half was divi- 
dends), were paid to living policyhold- 
ers. 





0. J. LACY ADVANCED 





Made Executive Vice-President of Min- 
nesota Mutual Life; Joined Company 
in 1922 

O. J. Lacy has been elected executive 
vice-president of the Minnesota Mutual 
Life, the announcement having been 
made by President T. A. Phillips follow- 
ing the meeting of the board of directors 
last week. 

Starting his career as a civil engineer, 
Mr. Lacy first entered life insurance as 
a general agent for the New World Life 
in Montana in 1914. Later he took the 
life insurance course at Carnegie Insti- 
tute and was appointed agency manager 
of the Shenandoah Life. He resigned 


this position to join the Minnesota Mu- 
tual as agency vice-president in 1922. 





Penn Mutual Makes 
Field Promotions 


CHANGES 





GENERAL AGENCY 





Manuel Camps, Jr., Takes Helm at At- 
lanta; Edwin A. Collett at Providence; 
W. H. Browder at Nashville 





Effective February 1 Manuel Camps, 
Providence general agent of the Penn 
Mutual, will become Atlanta general 
agent; Edwin A. Collett, Providence su- 
pervisor, Providence general agent; and 
W. H. 
company at Springfield, Tenn., Nashville 
general agent. 

Mr. Camps, who had been a personal 
producer in Utica, took charge of the 
Providence agency in February, 1929; 
started from scratch; built it to twenty- 
four full time agents, and made this 
production record: 1929, $1,541,415, a 
300% increase over 1928; 1930, $2,623,- 
158, an 85% gain over 1929; and held 
this increased ratio in 1931. The At- 
lanta territory includes Savannah. 

Mr. Collett is the youngest Penn Mu- 
tual general agent as he was born in 
1905. He joined the company in Provi- 
dence in August, 1928. In 1929 he pro- 
duced $250,000, later being made super- 
visor for Rhode Island and southern 
Massachusetts. His father has been gen- 
eral agent of the State Mutual for years 
in Providence. 

In 1926 Mr. Browder entered the in- 
Surance agency of Bell-Browder Co. in 
Springfield, which at that time handled 
fire, casualty and bonds. 

In 1927 he was made assistant man- 
ager of that agency, and later acquired 
an interest in the firm. His contract 
with the Penn Mutual enabled it to add 
a life insurance department. It was not 
long before Mr. Browder became more 
interested in life insurance and devoteil 
the major part of his time to its work. 


Browder, special agent for the 


Provident’s Surplus 
Increases $18,709,000 


REPORT OF PRESIDENT LINTON 





Insurance in Force Makes Gain; New 
Insurance of $109,500,000; Mortality 
Resume 





Increases in assets and surplus were 
the highlights of the annual report of 
President M. A. Linton to the policy- 
holders of the Provident Mutual Life. 
Assets increased to $256,408,000, a gain 
of $10,800,000. Contingency reserves, or 
surplus, increased from $18,351,000 to 
$18,709,000, despite the present difficult 
business situation. 

Premiums and interest receipts also 
showed an increase of two million dol- 
lars over the 1930 figures. 

Insurance in force increased to $1,- 
029,800,000. Payments to policyholders 
totaled $30,800,000, a gain of three mil- 
lion over the preceding year’s figures. 
Of the $412,900,000 paid to policyholders 
since the founding of the company in 
1865, $287,900,000 has been paid to liv- 
ing policyholders. 

New insurance amounted to $109,500,- 
000. Although this is less than the 1930 
figures, the last five months of the year 
showed a gain of three million dollars 
over the corresponding period of 1930, 
which was an exceedingly good year for 
the company. 

It is interesting to note that death 
losses on account of automobile and oth- 
er accidents, suicides and cancer, were 
above the average in 1931, while losses 
from tuberculosis and other respiratory 
diseases were below the average. 

Five directors were re-elected for a 
term of three years. They are George 
H. Frazier, Charles J. Rhoads, George 
R. Packard, Stacy B. Lloyd and F. Morse 
Archer. 





ture. 


110 Fulton Street 





WANTED 


A man, age 25 to 35, to secure and instruct new 
men for a New York City agency of a life insur- 
ance company over one billion in assets. 
sonal sales experience along program presenta- 
tions given preference. Salary and excellent fu- 
In writing qualifications state last five 


years’ business activities. 
Box 1182 
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New York 








Savings Lost If Policy 
Lapses, Says Dr. Butler 


COLLEGE PRESIDENT ON RADIO 





Outlines Responsibility of Directors of 
N. Y. Life and Tells of Security 
Furnished by Insurance 





Dr. Nicholas Murray Butler, president 
of Columbia University and a director 
of the New York Life, went on the air 
January 26 with an address, “The Public 
Service of Life Insurance.” He briefly 
sketched the history of the New York 
Life, told the details of its management 
by a board of twenty-five directors anc 
its officers, saying in part, “They consti- 
tute a family sincerely attached to the 
great trust in whose care, to a greater 
or less degree, each one of them has 
some share.” The many sided contacts 
with the social, economic and financial 
life of our time were explained. “Safety 
and surety are their ruling principles,” 
he said, “for they are trustees for those 
thousands upon thousands of human be- 
ings who have put their hard made sav- 
ings in their care and who are looking 
forward to a safe and comfortable fu- 
ture for themselves and their families 
through the faithful and successful ad- 
ministration of this trust.” 

It cannot be too often or too strongly 
emphasized that your life insurance is 
property, he said. Moreover, it is a kind 
of property which does not decline in 
quoted prices on any stock exchange 
but which retains its value through good 
times and bad, through prosperity and 
depression. There is no better or safer 
investment in the world. 

It is always to be regretted when a 
policyholder takes advantage of his legal 
right and places a mortgage upon his 
life insurance policy by borrowing on it. 
Such borrowing may become a very seri- 
ous diminution of the policyholder’s in- 
vestment. To allow a life insurance pol- 
icy to lapse is practically to throw away 
one’s savings. The wise and far-seeing 
individual will do none of these things. 
He will make every other effort and 
every other sacrifice. 


Contentment of Well-Insured People 


A well-insured people is a well-pro- 
tected people. A well-insured people is 
a well-invested people. A well-invested 
people is a contented and a happy peo- 
ple. A contented and a happy people 
in the best possible mood to make prog- 
ress for themselves and to contribute to 
the progress, the happiness and the peace 
of the whole world. 

In 1931 the New York Life received 
the first premiums on over 254,000 new 
policies, bringing into existence new in- 
surance of $673,123,000. At the end of 
the year the company had in force 2.843.- 
674 policies, giving seven and a half bil- 
lions of insurance protection. Total as- 
sets are $1,890,144,000. Surplus over and 
above all liabilities is $119,672,743. 





20 YEARS WITH TRAVELERS 





Charles Paston Dinner Will Be Attend- 
ed by President Zacher and Many 
Other Representatives of Company 
Many Travelers men and their wives 

will attend a dinner which will signalize 

the twentieth anniversary with the Trav- 

elers of Charles Paston, manager i 

Brooklyn. President L. Edmund Zacher 

will attend and hold a reception. It is 

to be on the night of February 3. One 
of the most interesting men in the in- 
surance business, Mr. Paston is also one 
of the most successful. He is not only 

a good agency executive, but also is a 

large producer. 





HEADS PATERSON ASSOCIATION 


At the annual meeting of the Insur- 
ance Agents’ Association of Paterson, 
which was held last week, the follow- 
ing officers were elected: H. Earle Munz, 
president; Charles E. Meeks, Jr., vice- 
president; George Clair, secretary and 
treasurer, and J. D. Birthenough, assist- 
ant secretary. i, 
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65th Annual Financial Statement 
of THE UNION CENTRAL LIFE INSURANCE COMPANY 


As filed with the Insurance Department of the State of Ohio for December 31, 1931. 


ASSETS 


Mortgage Loans. 45,122 Loans secured by first 
mortgages in 37 States; Farm property, 
$138,920,010.42; City property, $36,585,- 
EASA OES STEIN. $175,505,685.51 

Policyholders’ Accommodations. Including 
Loans on policies, Premium Notes and Pre- 
miums 

Real Estate. Home Office Building; and other 
real estate (85% rented). All real estate 
appraised at current values and carried at 
appraisal value or book value, whichever is 
ORR EAEIR RISC ease ee ee eee orem te eo 

Real Estate Sold on Contract... 

Cash Resources. Cash, $3,382,386.61; United 
States Bonds, $5,466,623.30; Municipal 
Ss sts ncensisinninicitnnnbeinmnanione’ 

Other Assets. Including interest and rents due 
ESSE TORE REC ern La een iee 


Total Admitted Assets —..................2..0.22.....-------- $335,395,806.29 
LIABILITIES 


Insurance Reserves Required by Law. Set 
aside to meet the insurance obligations as 
they become claims by death, maturity or 
i $278,139,277.00 
Policyholders’ Funds. Policy proceeds left 
with Company at interest, $23,717,431.79. 
Claims in process of settlement, and pre- 
miums paid in advance $2,506,662.15..._........ 
Dividends to Policyholders. Payable in 1932. 
Other Liabilities. Reserve account Employees’ 
Benefits, $364,294.00. Taxes due in 1932, 
$1,131,914.09. Interest and rents paid in 
advance. Contingent commissions and other 


95,331,457.81 


28,718,409.19 
12,591,200.68 


8,864,241.43 
14,384,811.67 








26,224,093.94 
6,392,800.91 


4,190,064.00 





Contingent Reserve for Sales 
rer $ 3,021,563.60 

Surplus and Capital Stock 
Surplus from 
Non-Participating 
Business ...... $ 904,089.97 
Surplus from 
Participating 
Business ...... 14,023,916.87 
Capital Stock 2,500,000.00 


Re BI eiciaieicstisccinesicistceinnenesaiibinatieeseinieianias $335,395,806.29 


17,428,006.84 20,449,570.44 





INCOME 
a a ee $48,735,004.70 


Interest and Rents. Earned income on in- 
Ly aR ae eRe 


Policyholders’ Funds. Proceeds of policies at 
interest or for instalment settlements... 
Profit and Loss. Profit from sale of real estate 
= other assets and adjustment in book 
I coca cert ee ceceaceeel ae atk ee 


Other Income. Including $1,147,831.03 divi- 
dends from reinsuring companies................ 


14,866,405.09 


7,466,652.08 


521,827.55 


2,211,102.28 





5 EE AE Se en eee $73,800,991.70 


DISBURSEMENTS 


Payments to Policyholders and Beneficiaries 
Death Losses (less $3,017,- 
995.50 reinsurance) 2,462 
"EES eee $13,862,541.03 


Matured Endowments, 838 
SII sisccicstntsastesacicciidedicinssaoeiinietes 2,479,953.16 


Dividends to Policyholders...... 11,229,533.27 
Annuities, Disability Benefits, 
Surrender Values and other 
NIE achesbecenonicntinnairsctiinn 16,530,350.96 $44,102,378.42 





Policyholders’ Funds. Income payments to 
beneficiaries. Withdrawals of sums left on 
deposit. Interest on deposits and on claims 
from date of death to date of payment.......... 


Taxes and -Licenses. Federal, State, County 
i I ili ii cnineintecendnensietatonmessetbxanie 


Expenses. Agency, Investment, and Adminis- 
tration. ($605,774.57 less than 1930) _......_... 


Profit and Loss. Depreciation charge on Home 
Office Building and adjustment in book 
values of other Assets...........0002200200000.c.cceceeee 


4,448,661.31 


1,909,197.99 


9,284,666.52 


1,666,756.04 
934,929.06 





Total Disbursements _............._....... aa eee $62,346,589.34 
Excess of Income Over Disbursements... $11,454,402.36 


Undoubtedly, the most significant figure in this statement is the increase in surplus which totals more than three and a half million dollars 


—the largest increase of any year in the Company’s history. In these times every investor appraises financial institutions in terms of absolute safety 


and security. sas : ‘ s . , , 
The fact that assets increased more than twelve millions during 1931 is another index of the progress of the Union Central. An increase in 


assets indicates continued healthy growth. Prospective life insurance buyers want to place their business with a company which is showing con- 


tinuous development. : ; ; 
' Through its program of wise economy during 1931, the Union Central made a saving from expenses of more than $600,000. This figure, in the 
statement printed herein, is a valuable index of the careful management to which the Union Central policyholder has entrusted his Life Insurance funds. 


Increase iin Surplus. ..... $ 3,504,004.99 
Increase in Assets ...... $12,697,973.95 


The Charles B. Knight Agency, Inc. 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
CHARLES B. KNIGHT, President 
WALTER E. BARTON, Vice-President _ PAUL S. RANCK, Sec’y-Treas. 
225 BROADWAY, NEW YORK CITY 
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Newark Agents Guests 
Of Fidelity Union Trust 


McDOUALL TALK 





BACHELLOR; 





Bank’s President Promises No Let-up in 
Insurance Trust Co-operation; 
McCleish Guest Speaker 





For the seventh consecutive year the 
Fidelity Union Trust Co. of Newark, 
J. J., has been the host to life under- 
writers of the city at a Robert Treat 
Hotel dinner gathering as an expression 
of appreciation for the splendid co-op- 
cration which exists between the life in- 
surance men and the trust company. 
This affair, given last Wednesday night, 
brought out more than 300 producers and 
managers in northern New Jersey terri- 
tory, brought again into the limelight the 
constructive, sincere work being done by 
Leslie G. McDouall, Fidelity’s trust of- 
ficer who is chairman this year of the 
life trust committee of the A.B.A. 

Honoring the gathering with his pres- 
ence was J. H. Bacheller, president of 
the Fidelity Union, and he took the occa- 
sion as did Ernest D. Finch, president 
of the local life underwriters association, 
to pay tribute to the memory of the 
beloved Uzal D. McCarter, Fidelity’s late 
president, who had been the guiding 
hand in encouraging the co-operative 
movement. Reverently the diners joined 
in this tribute. Mr. McCarter had been 
extremely popular among them. 

88-Year-Old Agent Welcomed 

Henry Sargent, secretary, trust divi- 
sion of the A.B.A., was one of the honor 
guests and made appropriate remarks; 
William C. Bawden, executive secretary, 
New York association, was introduced 
as was C. C. Herrick, Prudential agent, 
who, at eighty-eight years old, is still 
active and from whom President Bach- 
eller said he bought his first life insur- 
ance policy many years ago. Chairman 
of the Board Scheerer was warmly 
greeted, being another Fidelity Trust 
high official who is well and favorably 
known to the Newark underwriters. 

President Bacheller was presented by 
Mr. Finch with an honorary membership 
in the association which prompted Fidel- 
ity’s chief executive to remind the 
crowd that he was by no means a 
stranger to the life insurance business; 
that he had made his start at the age 
of sixteen in the offices of the New 
York Life. 

Trust Co-operation Not Curtailed 

In his talk President Bacheller reit- 
erated the guiding principle of Fidelity 
Union’s life insurance trust co-operation 
and touched on the past year’s progress 
by saying: 

“Underwriters in many cities through- 
out the country have complained that 
there has been a letdown in the activi- 
ties of banks and trust companies in 
connection with the life insurance trust 
development. One of the things that 
they particularly mention is the fact that 
the banks have decreased the number 
of outside men available for joint inter- 
views and to follow up on leads which 
they may suggest. 

“T just want to say to you that at the 
Fidelity we are carrying on in the same 
way as heretofore, that there has been 
no decrease in the number of new busi- 
ness men, because our business is as 
good as ever—the life insurance trusts 
closed during the year 1931 were only 
slightly less in dollar volume than dur- 
ing the year 1930 which was the banner 
year since we inaugurated this joint 
movement in the year 1923. 

“T recall hearing Mr. McCarter say, 
on more than one occasion :‘So long as 
I have any influence in the management 
of this company I shall see to it that 
we never enter the life insurance busi- 
ness. May I make the same pledge to 
you. The Fidelity Union Trust Co. is 
interested in the life insurance business 
only as it may be an aid in helping you 
men carry on to greater heights.” 

Invigorating Talk by E. E. McCleish 

The speaker of the evening, Elwood E. 
McCleish of the financial advertising 








firm of Graves, McCleish & Campbell, 
New York, had undivided attention as 
he gave his slant on the “Art of Sell- 
ing.” Facing 1932 with courageousness 
as a year in which the life insurance 
man should stress to the utmost the hu- 
man services rendered by his business, 
was the speaker’s theme. He _ inter- 
preted the art of selling to mean “sell- 
ing is living” and “living is giving people 
the personality of facts.” 

Here are some of the significant 
thoughts he expressed which many a 
Newark agent will try to live up to in 
months to come judging from the pen- 
cils and memo pads in use as he talked: 


Forget the past year’s gloom; your pros- 
pecting is wasted this year if you act like 
a character in Poe’s dreary poems. 

Reflect over the fact that with all of Amer- 
ica’s difficulties over money and business our 
country has never gone backward in any 
single period of its history. The deliberate 
spirit of progress is here now and we can 
turn 1932 into a year of achievement if we 
set our minds to it. 

High pressure selling is largely responsible 
today for the difficulty good life insurance 
men have in making the right kind of ap- 
pointments, arousing the interest of those 
who need protection the most. 

Forget the rate book; concentrate rather 
on building up a keen appreciation of a 
prospect’s needs then act to fill them. 

Selling isn’t a habit, glibness of speech, 
but thorough searching knowledge of that 
which the salesman is doing. 

He is a narrow man who profoundly works 
in an uncoordinated manner to perform a 
profoundly unimportant job. 

All salesmen are born but the best of 
them are made. Good showmanship is in- 
dispensable in constructive selling. 

Sales inspiration is merely an expression 
of an experience lived. 

The most eloquent and inspired address an 
agent ever made to a prospect was a stand- 
ard sales talk plus the personality of the 
agent. 


APPOINTS E. R. WOOD 





Trenton Fidelity Mutual Manager Was 
Kansas Farmer Decade Ago; Be- 
came Insurance Agent in Buffalo; 
Then Moved to Jersey 

Edgar R. Wood has been made man- 
ager of the Fidelity Mutual in Trenton. 
Ten years ago he was a Kansas farmer 
who began to sell insurance after he 
himself had been sold a policy to pro- 
tect his team of horses. Successful, he 
moved to Buffalo where after being in 
the general insurance business for a time 
he entered life insurance. Establishing a 
record for a first year man he found the 
business to his liking and moved to 

Trenton six years ago. 


Indianapolis Wrote $3,000,000 


More than $3,000,000 of insurance was 
written in Indianapolis by 700 agents 
participating in Life Insurance Day. The 
figure exceeded a most optimistic predic- 
tion made at a pep breakfast in the 
Chamber of Commerce by more than 
$500,000. Reports from the various agen- 
cies were received by Mansur B. Oakes, 
president of the Insurance Research and 
Review Service. 


W. L. BOYCE MAKES RECORD 


Representatives of the W. L. Boyce 
Agency of the Equitable Society in Syra- 
cuse, N. Y., turned in a total of 236 ap- 
plications for a total of $990,000 on Life 
Insurance Day. The campaign had been 
launched to work in harmony with the 
day’s program laid out by the Syracuse 
Association of Life Underwriters. 


BIG DAY FOR McNAMARA 

The John C. McNamara Organization 
of the Guardian Life in New York City 
did fine business on Life Insurance Day. 
The agents insured 210 lives for a total 
of $1,013,000. Robert S. Marvin led the 
organization by writing thirty applica- 
tions, of which twenty-four were pre- 
paid, for a total of $155,000. 











THE FORMULA 
of SUCCESS 


IFE INSURANCE can be explained in plain, everyday 
language. The facts can be simply stated. People need to 
be told about life insurance by one who knows life insurance 

and its adaptability. Salesmen of integrity, ability and courage 
who will work systematically and plainly state the facts of life 
insurance service will be Masters of their craft and successful. 


THE MUTUAL LIFE OF NEW YORK, with its long history of 
increasing success, offers opportunity. It writes Annuities and 
all standard forms of life insurance. Double Indemnity Benefits. 
It has many practices to broaden and expedite service for Field 
Representatives and for Policyholders. 


Those contemplating engaging in life insurance field work as 
a career of broad service and personal achievement are invited 


to apply to 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street 


DAVID F. HOUSTON 
President 


New York, N. Y. 
GEORGE K. SARGENT 
Vice-President 


and 
Manager of Agencies 








Anti-Twisting Pact 





Ten Additional Companies Sign; They 
Include Pacific Mutual, Jefferson 
Standard, Pilot and American 
of Detroit 


Chairman Frank L. Jones of the com- 
mittee says that ten additional compa- 
nies have signed the replacement co-op- 
erative agreement which has been ei- 
fective in curtailing the evil of twisting 
The additional companies are Acacia 
Mutual, American Life of Detroit, Girard 
Life, Jefferson Standard, Midland Na- 
tional, Ohio State, Pacific Mutual, Pan- 
American, Pilot Life, Sun of Baltimore 

The Sun of Baltimore makes no res- 
ervations in signing except that it will 
reciprocate any exceptions noted by 
other signatory companies. The Pan- 
American thinks that if any such agree- 
ment is entered into that it should be 
reciprocal and not be binding upon com- 
panies as it applies to those companies 
that are unwilling to execute the agree- 
ment in question. The Pacific Mutual 
exceptions follow: 

1, Upon the first revision of our Life ap- 
plication form a statement will be includ- 
ed in Part 1 of the application over the 
signature of the applicant. We prefer to 
include the statement in this form rather 
than the medical portion of the blank. 

3. We prefer to modify the fixed period of 
two weeks so that discretion can be used 
in each individual case, giving a reason- 
able period of time in which to make the 
necessary investigation. Our experience 
has been that most cases can be adjusted 

_. Well within the two-week period. 

Ten-year and shorter period term policies are 
excluded from the agreement. 

The form of record card submitted may not 
be adopted, but our company will install a 


system of keeping records suitable to our facili- 
ties, 





GIVE PARTY TO D. B. MADURO 


_A group of about thirty New York City 
life insurance and trust representatives 
got together on the evening of Life In- 
surance Day and gave a party to Denis 
B. Maduro, counsel for the Life Under- 
writers’ Association of New York City. 
The affair was held at the apartment of 
Fred P. McKenzie, assistant trust offi- 
cer of the City Bank Farmers Trust. Mr. 
Maduro was presented with a marble 
desk set by his friends to use in his new 
offices in the Bank of Manhattan Build- 
ing, 40 Wall Street. 





JEFFERSON STANDARD CHANGES 


Four Jefferson Standard executives 
have been promoted: C. Elmer Leak 
from secretary to vice-president; E. C. 
Green from manager of the mortgage 
loan department to secretary; Howard 
Holderness from manager of the real 
estate department to treasurer, and D. 
E. Buckner from assistant actuary to as- 
sociate actuary. 





NIMS TO LEAVE TELEPHONE CO. 


E. D. Nims, chairman of the executive 
committee and a director of the Missouri 
State Life of St. Louis, states that he 
will resign as chairman of the board of 
the Southwestern Bell Telephone Co. to 
devote the time to his other interests. 
Mr. Nims has been elected president of 
the St. Louis Council of the Boy Scouts 
of America. 





LINCOLN NATIONAL EARNINGS 


The Lincoln National Life last yea 
earned $3.32 a share on its stock of $10 
par value, according to an announce- 
ment made at the company’s annua! 
meeting on Wednesday. A regular $2.0) 
dividend was declared plus an extra divi 
dend of fifty cents a share. 





HEAR E. A. McLAUGHLIN 


About eighty members of the Donald 
x C. Sinclair Agency of the Metro- 
politan Life at No. 2 Park Avenue, New 
York City, turned out last Saturday 
morning to hear an address by Eugene 
A. McLaughlin, trust representative o! 
the Chatham Phenix National Bank & 
Trust Co. His talk was based mostly 
on prospecting. 
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Vice- Presidents On “Tour 


H. E. Aldrich and B. F. Hadley of Equitable of Iowa Now 
Visiting Company’s General Agents 





H. E. ALDRICH 


H. E. Aldrich and B. F. Hadley, vice- 
presidents of the Equitable Life of Iowa, 
head two groups of home office officials 
who are making a tour of the Equitable 
of Iowa field. 

Mr. Aldrich left Des Moines in com- 
pany with Field Supervisor R. E. Fuller 
and E. E. Cooper of the sales promo- 
tion division. They will cover Western 
territory. Mr. Hadley left the home 
office at the same time for a circle of 
the company’s Eastern field. Mr. Had- 
ley was accompanied by Agency Secre- 
tary Stephen A. Swisher, Jr., and Edu- 
cational Director E. E. Smith. 

These groups of home office officials 
will hold agency meetings in key cities 
throughout the Equitable of Iowa’s en- 
tire territory, in a continuation of the 
Regional Schools which were conducted 
by that company during 1931. 

The first stop of the party headed by 
Mr. Aldrich was at Mason City, Ia., 
where the home office leaders .net with 
the members of the Northwood, Decorah 
and Fort Dodge, Iowa, and the Benson 
and New Ulm, Minn., agencies. Other 
cities in their itinerary in which meet- 
ings will be held are Cedar Rapids, Bur- 
lington, Sioux City, Ia.; Omaha, Neb.; 


B. F. HADLEY 
Kansas City, Mo.; Oklahoma City, Okla.; 


Wichita, Kan.; Fargo, N. D.; Seattle, 
Wash.; Portland, Ore.; San Francisco, 
Los Angeles and Denver. 

Mr. Hadley’s Itinerary 

Mr. Hadley and his associates will 
hold meetings in the following centers 
of the Equitable of Iowa’s Eastern field: 
Springfield, Ill.; Chicago, IIll.; Jackson, 
Mich.; Indianapolis, Ind.; Dayton, Cleve- 
land, O.; Pittsburgh, Philadelphia, Har- 
risburg, Pa.; Lynchburg, Va.; Buffalo, 
Utica, New York City; Boston, Louis- 
ville and Minneapolis. 

Each meeting will be conducted on a 
program which will call for a forenoon 
and an afternoon session. Matters of a 
practical nature will be considered at 
each meeting with emphasis being placed 
upon better prospecting and increased ef- 
ficiency in presentations. The home of- 
fice officials will be able to hold per- 
sonal interviews during the course of 
each meeting and give both suggestions 
and inspiration for the months ahead. All 
agency heads will also be given an op- 
portunity to outline agency plans for 
1932. A noonday luncheon and a dinner 
will be served to all agents who attend 
the meetings. 








KNOWS PROBLEMS OF WOMEN 
Mrs. Teresa Speed, Who Has Made Rep- 


utation as Family Finance Expert, 
Enters Business 
One of the latest women to join the 
life underwriting forces of New York 


City, Mrs. Teresa Speed of the Harry 
Gardiner Agency of the John Hancock, 
has had a background of business ex- 
perience which should prove invaluable 
to her in her new calling. She came 
to life insurance directly from the Home 
\Making Center where she organized the 
Family Finance Section (which depart- 
ment dealt with budgets) and had the 
opportunity of assisting hundreds of 
women in managing their household and 
personal accounts. 

Mrs. Speed will no doubt have suc- 
cess in selling annuities and retirement 
income to women, a field she expects to 
specialize in. She has been active in 
many women’s organizations and fre- 
quently lectures before them. Just re- 
cently she addressed the New York 
League of Business and Professional 
Women and the Bronx branch of the 
Railroad Building & Loan Association. 
She belongs to the New York League. 
the National Arts Club and is one of 
the founders of the League of Insurance 
ble a new organization in New 





York w hich is beginning to make a place 
for itself in the business. 


TALKS ABOUT RAILROADS 





Charles C. Thompson of Seattle Gives 
Associations Common Sense View 
of Situation 
Sane views of the railroad situation 
were given to associations of life under- 
writers in Tacoma and _ Bellingham, 
Wash., on one day recently by Charles 
C. Thompson, vice-president of the Na- 
tional Association of Life Underwriters, 
and Metropolitan Life manager in Seat- 
tle. Mr. Thompson exploded some fal- 
lacies about the extent of railroad secur- 
ity holdings and presented the current 
view of the situation in the large ex- 
ecutive offices of the business which is 
that the country needs the railroads; 
that they cannot be replaced by busses 
and airplanes, especially in long hauls; 
and that many fine minds are at work 

in meeting various problems. 





J. MORTIMER DARBY’S GAIN 

The J. Mortimer Darby Agency of the 
Massachusetts Mutual in Phiiadelphia 
paid for $6,354,232 last year compared 
with $5,150,814 in 1930. The average 
sized policy was $7,660. William H 

3urns was leading agent. Among others 
doing particularly well were C. H. Orr, 
R. N. Stouffer, T. V. R. Lynmann, M. R. 
Orr, Walter Cowerdick and T. B. 
Charles. 


Continental American 
Field Force Meets 


ENTHUSIASTIC OVER OUTLOOK 





Company Has Had Excellent Agency 
Growth; Field Leaders 
Heard 


A high degree of confidence in the 
prospects for the coming year marked 
the annual meeting of the field force of 
the Continental American Life held re- 
cently in the Hotel du Pont, Wilmington. 
The managers and agents greeted with 
enthusiasm President A. A. Rydgren’s 
statements concerning the excellent fi- 
nancial position of the company. The 
company’s investment position is highly 
satisfactory. There has also been an 
extremely satisfactory agency develop- 
ment during the past year through the 
efforts of Vice-President George A. 
Martin, President Rydgren said. Vice- 
President Martin presided as chairman 
during the sessions and he was enthusi- 
astically greeted by the field force of the 
company. The closing address of the 
meeting was by Vice- -President Claude 
L. Benner who reviewed the economic 
situation and while recognizing the seri- 
ousness of some phases of world condi- 
tions, he said that life insurance never 
enjoyed a higher regard by the public 
than at present and that the agent could 
make this a successful year if he deter- 
mined to do so, 





Agents Hear Leading Producers 

John E. Harris, manager of the branch 
ofnce at Keading, leading personal pro- 
ducer for the company during 19351 and 
as such president of the Leaders’ Club 
for 1932, spoke on the necessity of chang- 
ing ones plan of work to meet changed 
business conditions. Mr. Harris pointed 
out from his own experience that the 
day of the jumbo case has passed, at 
least tor the time being, and that this 
was the time to return to the old meth- 
ods of selling insurance for the protec- 
tion of the ‘tamily, substituting in one 
sales talk the terms of mother, home, 
mortgage, education, savings, babies, 
wife, eic., for the terms of stock pur- 
chase agreements, capitalization insur- 
ance, inheritance taxcs, etc., that were 
so much in vogue during the boom years. 
His talk is printed in detail on page 16. 

William ¥. Worthington, manager of 
the Wilmington branch office, the title of 
whose talk was “Prosperity Bound,” 
pointed out the necessity of more eff- 
cient self-management on the part of 
agents if they are to benefit as much as 
coulf be from their efforts. Mr. Worth- 
ington particularly stressed the basic im- 
portance of consistent and efficient pros- 
pecting and of having a definite objec- 
tive and establishing a fixed schedule 


- and plan of work. He especially recom- 


mended consecutive weekly production 
as a self-imposed objective and measure 
of one’s efficiency. 

Arthur B. Cheyney, of Philadelphia, 
second largest producer of the company 
for 1931, and as such vice-president of 
the Leaders’ Club, also spoke upon the 
advisability of forgetting the big cases 
and trying to write a larger number of 
smaller cases. Mr. Cheyney has always 
specialized on business insurance, and he 
pointed out that at present the time was 
not favorable for big policies of business 
insurance for big corporations, but that 
times and conditions were especially pro- 
pitious for business insurance for part- 
nerships and small, close corporations 
under stock purchase agreements, etc. 
Mr. Cheyney then demonstrated his sales 
talks for partnership and close corpora- 
tion insurance. 

There was a dinner in honor of the 
members of the Leaders’ Club for 1932, 
they being the twelve leading producers 
of the company for 1931. These are: 
John E. Harris, Reading; Arthur B. 
Cheyney, Philadelphia; Albert M. Walls, 
Salisbury, Md., Ellsworth C. Burt, An- 
napolis, Md.; Clarence L. Collison, Eas- 
ton, Md.; Mahlon B. Simon, Philadel- 


phia; John F. Hazel, Wilmington; Harry 
W. Alexander, Seaford, Del.; J. Graham 
Shannahan, Baltimore; William S. Car- 
mine, Cambridge, Md.; Theodore M. 
Beauchamp, Wilmington, and William P. 
White, Wilmington. 

At the dinner, an address was made 
by Alfred M. Best of New York, a close 
friend of many years’ standing of the 
late president, Philip Burnet. In his talk 
Mr. Best reviewed the conditions in life 
insurance that existed at the time of 
organization of the company and traced 
the growth and development of the life 
insurance business from then unti! now 

Also at this dinner William S. Carmine 
of Cambridge, Md., was presented with 
a sterling silver bowl, suitably inscribed, 
in commemoration of completing ten 
years of consecutive weekly production, 
and Harland W. Huston, manager of the 
company’s branch office at Salisbury, 
Md., was presented with a solid gold 
self-winding wrist watch in appreciation 
of the fact that his office led all other 
branch offices in new production during 
the year 1931. 


Vice-President Martin Announces 
Plans 


There was a meeting of the “Old 
Guard” which was organized ten years 
ago and each member had then been 
continuously in the employ of the com- 
pany for ten years, so now each one of 
the ten original members have been with 
the company for twenty years. At this 
meeting the “Old Guard” decided to take 
into membership all other salesmen who 
had been with the company as full time 
representatives for not less than ten 
years, and who during each of those 
years had produced a certain minimum 
volume of new business. The original 
members of the “Old Guard” are: Ells- 
worth C. Burt, Annapolis, Md.; William 
S. Carmine, Cambridge, Md.; Arthur B 
Cheyney, Philadelphia; Harland W. 
Huston, Salisbury, Md.; James C. God- 
win, Easton, Md.; J. Graham Shannahan, 
Baltimore; Frank V. Simpers, Chester- 
town, Md.; Carl C. Twigg, Westminster, 
Md.; Dabney M. Wharton, Wilmington; 
Albert M. Walls, Salisburg, Md., togeth- 
er with Consulting Medical Director Pe- 
ter W. Tomlinson, and Secretary D. E 
Tones, who are honorary members. The 
new representatives taken into member- 
shin were: Theodore M. Beauchamp, 
Wilmington, Del.: F. Rawlins Camper, 
Harrisburg, Pa.; L. Reyney Dukes, Bal- 
timore; Oliver R. C. Gore, Cambridge, 
Md.; Walter M. Graham. York, Pa.; I. 
Henry Hazel, Dover, Del.; William H 
Tones, Media, Pa.; George O. Smith, 
Berlin, Md.: S. Eugene Sproul, Wilming- 
ton, Del.: Howard A. Todd, Federals- 
burg, Md.; John E. Williams, Carlisle, 
Pa., and Benjamin W. Woolford, Balti- 
more. 

Vice-President Martin announced that 
in commemoration of the company’s 
twenty-fifth anniversary, an ocean trip 
in September on the Cunard liner Ber- 
engaria would be given to those mem- 
bers of the field force who during the 
first eight months of the year had pro- 
duced a certain minimum volume of new 
business. 

William A. Conwav, manager of one 
of the branches in Philadelphia, spoke 
on “Organized Selling,” his talk having 
to do principally with methods of ap- 
proach and close. David M. Niver, man- 
ager of the branch office in Newark, 

T., talked on “The Comnany From the 
Standpoint of the Special Advantages 
it Has to Offer to the Field Man.” 


HULL MAKES RADIO TALK 

Roger B. Hull, managing director of 
the National Association of Life Under- 
writers. last week addressed the Jack- 
son, Miss., Association and wltile in the 
city also made a radio talk on life in- 
surance over WJDX, the Lamar L1 ife 
station. 





LARGEMAN BUSINESS GOOD 

M. Largeman, branch manager of the 
Diefendorf Agency of the Mutual Life 
in Brooklyn, reports that his staff had 
a good year in 1931 and predicts that 
production for 1932 will reach $3,000,000. 
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THE MANHATTAN LIFE INSURANCE COMPANY | *& 
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held 
654 Madison Avenue at 60th Street - tl 
aw | 
. New York City ing ¢ 
THomas E. Lovesoy, President Founded 1850 
EIGHTY-FIRST ANNUAL STATEMENT--JANUARY I, 1932 7 
ion 
ASSETS LIABILITIES m 
PO ccc civekccvesnonee ste enn ne setwads $ 2,066,877.00 NS i et UE Ei Mee cnt a eee a $18,687,472.00 cond 
Mortgage Loans ................eecesccecceccnscees 10,402,986.95 Amount set aside as required by law to guarantee Life 
First Mortgages on Real Estate. policy obligations. New 
ce arse «MLE ET TT LEE LEEEEE ELECT ETE ST ee 1,4; 9,445.06 Dividends apportioned to Policyholders.............. 138,102.79 000 « 
Loans and Liens on Policies......................... 5,558,603.84 PE De ce cece ee aata pee xe eaamw nega 131,635.89 wort 
Cash on Hand and in Banks......................... 513,918.81 Death, disability and matured endowment claims lanti 
Premiums Deferred and in course of collection........ 323,543.38 pending settlement, and reserve for unreported the 
Interest and Rents Due and Accrued and all other claims. 7 
° the 
ad 386,385.79 Other Polioyhetder Prmmidls. .... «02 ois ccccses cececcces 460,313.20 seat 
Proceeds of policies and dividends left with Com- most 
pany, present value of future payments on dis- re 
ability claims, and other funds held for policy- ey 
holders. oad; 
Premiums, Interest and Rents paid in advance........ 119,103.29 expe 
Federal and State Taxes payable in 1932.............. 48,000.00 ment 
. - “2 SRR RSpI SRS sm egerrrmosec ss 95,207.44 rer 
Mortality Fluctuation and other funds...... $200,000.00 life | 
. ife ' 
eee aaa 100,000.00 gard! 
Contingent Reserve ...................++. 751,926.22 1,051,926.22 and 
seas ars eae ie ag Sy H 
Total Admitted Assets ........................ $20,731,760.83 MED ss GbaDaicekvaewcdasdiniieubknaaeny eaten vente $20,731,760.83 , Gri 
-rov 
York 
Payments to policyholders plus the amount now held for their benefit is or a 
$135,186,280.24—this sum is $8,256,378.49. Dee 
in excess of total deposits made by policyholders. ap 
*The Company owns only $55,000.00 in Stocks. This Stock (500 shares West Penn Power Co. 6% ~ 
Cum. Preferrd) is valued as specified by the National Convention of Insurance Commissioners. -" 
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Explains Security’s 
Stand on Michigan 


STATEMENT BY M. J. DORSEY 


Says Company Will Avoid Expensive 
Litigation by Withdrawing from 
State 
The Security Life of Chicago has with- 
drawn from Michigan and has discon- 
tinued its action against Commissioner 
C. D. Livingston to enjoin him from re- 
voking its authorization. In a statement 
explaining the position of the company 
Machir J. Dorsey, president of the Se- 
curity Life, said that under the Michigan 
laws the license of a life insurance com- 

pany runs for one year only. 


“The year 1931 is now past,” said Mr. 
Dorsey, “and, under the order of the 
United States Court, the Security Life 
has continued its transaction of business 
in Michigan to the end of that year. 
The pending litigation with its present 
issues, can be determinative of nothing 
beyond 1931, and a further prosecution 
of it, after that year, could be of no 
benefit to anyone. The result of a fur- 
ther hearing of the case, even as satis- 
factory to the company as was that in 
July, could not obviate the necessity of 
a new application for a 1932 license. nor 
would it avoid new litigation should the 
commissioner assume a similar arbitrary 
attitude as to the new license. It is 
now a known fact that the commission- 
er’s attitude remains the same. 

“For 1932, the company therefore is 
immediately faced with the certainty of 
new, expensive litigation. Manifestly, 
two separate trials should not be nec- 
essary to establish its right to continue 
in Michigan through 1932. We are con- 
cerned with conditions of today—not as 
of December 31, 1930. Subsequent to 
that date, the favorable financial condi- 
tion of the Security Life was established 
by judicial finding. Since then, the op- 
erations of the Missouri State have been 
placed in the most stable, substantial 
hands and the commissioners have un- 
held the valuation of its stock as carried 
by the Inter-Southern. Should a second 
law suit be necessary to permit a show- 
ing of these acknowledged facts?” 





$30,000,000 A DAY 





Research Bureau’s Figures for Produc- 
tion in 1931; December Advance Reg- 
istered in East 
December sales of Ordinary Life were 
1% above the mark for the previous De- 
cember, according to the figures of the 
Life Insurance Sales Research Bureau. 
New insurance paid for during the year 
was only 13% below 1930. Over $30,000,- 
000 of new life insurance was sold every 
working day last year. The Middle At- 
lantic and East North Central states led 

the December advance. 

The Research Bureau commenting on 
the figures said: “The past months have 
proved life insurance to be one of the 
most firmly established of all American 
industries. The people of the United 
States are increasingly realizing its val- 
ue as a means of protection and saving 
and as an investment. The loss of money 
experienced through less stable invest- 
ments has turned many men to life in- 
surance as a means of rebuilding reduced 
estates. The value of money invested in 
life insurance continues to increase re- 
gardless of the fluctuations of business 
and the stock market.” 





HONOR GRAHAM C. WELLS 


Graham C. Well of Wells & Connell, 
Provident Mutual general agents in New 
York City, who recently retired as chair- 
man of the insurance advisory counsel 
of the Chase National Bank, was given 
a moving picture camera by his asso- 
ciates on the counsel in appreciation of 
his four years’ services. His successor 
as chairman of the counsel is Leon Gil- 
bert Simon, well known Equitable So- 
ciety producer and author. 


GEORGE RAMEE PLANS 





May Take Over An Agency or Else Be- 
come N. Y. City Personal Producer; 
Was Bankers National Officer 

George Ramee, who resigns as vice- 
president and superintendent of agen- 
cies of the Bankers National Life of 
Jersey City on January 30, has not yet 
determined his future plans but expects 
to take over an agency or go back into 
the field as a personal producer. Mr. 
Ramee has been with the Bankers Na- 
tional Life since January, 1928. 

Mr. Ramee has had a long and di- 
versified experience in the business. He 
started with the Mutual Life in 1908, 
remaining with the company tor sev- 
enteen years, excepting for two years in 
which he saw active service overseas in 
the World War. During his Mutual Life 
career he served both in the home office 
and in the field. In 1926 Mr. Ramee 
affiliated himself with the Berkshire Life 
helping to dev elop one of the company’s 
New York agencies, later becoming as- 
sistant to the manager of the Life De- 
partment of Marsh & McLennan, rep- 
resentatives of the Travelers in New 
York City. After serving here with suc- 
cess he accepted the position with the 
Bankers National Life and made rapid 
progress with that institution. 


Cc. G. ARNETT’S FATHER DEAD 


Cary G. Arnett, president of the Inter- 
Southern Life, Louisville, has returned 
from Sylvania, Ga., where he was called 
on account of the death of his father, 
the Rev. Hamilton J. Arnett, 84 years 
of age, in a hospital at Waycross, Ga. 
Three ‘other sons, two daughters and a 
brother survive him. Services were last 
Sunday at Sylvania. 








MADE AGENCY ASSISTANTS 


The Phoenix Mutual Life has appoint- 
ed Irving E. Partridge, Jr., and Herbert 
C. Skiff agency secretaries of the com- 
pany. Mr. Partridge has been an assist- 
ant in the agency department since join- 
ing the company in 1929. Mr. Skiff went 
with the company in 1923 and has been 
active in the sales promotion division 
of the agency department. 





D. W. DONLEY RESIGNS 

David W. Donley, who has been life 
manager for the Travelers in Philadel- 
phia for the past nine years, has re- 
signed. He started with the company in 
the Worcester, Mass., office and for two 
years he was manager at Peoria. Mr. 
Donley is vice-president of the Philadel- 
phia Association of Life Underwriters 
and chairman of its managers and gen- 
eral agents committee. 





Wanted 


CASHIER AND OFFICE MANA- 
GER for Life Insurance Office. Must 
be capable and experienced. Ad- 
dress Box A, The Eastern Under- 
writer, 110 Fulton Street, New York 
City. 








NEW RELIANCE DIRECTOR 
John G. Frazer, member of the Pitts- 
burgh law firm of Reed, Smith, Shaw & 
McClay, was elected a director of the 


Reliance Life at the annual meeting of 


stockholders. Son of Chief Justice Rob- 
ert S. Frazer of the Supreme Court of 
Pennsylvania he was graduated from 


Princeton in 1901 and after legal educa- 
tion in the University of Pittsburgh was 
admitted to the bar in 1904. He entered 
the offices of Reed, Smith, Shaw & Mc- 
Clay as a student in 1901. He is a mem- 
ber of Allegheny County, Pennsylvania 
State and American Bar associations; a 
director of the Farmers Deposit National 
Bank, Bessemer & Lake Erie Railroad 
Co., Union Railroad Co., Consolidated 
Ice Co., American Fruit Growers, Inc., 
Western Pennsylvania Hospital, Dix- 
mont Hospital, and a trustee of Shady- 
side Academy. 
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0 to 65. 


IN OUR 40th YEAR OF SERVICE 


With its growth of experience, financial resources, and expan- 
sion of field operations, the Missouri State Life Insurance Company 
stands today as one of the leading old line, legal reserve life com- 
panies of the country. 


In the thirty-nine years that have been written into its history, 
it has been able to reach increasingly farther and deeper into an 
understanding of the needs of the people in all circumstances of 
life and has been outstandingly successful in developing a service 
which is available to practically every manner of human necessity. 


Licensed in 41 states, the District of Columbia and the Terri- 
tory of Hawaii, the Company writes all standard forms. Age limits 
A policy to fit every need—Life, Accident & Health, 
Group and Salary Savings. 


issouri State Life 


Insurance Company 


Hillsman Taylor, President 
Home Office, St. Louis 


A GOOD COMPANY TO REPRESENT 


’ 1932 
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LIVEHINTS FOR BUSINESS 
GETTERS 
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EY See yee 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Effickency 


When J. E. Slaugh- 





Emphasizes ter, Jr., an Equitable 
Property Society agent of Lex- 
Value ington, Ky., is solicit- 


ing a young man for 
insurance or presenting a plan to a 
father for insuring a juvenile he stresses 
the property and investment values at 
maturity of the life insurance contract. 
He has found a statement somewhat as 
follows particularly effective in convey- 
ing this idea, and it has helped him to 
close many cases: 
Mr. Prospect, you are buying property 


for less than its guaranteed maturity 

value and you have....... years to pay 
for it. 

x * * 

The more we study 

More the sales resistance 

Explaining the agent meets the 

Necessary more we come back 


to the fundamental 
that it is the prospect’s unfamiliarity 
with life insurance which lies at the root 
of sales resistance, says the Home Life 
Echo. There is no resistance in an 
agent’s mind to life insurance; in fact 
the more familiar he becomes with in- 
surance the greater his enthusiasm for 
it. So that salesmanship is as much ex- 
plaining as urging, as much informing 
as persuading. 
* * 
An analysis of the 
Necessary speeches of 167 lead- 
for ing producers shows 
Success that upon one point 
respecting mental at- 
titude they all agree, says the Pittsburgh 
agency bulletin of the Provident Mutual. 
It is the only point upon which they all 
do agree except upon the necessity for 
continuous work. This primary attribute 
of the successful underwriter can be set 
forth in one word—Zeal. 

“Zeal,” says Webster, “is passionate ar- 
dor for a cause.” How do you get it? 

By being sufficiently sold on life in- 
surance to buy more than you ask any 
man of like income; by knowing your 
product and the needs it satisfies; by 
personal experience of life insurance in 
ection; by associating with happy, en- 
thusiastic men, and by proper working 
methods which earn satisfactory com- 
missions. 

You have an unlimited supply of the 
one product which best serves man’s 
financial needs. With courage and zeal 
go tell your story to all men. 

x * * 


S. T. Whatley, 


Things general agent for 
for the the Aetna Life in 
Scrap Heap Chicago and a for- 


mer president of the 
National Association of Life Underwrit- 
ers, at the end of the year wrote a lit- 
tle article on “Inventory Time” for the 
Life Aetna-izer. Since its message is 
about as timely now as it was the first 
of January, here are a few extracts: 
Inventory time—time to check up the 
past year’s record—time to take stock of 
our equipment and see how much we 
want to carry over. Keeping equipment 
up to date is recognized business pol- 
icy. To know what to keep and what 


to scrap and when to scrap is the test 
of modern efficiency. 

We might with profit take a leaf from 
industry. Scrap useless equipment, faulty 
ideas, inefficient, wasteful methods, all 
the barnacles that impede progress. 

Here are a few things for the scrap 
heap! 

Pessimism—destructive instead of pro- 
ductive. 

Fear of the future—unwarranted— 
prosperity always follows depression. 

Difficulty of doing business—imaginary 
—plenty of business—plenty of need for 
life insurance—plenty of places to sell 
it—add head work. 

Unsystematic methods—never did suc- 
ceed—easily corrected once you realize 
the value of system in working. 

But why go on? Every man must 
make his own inventory. It’s the prin- 
ciple that’s important. 





RESEARCH BUREAU PROGRAM 





Plans for 1932 Include New School for 
Managers at University of Oregon; 
Other Schools 
A comprehensive agency building 
school schedule for 1932 has been pre- 
pared by the Life Insurance Sales Re- 
search Bureau of Hartford. Much in- 
terest has been evidenced lately by ex- 
ecutives and managers in the far west- 
ern and coastal states. In this connec- 
tion, a two-week school will be given 
this year for the first time at the Uni- 
versity of Oregon at Eugene, June 6-17, 

inclusive. 

_ The Eastern School will for the third 
time be given at Babson Institute, Bab- 
son Park, Mass., the dates this year be- 
ing July 11-22, inclusive. The Southern 
School will be held at Signal Mountain 
Hotel, Chattanooga, Tenn., April 4-15, 
inclusive, while the Edgewater Beach 
Hotel in Chicago will be the scene of 
the Middle-Western School for mana- 
gers, which will be held August 22-Sep- 
tember 2, running concurrently with a 
special school for home office men. 





BANKERS LIFE SCHOOLS 

Three Regional Schools were held by 
the Bankers Life of Des Moines during 
January, and the total attendance was 
more than 1,000. The School roster at 
Cleveland numbered more than 450. 
There were nearly 500 at Omaha, and 
approximately 200 at Los Angeles. The 
number of women attending the Schools 
indicated that the wives of the Bankers 
Life salesmen are much interested in 
the success of their husbands. The num- 
ber of wives at the Cleveland and Omaha 
Schools was approximately 100 each, and 
there were more than fifty wives at- 
tending the Los Angeles School. 





E. H. Hix, general agent in Mississippi 
for the Mutual Benefit Life, has been 
elected a member of the board of gov- 
ernors of the Jackson, Miss., University 


Club. 











Pittsfield 





Eightieth Anniversary Year 
BERKSHIRE LIFE INSURANCE COMPANY is _ justly 
proud of its record for past year. 
The marked gain of insurance in force has resulted principally 
from the success and efforts of its loyal field force. 
New policy contracts—keeping pace with public demand. 
“Ask Any Berkshire Agent.” 

BERKSHIRE LIFE INSURANCE COMPANY 

Incorporated 1851 





1931 


Massachusetts 














Rhodes on Disability 


(Continued from Page 1) 


cations calling only for the waiver of 
premium benefit 1,968 or 22.6% were re- 
jected and of 3,211 applications calling 
for waiver of premium and monthly in- 
come benefit, 837 or 26.1% were rejected. 
During the period mentioned the com- 
pany has issued 18,300 policies of disa- 
bility insurance, 14,928 or 82% of which 
were for the waiver of premium benefit 
only and 3,372 or 18% were for waiver 
of premium and monthly income benefit. 


“Compared with the rate of rejection 
for applicants for policies of life insur- 
ance,” said Mr. Rhodes, “which at the 
present time is about 8% and in normal 
times is about 6%, it will be seen that 
the rate of rejection for disability insur- 
ance is materially higher than that for 
life insurance.” He added that at the 
present time owing to existing conditions 
the percentage of rejections is higher 
than it has been at any time and is run- 
ning as high as 50%. He said further 
that disability insurance has been issued 
by the company in connection with about 
8% of the volume of life insurance which 
is small compared with that found in 
most companies. 

Mr. Rhodes stated that the reserve for 
unreported claims is equal to 10% of the 
gross premiums received during the pre- 
vious twelve months. If the reserve for 
unreported claims were computed upon 
the basis of the company’s actual experi- 
ence it would be very much smaller than 
that shown. The general rule followed 
by health and accident companies in the 
United States is to set up a reserve for 
unreported claims equal to 714% of the 
current year’s premiums, 

Some figures from the disability bal- 
ance sheet were presented by Mr. 
Rhodes which showed that as of Sep- 
tember 30, 1931, the premiums received 
amounted to $278,212, disability claims 
had been paid amounting to $12,802, 
which after expenses and surrenders left 











INDEPENDENCE SQUARE 


THE HOME LIFE INSURANCE COMPANY OF AMERICA 
PROTECTS THE ENTIRE FAMILY 


Policies Are Issued from Birth to Sixty-Five Years Next 
Birthday 


A comparative statement of the Company’s progress during the last ten 
years shows a remarkable achievement. 
by 141.9%; the admitted assets have shown a gain of 492.2%. 
reserves for the protection of policyholders have expanded by 545.6%; and the 
insurance in force has increased by 152.6%. 

OVER ONE HUNDRED AND FOUR MILLIONS IN FORCE 


A Policy for Every Purse and Purpose 


a balance of $255,948. Deducting the re 
serves there was a disability surplus at 
that date of $103,390. 


Gives Disability Rules 


After discussing the experience of the 
Mutual Benefit and the general experi- 
ence of companies with disability insur- 
ance Mr. Rhodes said: 

“Observation and study of disability in- 
surance and the experience (small thougl 
it be) of the company whose special plan 
of disability insurance is herein set forth, 
lead me to the conclusion that disability 
is practicable and can be conducted 
without incurring a financial burden if 
the following rules be observed: 


“The policy contract must be framed 
throughout as a contract of indemnity. 

“The contingency insured against must 
be the occurrence of a pecuniary loss as 
the result of disease or accident. Mere 
incapacity to earn income through in- 
jury or disease is not sufficient. 

“The standards of selection must be 
those which apply to health and accident 
underwriting. 

“Claims should be allowed or disal- 
lowed in accordance with the terms of 
the contract and without regard to the 
effect which disallowance would have up- 
on the life business of the company. 
After a claim has been allowed there 
must be constant watchfulness to see 
that payments are not continued beyond 
the date of recovery. 

“A prompt presentation of claims 
should be required by the terms of the 
contract. 

“I have placed the matter of premium 
rates last because in a very real sense | 
regard them as the least troublesom« 
phase of the matter. I am convinced 
that any table of rates which a conserv- 
ative actuary is likely to adopt will suf 
fice if the other conditions to. which | 
have referred are observed.” 


The premium income has increased 
The policy 





PHILADELPHIA, PENNA. | 











GENERAL AGENT CONTRACTS 
Available For | 
GENERAL INSURANCE FIRMS | 
in | 

OHIO — MICHIGAN — INDIANA | 


Write for information 


Philadelphia Life Insurance Company 


111 North Broad Street, Philadelphia, Pa. 
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(From The National Underwriter) 


Home Life’s Sound 
Position Set Out 


E. I. Low, at General Agents Con- 
ference, Analyzes Investment 
Structure 








With men in the field interested as 
never before in the investment portfolios 
of their companies, one of the outstand- 
ing features at the general agents’ con- 
ference of the Home Life of New York 
in New York City this week was the 
analysis of the Home’s investment. situa- 


tion by E. I. Low, chairman of the 
board. 

The cash position of the Home is 
strong, according to Mr. Low, its bank 


balance for the last several months hav- 
ing heen two or three times normal, and 
on Dec. 31 amounting to more than 
$990,000. “We have maintained this bal- 
ance,” Mr. Low declared, “to insure 
against the necessity of selling any of 
our securities at the present market 
prices, which are far below their intrin- 
sic worth, or in the event of any unfore- 
seen contingency, such as a heavy in- 
crease in our policy loans.” 
Investment Income O. K, 

Of the Home’s $21,000,000 of bonds 
and $2,600,000 of preferred stock, pro- 
ducing an income of more than $1,150,- 
000 annually, Mr. Low said that during 
1931 coupons amounting to only $7,500 
on one block of bonds and dividends of 
only $1,500 on one issue of preferred 
stock were not paid. 

Of the Home’s $30,455,330 of mort- 
gages, producing income during the year 
of $1,670,683, only $9,303 or .55 percent 
was unpaid Dec. 31. 

Of the Home’s $2,016,105 of unguaran- 


teed mortgages, only two pieces of 
property have been taken under fore- 
closure—one covering a mortgage of 
$4,000 and the other for $12,000. At 


present, according to Mr. Low, there are 
only two foreclosures pending, one for 
$7,500 and one for $8,100. 

Guaranteed Mortgages 

Neither principal nor interest on the 
Home’s $28,439,225 of guaranteed mort- 
gages has been lost, Mr. Low said. The 
guaranteeing company, in every default, 
has taken over the mortgages, paying 
the principal and interest in full or, at 
the option of the Home, substituting 
other mortgages. This, he said, amply 
demonstrates the value of guaranteed 
mortgages and the strength of the mort- 
gage companies with 
does business. 

To summarize, Mr. Low said that of 
normal expected investment income for 
mortgages, bonds and preferred stock 
for 1931 of $2,830,000, only $18,303 or 
.64 percent was unpaid. 


(From The Eastern Underwriter) 
Expansion Features 
Home Life 1932 Plans 


PRESIDENT FULTON OPTIMISTIC 





Company Continues Disability Feature; 
New Policy Forms Give Broad 
Equipment 





The Home Life of New York is enter- 
ing the new year with plans for vigor- 
ous expansion and business development, 
new policy forms and selling methods, 
President James A. Fulton told the gen- 
eral agents at the conference held in 
New York this week. He said public 
appreciation of life insurance is at a high 
tide and the agents can make it a good 
year if they determine to do so. 

“From every angle, those of us asso- 
ciated with the Home Life can enter the 


which the Home. 





(From The Eastern Underwriter) 


Home Life General Agents Greet 
News of New Policies and Plans 


The general agents of the Home Life 
of New York are meeting at the new 
Waldorf-Astoria in their annual round 
table conference with the officers of the 
company. The meeting started yesterday 
and will continue throughout today. 

This conference launches the 1932 pro- 
gram of the company which is marked 
by a number of new features that were 
greeted with enthusiasm by the field rep- 


resentatives. The keynote of the meet- 
ing and of the agency force is “Organ- 
ized Effort,” and the Home Life’s new 


“Simplified Selling Plan” is an important 
part of the new program. 
Among the new features which were 


enthusiastically received in addition to 





| the “Simplified Selling Plan” 


was the new 
series of Retirement Income policies 
which are planned to meet conditions 
confronting the agent in the field today. 
A new guide to agency building for gen- 
eral agents and several other additions to 
agency and field equipment were also 
announced. 

The annual banquet of the general 
agents was held Thursday evening and 
was followed by dancing. The announce- 
ment of the winners of service medals 
was made at the dinner and the pgesen- 
tation of the President’s Cup to Harry 
Jacoby, New York, leading agency of the 
company, took place. This is the third 
consecutive year he has won this cup and 
it now becomes his property. 








A COMPANY OF 


carried on in the General Agency. q 


nation for any cause. 


result, our General Agents have: 
building. 


agency development. 


the old method. 


ETHELBERT IDE LOW, 
Chairman of the Board. 








The Essential Factors in the 
Home Life Agency Program 


FIRST: Sales activity shall, to the largest possible extent, be 


the General Agent can formulate and execute his own sales plans better 
than the Company. By eliminating elaborate Home Office activities, we 
are able to give more to the General Agent, such as: 


Full vested renewals with no penalties or deductions in case of termi- 


Liberal and flexible expense allowance which automatically and con- 
tinuously provides funds for new agency development. 


SECOND: Clerical and routine activities shall, to the larg- 
est possible extent, be carried on by the Company and not in the General 
Agency. Q This arises from our belief that the Company can perform 
these functions better and at less cost. 
ized collection agencies in New York, Chicago and Philadelphia, reliev- 
ing the General Agents of this onerous and expensive problem. @ Asa 


Time to devote themselves wholeheartedly to the job of agency 
Money, under our expense arrangement, to vigorously carry forward 


A contract to offer Soliciting Agents which, like the General Agent's 
contract, is free from penalties and restrictions. 

An opportunity to offer to those of their Soliciting Agents who are 
ambitious to become General Agents, a chance to establish their own 
agencies sooner and on more favorable terms than was possible under 


OPPORTUNITY 


This grows out of our belief that 


q@ A part of this plan is central- 


JAMES A. FULTON, 
President. 





HOME LIFE INSURANCE COMPANY 


¥V YORK C 





CITY HALL SQUARE 








new year with a feeling of assurance and 
optimism,” said President Fulton. “The 
company’s financial position is strong and 
stable. The wisdom of its conservative 
method of investment whereby safety 
has always been made the first consid- 
eration has been amply demonstrated in 
the trying period of the last year. 


New Policy Forms 

“New business, while somewhat less 
than the preceding year, has held up re- 
markably well under the circumstances 
and insurance in force shows a substan- 
tial increase. With the introduction of 
the new Life Income contracts, the 
Home Life presents a line of policies 
which, while simple in form, cover in an 
unusually adequate way, practically ev- 
ery life insurance need. The Preferred 
Whole Life Policy—the unique Educa- 
tional Income Contract—the Family In- 





come Policy, the Personal Income Pol- 


icy, and finally the new Annuity con- 
tracts, offer a wide range for the buyer 


of insurance. 

“We are continuing to grant total and 
permanent disability coverage on a lib- 
eral basis to that group of people which 


experience has shown are the best dis- 
ability risks. 

“Unlike our chairman of the board, I 
shall indulge in prophecy. It is this: 


1932 will be a good year for those who 
make it a good year. Public apprecia- 
tion of the value of life insurance is at 
high tide. Millions of people who have 
temporarily had to drop life insurance 
are ready to replace it as soon as their 
personal adjustments to the present 
situation have been completed. Faith in 
ourselves and in our business, and prop- 
erly directed effort, will bring results.” 

“The Home Life’s plans for 1932 con- 
template vigorous growth and _ expan- 
sion. 


(From The Insurance Field) 


HOME LIFES KEYNOTE 
IS ORGANIZED EFFORT 


Sounded at General Agents’ 
Convention in New York, 
When Plans Were Made for 
Record Year in 1932. 





New progress and expansion is in 
store for the Home Life of New York, 
to judge from the spirit displayed 
when the general agents of the com- 
pany opened their annual round 
table conference at the new Waldorf- 
Astoria in New York City January 7. 

The keynote, “Organized Effort,” 
was sounded by C. C. Fulton, Jr., su- 
perintendent of agencies, at the first 
session, followed by addresses by 
Ethelbert Ide Low, chairman of the 
board, and President James A. Ful- 
ton. Superintendent Fulton said the 
company’s program for 1932 is neither 
fantastic nor visionary, and _ con- 
tinued: 

The objectives for the company 
for the individual agencies have been 
set up only after a thorough study of 
conditions and we confidently expect 
the practical attainment of them. 


and 


Given Strong Support 

man has the satisfaction of 
that he building perma- 
himself for the future be- 
cause renewals, both to agents and 
general agents, are absolutely and un- 
conditionally vested after they have 
once made a start. Our expense ar- 
rangements, which like our contracts, 
are standard, provided not only for tak- 
ing care adequately of the normal ex- 
penses of an office, but automatically 
create funds to carry forward a vigor- 
ous program of building and develop- 
ment, 

The company makes no attempt to 
perform for the general agent those 
agency building functions which, in our 
judgment, he can perform far better 
than we can. No elaborate home office 
agency organization is maintained nor 
contemplated. The money that would 
go into such an organization being 
placed at the disposal of the general 
agents in the field who must actually 
do the job. 


Every 
knowing 
nently for 


is 


is 


Agency Growth Planned 

Our new simplified selling plans for 
agents and our guide to _ profitable 
agency building for general agents set 
forth in the simplest possible terms 
those fundamental processes which ex- 
perience has demonstrated will bring 
success in selling and in agency build- 
ing. 


(From The Weekly Underwriter) 
HOME LIFE MEN CONFER 
ON PROGRAM FOR 1932 





Accomplishments of 1931 Reviewed by” 
Chairman Low—Chief Officials Speak 
—Ellis Heads Association 





At an enthusiastic two-day conference of 
general agents of the Home Life of New 
York held at the Waldorf-Astoria, plans 
for 1932 production were discussed. 

It was announced that the 1933 meeting 
of the President’s Club would be held at 
Banff, Alberta. This year’s meeting of 
the club will be at Hollywood-By-The-Sea, 
Fla., January 20-24. 

Thirty-seven representatives of the com- 
pany have qualified for the trip. 
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C. F. Coffin Retires 
As State Life Head 


ROBERT E. SWEENEY PRESIDENT 


Retiring President Long Active Figure 
in Insurance; Will Continue 
as Counsel 





At the annual election of the board of 
directors of the State Life of Indian- 
apolis, Charles F. Coffin, one of the 
founders, retired as president. Mr. Cof- 
fin was long a prominent figure in in- 
surance affairs. 

Robert E. Sweeney, who entered the 
service of the company as an office boy 
while attending high school, was ele- 
vated from the first vice-presidency to 
fill the vacancy, a post once filled by 
his father, Andrew N. Sweeney, first 
president and one of the company’s 
founders. The father retired many years 
ago but still is a resident of Indianapolis. 

In his letter to the board, Mr. Coffin 
called attention to the fact that he has 
been an officer for thirty-seven years 
and desired to be relieved of his duties. 
He will continue as a member of the 
board and general counsel. At the an- 
nual meeting of the policyholders, pre- 
ceding the board meeting, Hugh McK. 
Landon, Albert Sahm and Charles F. 
Coffin, Jr., were re-elected directors. 

The new president was made vice- 
president in 1929 when Mr. Coffin be- 
came president. As such he was agency 
manager. He has been with the com- 
pany twenty-nine years and has served 
in many capacities. No action was taken 
by the board to fill the office left vacant. 

President Sweeney began work for 
the company during vacation periods 
while going to high school and upon his 
graduation accepted permanent employ- 
ment. He married the daughter of one 
of the city’s largest bankers and has two 
children. He is a director of two banks 
and a member of the Highland Golf and 
Country Club, the Indianapolis Athletic 
Club and the Academy of Music. 

The retiring president has been active 
in civic affairs. He is a former presi- 
dent of the Chamber of Commerce. He 
headed a movement for city manager 
government, which was defeated only 
when litigation was unfavorable in the 
state Supreme Court. 


PHILADELPHIA INS. LIBRARY 


The Insurance Society of Philadelphia 
has acquired more than 1,500 books dur- 
ing the last few weeks as a result of the 
campaign to start an insurance library. 
These volumes have been donated from 
the Philadelphia district only and it is 
expected that other books from outside 
will be received from those who have 
duplicates to dispose of. 








MRS. J. L. HUTCHINSON DIES 

Mrs. Jessie Leigh Hutchinson of Lex- 
ington, wife of E. L. Hutchinson, died in 
Lexington January 19. She was a niece 
of L. B. Leigh and sister of J. Gilbert 
Leigh and William W. Leigh, of the L. 
B. Leigh & Co., Arkansas general agen- 
cy of Little Rock. 





Metropolitan Figures 
(Continued from Page 5) 


dends will go to Industrial policyholders 
in the form of premium credits for pe- 
riods ranging from seven to twenty-six 
weeks, it was explained, there are in- 
cluded certain equalization dividends, also 
mortuary and maturity dividends cn 
death claims occurring or endowments 
maturing in 1932, of from 2% to 25% of 
the face of the policy. 

Mr. Ecker stated that the company had 
paid bonuses and dividends to its policy- 
holders, including the declarations for 
1932, a total amounting to $723,377,180; 
which were divided as follows: to In- 
dustrial policyholders, $357,234,528; to 
Ordinary policyholders, $357,021,900, and 
to Accident & Health policyholders, 
$9,120,752. 


Canadian Underwriters 
Elect New Officers 


P. H. DUBAR HON. PRESIDENT 





R. George McCuish New President, A 
J. R. Parkes First Vice-President; 
Other Officers 





At the annual meeting of The Life 
Underwriters Association of Canada 
held in Toronto last week, the following 
officers were elected for 1932: Hon. 
President, Paul H. Dubar, C.L.U., Im- 
perial Life, Quebec; president, R. 
George McCuish, C.L.U., Canada Life, 
Vancouver; first vice-president, A. J. R. 
Parkes, C.L.U., Sun Life, Montreal. 

Provincial . Vice - Presidents — British 
Columbia, J. Granger, C.L.U., Mutual Life 
of Canada, Vancouver; Alberta, C. E. 
Bissell, C.L.U., Canada Life, Calgary; 
Saskatchewan, W. L. Noyes, C.L.U., Im- 
perial Life, Saskatoon; Manitoba, B. H. 
Cole, C.L.U., Sun Life, Brandon; Ontario, 
F. C. Morrow, C.L.U., London Life, Lon- 
don; Quebec, J. A. Vidal, C.L.U., Crown 
Life, Sherbrooke; New Brunswick, R. 
C. MacDonald, C.L.U., Crown Life, 
Moncton; Nova Scotia, Rod MacDonald, 
C.L.U., Sun Life, Sydney; Prince Ed- 
ward Isl., J. A. McKenzie, C.L.U., Do- 
minion Life, Charlottetown, 

Chairman, Board of Directors, S. C. 
Vinen, C.L.U., Canada Life, Toronto; 
honorary secretary, F. C. Hoy, C.L.U., 
Canada Life, Toronto; honorary treas- 
urer, A. D. Anderson, C.L.U., Aetna Life, 
Toronto; registrar, Degree of C.L.U,, 
J. G. Taylor, C.L.U., Mutual Life of 
Canada, Toronto. 

Chairman, Active Board of the Insti- 
tute of Chartered Life Underwriters, H. 
W. Gundy, C.L.U., Sun Life, Toronto; 
chairman, Membership Committee, A. L. 
Wright, C.L.U., Sun Life, Toronto; 
chairman, Publicity Committee, H. C. 


Henderson, C.L.U., North American Life, 
Toronto. 

Additional Members of the Board of 
Directors—E. N. Jory, C.L.U., Great 
West Life, Toronto; G. A. German, 
C.L.U., Crown Life, Toronto; G. H. 
Dawson, C.L.U., Mutual Life of Canada, 
Hamilton; G. S. McConkey, C.L.U., Im- 
perial Life, Barrie; I. P. McNabb, 
C.L.U., Dominion Life, Peterboro; W. 
H. Colclough, C...U., Lendon Life, 
Stratford; R. McInnes, C.L.U., Domin- 
ion Life, Saskatoon. 





PROVIDENT GENERAL AGENTS 





Annual Convention to Be Held Week 
of February 29 in St. Petersburg, 
Florid 


The annual convention of the General 
Agents’ Association of the Provident 
Mutual will be held the week of Febru- 
ary 29 at the Vinoy Park Hotel, St. 
Petersburg, Fla. Clancy D. Connell of 
Wells & Connell, New York, is president 
of the association. 

The program for the conference will 
be divided into two parts, the first be- 
ing devoted to studying how veteran 
agents can increase their production and 
the second taking into consideration new 
agents. About sixty are expected to at- 
tend, including President M. A. Linton 
and other home office executives. 





E. C. HOY MAKES INNOVATION 


In order to ascertain how business is 
progressing in various fields of endeavor 
Ernest C. Hoy, manager in Newark fot 
the Sun Life, is having speakers from 
some particular industry or business field 
address his agency every Saturday morn- 
ing. The first speaker in this series of 
talks was W. H. Ottinger of the New 
Jersey Bell Telephone Co., who talked at 
last Saturday’s meeting. The Hoy Agen- 
cy force turned in thirty-one applica- 
tions for a total of $164,000 on Life In- 
surance Day. 





Increased 


successful sales. 


50 UNION SQUARE 





“Organized presentations” that get better 
results with shorter interviews enable the 
Fieldman to organize his time and effort 
for greater efficiency. 


Guardian Fieldmen have at their dis- 
posal field-tested presentations which build 
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Closer Touch With 
Policyholders Needed 


H. J. JOHNSON’S TALK IN CHICAGO 





Heretofore, Agents Have Not Been See- 
ing Their Clients Often Enough; 
Sees New Opportunities 





Because of the increase in policy loans 
new responsibilities and opportunities 
present themselves to insurance agents 
Holgar J. Johnson, Pittsburgh genera! 
agent of the Penn Mutual, told mem- 
bers of the life underwriters’ associa- 
tion of Chicago on Life Insurance Day 
Instead of bemoaning the fact that there 
are so many policy loans and thinking 
such loans should be eliminated, Mr. 
Johnson said that the present situation 
presents new opportunities for produc- 
tion development. 

Mr. Johnson analyzed the recent tre- 
mendous development of life insurance 
to show that from 60 to 70% of all life 
insurance now in force was written dur- 
ing the last ten years and that prior 
up to the present emergency, about the 
only contact the majority of policyhold- 
ers have had with life insurance has 
been the payment of premiums. He also 
declared that the agents in many in- 
stances have not come face to face with 
the working of life insurance, except to 
sell the protection and to collect the 
premiums. 

He then argued that because of the 
prompt manner in which the life insur- 
ance companies have met their premium 
loan demands thousands of policyhold- 
ers have seen the benefits of life insur- 
ance as never before, and that by this 
action they have had conclusive proof 
that the representations made to them 
by the life insurance salesmen were on 
the level. “Up to now these people have 
taken on faith what we have told them 
life insurance can do,” he said. 

Mr. Johnson also said that life insur- 
ance will see wider development because 
of the reduction in the income of the 
individual citizens, because this reduc- 
tion means less funds for investment, 
and that life insurance can provide fi- 
nancial security and sound investment 
that will fulfill the needs of the public 
at the smallest cash outlay possible. 





SEATTLE SALES CONGRESS 


The first of the sales congresses this 
year was held by the Seattle Life Un- 
derwriters Association last Friday. These 
congresses were formerly held in Decem- 
ber but it was decided to hold the con- 
gress this year during Thrift Week. 
Austin Thayer of the Prudential was 
general chairman working with the fol- 
lowing executive committee: Fred C. 
Becker, Mutual Life of New York; Wm. 
Laney, Phoenix Mutual; S. Berne Carl- 
ton, Phoenix Mutual; Lawrence Bates, 
Mutual Benefit; and ‘Carl Olson, presi- 
dent Seattle Life Underwriters Asso- 
ciation. The program this year was in 
charge of Hugh Bell, Equitable Life of 
Iowa; publicity, Joseph P. Mulder, Mu- 
tual Life; enrollment, Paul Green, ‘Aetna 
Life, and the Chamber of Commerce 
Luncheon, Arthur Challiss, Massachu- 
setts Mutual. 

The featured speaker was Douglas 
Kerr, president of the Vancouver (B. C.) 
Life Underwriters Association. Nathan 
Eckstein of Seattle was the luncheon 
speaker. 





FIVE FIDELITY LEADERS 


The five leading fieldmen of the Fidel- 
ity Mutual Life in first year cash pre- 
mium settlements for the year 1931 are: 
Earle H. Schaeffer, Harrisburg, Pa.; J. 
B. Campbell, St. Louis, Mo.; Maurice 
Strauss, Newark, N. J.; T. M. Green, 
Baltimore, Md.; ‘and E.’M. Horn, Har- 
risburg, Pa. Messrs. Schaeffer, Camp- 
bell and Green are “old timers” among 
Fidelity honor men, while Mr. Strauss 
and Mr. Horn are relatively newcomers 
to its field. 
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(From Brooklyn Times) 


HOME LIFE ASSETS — 
UP TO $79,149,252 


1931 Report Also Shows 
Gains in Insurance in Force 
and Premium Income. 








An increase of more than $3,500,- 
000 in assets, nearly $100,000 in un- 
assigned surplus, $200,000 in reserve 
for security fluctuations, nearly 
$500,000 in premium income and $4,- 
400,000 in insurance in force is 
shown in the 72d annual statement 
of the Home Life Insurance Com- 
pany, New York, made public to- 
day by Ethelbert Ide Low, chair- 
man of the board. 

The statement shows total ad- 
mitted assets of the company on 
December 31, 1981, of $79,149,252, 
compared with $75,573,884 in the 
previous annual statement. The 
classification of assets shows only 
$17,742 in real estate holdings ac- 
quired under foreclosure, compared 
with $13,558 a year ago, an increase 
of only $4,200 in the year. Cash in 
hand is $992,269, compared with 
$318,381 a year ago. 

Policy reserves and funds in- 
creased during the year from $67,- 
221,875 to $70,296,542, a gain of over 
$3,000,000. The reserve set aside 
for security fluctuations is $600,000, 
covering the difference between 
values of preferred and common 
stocks on the basis specified by the 
National Convention of Insurance 
Commissioners 4nd actual market 
values of Dec. 31, 1931. The funds 
set aside from earnings of 1931 for 
policy dividends to be paid during 
1932 are $2,460,000, a gain of $50,- 
000 over a year ago. The directors 
approved the continuance of the 
same dividend scale for 1932 as was 
used in the past year. 

Unassigned surplus is $3,164,574, 
a gain of nearly $100,000 over last 
year’s total of $3,077,093. 


Growth Rapid in Past Decade 


The company has very nearly 
doubled most of the items on the 
statement in the past ten years and 
more than trebled the unassigned 
surplus and dividends paid to pol- 
icyholders, as shown by the follow- 
ing comparison: 


1921. 1931 


Insurance in force $223,116,887 $404,490, ™ 
Premium income. 6,990,490 11,962,498 





Dividends paid to 

policyholders ........ 729,027 2,381,522 
A 43,222,328 79,149,252 
Unassigned surplus 980,991 3,164,574 


As shown by these figures, the 
growth of the company in the past 
ten years has nearly equalled that 
of its first 60 years of operation. 

The total insurance in force at. the 
end of the year, $404,490,591, is a 
gain of $4,400,000 over that in force 
at the end of the previous year, 
$400,086,306. Total 
come last year was $11,962,498, anf 
increase of nearly $500,000 over thd 
previous year. 


Investment Position Strong 


In commenting on the company’s 
annual statement, Chairman Low 
emphasized the strong position in 
the investment items, saying, “Of a 
normal expected investment income 
from mortgages, bonds and pre- 
ferred stocks for 1931 of $2,830,000, 
only $18,303 or sixty-four one-hun- 
dredths of one per cent., was unpaid. 

James A. Fulton, President, said, 
“From every angle, those of us as- 
sociated with the Home Life Insur- 
ance Company can enter the new 
year with a feeling of assurance 
and optimism. 1932 will be a good 
year for those who make it a good 
year. Public appreciation of the 
value of life insurance is at high 
tide. Millions of people who have 
temporarily had to curtail their life 
insurance are ready to replace it as 
soon as their personal adjustments 
to the present situation have been 
completed. The Home Life’s plans 
for 1932 contemplate vigorous 
growth and expansion.” 


(From National Underwriter) 


Home Life of New York 
The Home Life of New York is 
continuing in 1932 the scale of divi- 
dends used last year. 


premium in-§ 


(From New York Times) 


Reports Death Rate Decreased 


For the third successive year the 
death rate among the policy holders 
of the Home Life Insurance Com- 
pany of New York has decreased, 
according to the annual report of 
the actuarial department of the 
company. The ratio of actual mor- 
tality to the mortality expected in 
1931 was about 2 points less than in 
1930 and 6.5 points less than in 1929. 





ian New York Sun) 
Home Life Insurance 
Reports 1931 Business Gain 


The seventy-second annual state- 
ment of Home Life Insurance Com- 





(From Wall Street Journal) 


HOME LIFE INSURANCE 
ASSETS UP. TO $79,149,252 


December 31 Total Compares with 
$75,573,884 Year Previous—Cash 
More Than Tripled 


Statement of Home Life Insurance Co., New York, 
for year ended December 31, 1931, shows total ad- 


- mitted assets at close of the period of $79,149,252 


comparing with $75,573,884 a year previous. Cash 
on hand was $992,269 against $318,381. 

Policy reserves and funds increased during the 
year to $70,296,542 from $67,221,875, a gain of more 
than $3,000,000. The reserve set aside for security 








(From Boston Transcript) 


Modified Disability Benefit 


The Home Life of New York has 
announced that it will continue the 
writing of the disability benefit un- 
der a revised contract. The new 
contract is being issued at the same 
rates as the old, the principal 
changes being an increase in the 
waiting period from four to six 
months and a period of six months 
instead of twelve for the dating 
back of income payments in cases 
of delayed submission of a claim. 


(From Philadelphia Public Ledger) 


HOME LIFE INSURANCE 
ASSETS GAIN $3,500,000 


Public Ledger Bureau 
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Virtually No Defalcations 


“We hold $30,455,330 of mort- 
gages,” he continued. “Interest re- 
ceived during the year on these 
mortgages amounted to $1,670,683— 
$9,313 or 55-100ths of 1 per cent 
were unpaid on December $1.” 

Speaking of foreclosures on mort- 
gaged property, Mr. Low stated that 
the company had taken over only 
two pieces of property, one covering 
a mortgage of $4,000 and one for 
$12,000. In addition there are two 
foreclosures —— one for $7,500 
and one for $8, 

Out of the to. ats, 330 of mortgage 
loans, Mr. Low said that $28,439,225 
were guaranteed by strong com- 
panies. “In every case,” he declared, 
“where there had been a. default in 
either payment of interest or taxes, 
the guaranteeing company has in 
every case taken the mortgages 
over, paying us the principal and 
interest in full or, at our option, 





substituting the mortgages.” 





fluctuations was $600,000, covering the difference be- 
tween values of preferred and common stocks on the 
basis specified by the National Convention of Insur- 
ance Commissioners and actual market values of 
December 31, 1931, for policy dividends to be paid 
during 1932 are $2,460,000, a gain of $50,000 over a 
year ago. The directors approved continuance of the 
same dividend scale for 1932 as was used in the 
past year. 

Unassigned surplus is $3,164,574, an increase of 
nearly $100,000. The total insurance in force at end 
of year was $400,086,306, a gain of $4,400,000. Total 
premium income last year was $11,962,498, an in- 
crease of nearly $500,000 over the preceding year. 

In commenting on company’s annual statement, 
Ethelbert Ide Low, chairman of the board, empha- 
sized the strong position in the investment items, 
saying, “of a normal expected investment income 
from mortgages, bonds and preferred stocks for 1931 
of $2,830,000 only $18,303 or sixty-four one hun- 
dredths of one per cent was unpaid.” 





mon stocks on the basis specified by 
the National Convention of Insur- 
ance Commissioners and actual 
market values of December 31, 1931. 
The funds set aside from earnings 
of 1931 for policy dividends to be 
paid during 1932 are $2,460,000, a 
gain of $50,000 over a year ago. The 
directors approved the continuance 
of the same dividend scale for 1932 
as was used in the past year. 

Unassigned surplus is $3,164,574, a 
gain of nearly $100,000 over last 
year’s total of $3,077,093. 


(From Brooklyn Eagle) 


Home Life Insurance Gains 


An increase of more than $3,500,- 
000 in assets, nearly $100,000 in un- 
assigned surplus, $200,000 in reserve 
for security fluctuations, nearly 
$500,000 in premium income and 
$4,400,000 in insurance in force is 
shown in the 72d annual statement 
of the Home Life Insurance Com- 
pany, New York. 





(From New York Times) 


HOME LIFE REPORTS 
GAIN IN INSURANCE 


Total in Force Up $4,404,285 
in 1931 to $404,490,591 — 
Premiums Rise $500,000. 


The seventy-second annual report 
of the Home Life Insurance Com- 
pany of New York shows a gain of 
more than $3,500,000 in assets, an 
increase of nearly $100,000 in unas- 
signed surplus, an advance of $200,- 
000 in reserve for security fluctua- 
tions, a rise of nearly $500,000 in 
premium income and a gain of $4,- 
404,285 in insurance in force. 

The statement, issued by Ethel- 
bert Ide Low, chairman of the 
board, shows total admitted assets 
on Dec. 31, 1931, of $79,149,252, 
against $75,573,884 the year before. 
Policy reserves and funds increased 
to $70,296,542 from $67,221,875. The 
reserve set aside for security fluctu- 
ations is now $600,000, covering the 
difference between values of pre- 
ferred and common stocks on the 
basis specified by the National Con- 
vention of Insurance Commissions 
and actual market values of Dec. 
31, 193}. 

Unassigned surplus is $3,164,574, 
comparing with $3,077,093 the year 
before. Funds set aside from 1931 
earnings for policy dividends to be 
paid in 1932 are $2,460,000. The di- 
rectors approved the same dividend 
scale for 1932 as was used last year. 

Total insurance in force at the 
end of the year was $404,490,591, 
comparing with $400,086,306 the year 
before. Total premium income was 
$11,962,498. 

Mr. Low commented on the posi- 
tion in the investment items in his 


report, saying that “of a normal ex- 
pected investment income from 
mortgages, bonds and preferred 


stocks for 1931 of $2,800,000, only 
$18,303. or 64-100 of 1 per cent. was 
unpaid.” The classification of as- 
sets shows only $17,742 in real es- 
tate holdings acquired under fore- 
closure, compared with $13,558 a 
year ago. Cash in hand is $992,269, 
compared with $318,381 a Year ago. 


(From Chicago Journal of Com.) 


HOME LIFE OF N. Y. 
REPORTS 1931 GAINS 


Increases Apply to Assets, Re- 
serves, Income, Amount in 
Force Up to $4,400,000 


Increases of more than $3,500,000 
in assets, nearly $100,000 in unas- 
signed surplus, $200,000 in reserve 
for security fluctuations, nearly 
$500,000 in premium income and 
$4,400,000 in insurance in force is 
shown in the 1931 statement of the 
Home Life Jnsurance Company of 
New York. 

The statement shows total ad- 
mitted assets on December 31, of 
$79,149,252, compared with $75,573;- 
884 the year before. Policy reserves 
and funds increased during the year 
from $67,221,875 to $70,296,542, a 
gain of over $3,000,000. The reserve 
set aside for security fluctuations 
is $600,000, covering the difference 
between values of preferred and 
common stocks on the basis speci- 
fied by the National Convention of 
Insurance Commissioners and ac- 
pn market values of December 31, 
1931, 

Unassigned surplus is $3,164,574, a 
gain of nearly $100,000 over last 
year’s total of $3,077,093. 

The insurance in force totaling 
$404,490,591, is a gain of $4,400,000 
for the year. Total premium income 
last year was $11,962,498, an in- 
crease of nearly $500,000. 


(From Buffalo Courier-Express) 


HOME LIFE INSURANCE SHOWS 
$3,500,000 GAIN IN ASSETS 


New York, Jan. 18—An increase of more 
than $3, —— in assets, nearly $100,000 
surplus, $200,000 
in aon ly, “ter security fluctuations, nearly 
$500,000 in premium income and $4,400,- 
000 in insurance in force is shown in the 


72d ann 
New York, 





Insurance Compa 
public today by "Ethelbert Ide Low, chair- 
man of the board 

Ly statement shows total yg 
sets of the company on December 1981 
of $75, 149,252, compared with $78,673, 884 
in the previous annual tement. The 


ngs acquired under fore- 
closure, compared with 558 a year ago, 
an increase of only $4,200 in the year. 
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Agent Should ‘Adjust | 
Methods To Conditions 


HARRIS TELLS ‘HOW HE WORKS 





Continental American Manager at Read- 
ing Tells Meeting of His New 
Point of View 

In a talk before the recent meeting 
of the field force of the Continental 
American Life in Wilmington, John E. 
Harris, manager of the Reading branch 
office of the company, created a great 
deal of enthusiasm by describing how 
he has adjusted himself to the new con- 
tions. After twenty years of success- 
ful sales work he realized, he said, that 
1931 would be the test of his salesman- 
ship and his adaptability to the new con- 
ditions. He realized that a new mental 
attitude was the first step and that he 
would have to get away from thinking 
in terms of big cases and drop the time- 
wasting luxury habits that had been ac- 
quired in the boom years. 


Threw Out the False Values 


“My business philosophy had become 
so perfectly attuned to sales sensibilities 
of the big man that I found myself talk- 
ing over the head of the average head 
of a family,” said Mr. Harris. “Another 
snag! But, right then and there I turned 
the searchlight upon my own affairs. 
What an inventory of false values, loose 
management, inflated opinions! And 
such a house-cleaning! Result—over $2,- 
500 per year reduction in personal over- 
head expenses such as club dues, enter- 
tainment, golf and what not. In 1931 I 
played one game of golf. All of this 
was accomplished without jeopardizing 
my standing in the community one iota. 
At last I was on the right track! Just 
an ordinary human life underwriter try- 
ing to render a service to heads of fami- 
lies like myself. 

“After.a few doses of humility I could 





talk the great American language of the 
masses. Instead of thi nking in terms of 
stocks, bonds, stock purchase agree- 
ments, capitalization insurance, inheri- 


tance tax and other remunerative phrases 
in years like ’28 and ’29, I could enunci- 
ate with the old-time keenness of appre- 
ciation such words as ‘Daddy, Mother, 
home, mortgage, education, savings, ba- 
bies, wife.’ What a thrill those finer 
thoughts gave me. Right here let me 
lay particular stress on the fact that 
this so-called depression has been a god- 
send to the American people. It came 
in the form of a reprieve from a certain 
economic death and moral degeneracy 
and out of the catastrophe has stepped 
bigger and better heads of families, more 
considerate sons and daughters, more 
tolerant peoples of all races and creeds 
and once again for the first time in many 
years HOME is the greatest institution 
in America. Men who threw money to 
the four winds, now have to sit home 
with the wife and babies—and they like 
it. During 1931 more pianos for the 
home were sold than for many years. 
Why? The trend is in the direction of 
culture in the home and not the supper 
club. Just how does all this effect the 
sale of life insurance, you ask? Simple 
—isn’t it? When you mention ‘wife’ to 
the average man today his clearer vision 
of real values enables him to see her 
as his sweetheart of years ago, ‘baby’ 
means the little life he brought into the 
world, home means the sanctuary of all 
that is fine and good in life, mother and 
father mean the two greatest friends on 
earth, and so on down through the long 
trail of human emotions. 

“With this new, but very, very old 
philosophy as the background, I inaugu- 
rated my working program in January 
of 1931. The Family Income Policy was 
selected from our chest of tools for an 
entering wedge. And how beautifully it 
worked when dovetailed with the new 
philosophy of home, wife, babies. My 
first step was to study carefully every 
policyholder card in order to determine 
if possible just how a 12% income would 
fit into that particular picture. Having 


made it a hard and fast rule to keep 
in close touch with all that is happening 





in the business and domestic life of our 
policyholders, I had little difficulty in 
making a rough sketch of a large num- 
ber of domestic pictures requiring a few 
more touches here and there to round 
out a pleasing perspective. When ap- 
proaching the old policyholder, I said, 
‘Tom, I come to you with a new idea 
of life insurance. I want you to listen to 
it for just a minute, and even though you 
may not be in a position to take on any 
more at this time, it will leave a mighty 
sweet taste in your mouth.” That sim- 
ple little, unpretentious approach opened 
the hearts of many old policyholders in 
1931. 
Practical Philosophy 


“To the new prospect I said: ‘Mr. 
Smith, would you like to read (reading 
time three minutes) the most satisfying 
bit of practical philosophy of ail ages— 
the reading time is three minutes and if 
you don’t mind, I'll sit down while you 
read it.’ I would then hand him a Fam- 
ily Income folder all filled in with his 
age and the age of his youngest child, 
rates, etc. After he had finished read- 
ing it, I always asked, ‘Mr. Smith, did 
you catch that philosophical rhythm as 
I did when I read it?’ Invariably he 
replied, ‘It is a beautiful picture, isn’t it.’ 

“Your reaction may be ‘all prospects 
may not have an appreciation of sound 
philosophy.’ True, but there are so many 


teachers, doctors, lawyers and thousands 
of middle class people in your own ter- 
ritory who in a fashion have developed 
their own philosophy of life that the very 
word itself will make them curious. 

“Throughout the entire year of 1931 
I sold the Family Income with a most 
beneficial humility! I was not ashamed 
to recite some of my own experiences 
during the past two or three years and 
nine times out of ten the listener felt 
that we were on common ground. Re- 
sults—sales. I do not wish to convey 
the impression that all of my sales in 
1931 were confined to the Family In- 
come policy, because other forms of poli- 
cies were sold after using the Family In- 
come as an entering wedge. It is so 
apparent, however, that the Family In- 
come is the standard policy of the times 
and it should be shouted from the house- 
tops and not pushed back into the dark- 
est corner of the sales kit. 

Helping a Widow 

“My most pleasurable sale in ’31 was 
to a little widow fighting her way 
through life all alone with a son age 10 
to care for. She is a waitress in a local 
tea room. She had been serving me light 
luncheons for over three years and I 
had never taken the trouble to ‘tune in’ 
with her troubles. My new humility en- 
abled me to do that. She was worried— 
what would happen to her son if she 


met premature death before he was old 
enough to support himself—$3,000 of 
Family Income at an annual cost of about 
$75 gave her a new lease on life—$300 
per year income for her boy and $3,000 
cash when he needed it most. What a 
kick I got out of that sale. 

“Another case was a young man 21— 
the sole support of his mother—father 
only 48 dropped dead in August. Mother 
and son both distressed—the son heard 
the soft, soothing music of Family In- 
come and bought $5,000. He didn’t buy 
just a scrap of paper, he bought one of 
the greatest human documents ever con- 
ceived by man.’ 





CUNEO GROUP IS EXTENDED 

Cuneo Press, Inc., one of the largest 
printing establishments in the world, has 
extended its group insurance protection 
through the Equitable Society. At pres- 
ent, 2,350 employes are now covered for 
a total of $4,100,000, representing an in- 
crease of $2,400,000 made possible by the 
printing organization’s action in permit- 
ting employes to purchase larger amounts 
of insurance and in extending the group 
plan to cover 800 employes not previ- 
ously protected. Nearly 100% of the em- 
ployes of the concern who are eligible 
for the insurance subscribed for it. 











Organized 1850 


National Life Insurance Company 


Montpelier, Vermont 


Purely Mutual 





$414,657. 


1931 


1930—$932,831. 


Total Income ...... 








Reserves and all other known liabilities... . 
Computed on the most exacting basis required by any state. 
Including all dividends payable in 1932, amounting to $4,806,963 
on the same scale as in 1931. 


Leaving Surplus (amortized basis) of 


Considerations for Annuities 1931 


1930—$28,048,053. 


Insurance in Force, December 31, 1931... 
December 31, 1930—$616,888,319. 


F. A. HOWLAND, President 


ANNUAL STATEMENT—JANUARY 1, 1932 


Assets increased by $6,165,951 to 
Including U. S. Government and Bundled Bonds, $17,381,375; 
Public Utility Bonds, $12,475,516; First Mortgages, $63,001,345; 
Policy Loans, $31,153,160. 


At Insurance Commissioners’ market value of bonds the surplus 
was $753,745 larger, or $8,999,681. 


Gain in Surplus over 1931 
At Commissioners’ 


Paid to Policyholders during 1931....................... 
The largest sum in any one year by over $2,000,000. 


Loaned to Policyholders during 1931 
As compared with a 10-year average of $4,326,410. 

New Insurance paid for, 1931 
1930—$76,156,617. 


Premiums received for insurance, new and old: 
50... ... $19,570,893.03 


$19,914,026.51 


vee $144,508,326 


were re 136,262,390 


market values, both years, the gain was 


1)... $§613,584,415 


JOHN M. THOMAS, Vice-President 


8,245,936 


105,818 


18,411,894 


10,392,517 


54,663,139 


1,224,596 


29,534,309 
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Northwestern Mutual Report 


Shows $39,544,523 Asset Gain 


The total admitted assets of the North- 
western Mutual show an increase dur- 
ing the year 1931 of $39,544,523, and an 
aggregate at the close of the year of 
$977,265,829, according to the company’s 
annual report, submitted by President 
William D. Van Dyke and his associates 
at a meeting of the trustees at the home 
office in Milwaukee on Wednesday after- 
noon, 

Total life insurance in force in the 
Northwestern .at the close of the year 
1931 amounted to $4,096,140,160, under 
1,053,502 policies in force covering the 
lives of approximately 630,000 policyhold- 
ers, which volume of insurance in force, 
as compared with that at the close of 
the preceding year, shows a net increase 
of $40,665,973. 

The new paid-for insurance produced 
during the year covered 63,630 policies 
aggregating in amount $296,255,502, an 
average of $4,656 per policy, which pro- 
duction as compared with that in 1930 
was a decrease of 12.31%, but, never- 
theless, “is esteemed to be commend- 
able,” according to the report, “when 
compared with the 13.80% average de- 
crease in 1931 reported by all legal re- 
serve life insurance companies.” 

The total income during the year 1931 
amounted to $191,461,364, which in rela- 
tion to its disbursements during the year 
of $152,553,889 (including payments to its 
policvholders and to their beneficiaries 
of $124,820,003), showed an excess of in- 
come over disbursements of $38,907.475. 
The balance sheet at the close of 1931 
showed a surplus of $54,596,731 designat- 
ed as “Reserve for Contingencies,” be- 
ing the excess of its assets over its lia- 
bilities, which liabilities moreover include 
a sum sufficient to cover all the annual 
dividends payable to. policyholders 
throughout the entire year of 1932, 
amounting to $44,605,000. 

Farm Mortgage Situation Satisfactory 

The report says that the farm mort- 
gage investments of the Northwestern 
are in a “satisfactory condition, notwith- 
standing the pessimism with regard to 
the farm situation in general which has 
prevailed in some quarters, coupled with 
the erroneous impression that every farm 
foreclosure means a substantial, if not a 
total loss, whereas the property acquired 
by foreclosure is in fact only a change 
in the form of the investment.” 

“Our satisfaction with farm loan in- 
vestments is justified by the actual ex- 
perience of our company covering many 
years, and particularly such experience 
during the past year—a year of extreme 
agricultural depression—which  experi- 
ence in 1931 was as follows: Interest 
collected on our farm loans, during 1931, 
amounted to $10,366,939, and at the end 
of the year the amount of interest in 
default in excess of a period of ninety 
days was $745,584, being only 6.3% of 
the total interest collectible on farm 
loans. At the close of 1931, the farms 
acquired, on hand, and unsold (average 
per acre $36.59), amounted to 2.44% of 
our total farm mortgage investments in 
number, and 2.99% in amount. the same 
being only 69/100ths of 1% of the com- 
pany’s total admitted assets. Of the 
farm properties so owned 98% are under 
lease to desirable tenants. 

“The city mortgage investments aggre- 
gated $192,231,332 and they are in a most 
gratifying condition. During 1931 inter- 
est collected on city loans amounted 
to $9,418,301. The amount of interest 
in default at the end of the vear was 
$34,437, less than 36/100ths of 1% of the 


HAIGHT, DAVIS & HAIGHT, Inc. 


Consulting Actuaries 


FRANK J. HAIGHT, President 
INDIANAPOLIS 


Omaha Kansas City 


total of such interest collectible during 
the vear. The company has 552 city 
loans in force, with no city properties 
whatever on hand, and none acquired or 


The policy loan account during the 
year showed a large increase of $34,035,- 
487 in amount, and a total investment 
at the close of the year of $205,992,129, 
or 21% of the company’s admitted assets. 

The bond investments aggregate $300,- 
047,749, of which $31,651,795 represented 
by U. S. Government bonds and notes, 
is liquid in the highest degree. All the 
bond investments are valued on an amor- 
tized basis, being an annual adjustment 
of their cost when purchased to their 





Company’s Investments 


Investments 


Mortgage loans—farm loans................ 
ES reer re 
Policy loans (average loan $664)............ 
Premium notes and automatic loans........ 


—city 
Bonds and notes—U. S. A. government 


Bonds—railroad 


Preferred stock (acquired on reorganization) 
Real estate—home office........ 


—all 
Cash on hand and at banks....... 
Interest and rents due and accruec 
Premiums due and deferred 
Miscellaneous assets 


TOE DRMGIAE DORON. x o.oo os:000000006000% 


Bonds—state, county, and municipal in U. S. A........ceeee eens 
Bonds—Canadian government, provinicial, and municipal......... 


Bonds—public utility .......ccsccccccccccece 










as act araia oa nai ace ome 


% of 
Amount Total 

ctctheoghsebacadtvaues $216,505,642 22.154 
inwiewk areal pace enh wala 192,231,332 19.670 
ree 21.079 
errr rr Te TT eT 9,020,212 .923 
cin nia ioe Iai aerd a kaahiee 31,651,796 3.239 
39,768,675 4.069 

37,366,339 3.823 

ptieae pease enee anes 164,946,425 16.878 
ones 26,314,515 2.693 
,000 -005 

thie wks a enen DRA 5,437,825 -557 
eh ea aon eel mdb e wai 1,053,438 .108 
Sabi eas anne weamou 6,711,097 -687 
4,719,834 ‘483 

17,171,504 1.757 

Terre T ToT rT Tr re 18,295,948 1.872 
ee Ee 31,118 -003 
id Cathe aeeraneee $977,265,829 100.000 





sold during the year, and only one fore- 
closure on city property pending at the 
close of 1931.” 


par value at their respective maturities, 
excepting only such of the company’s 
bond holdings as do not have a fixed 


term and rate, or are not amply accrued 
or are in default as to principal or in- 
terest, and which excepted bonds at the 
close of the year 1931, in accordance with 
the value as determined by the Valua- 
tion Committee of the National Conven- 
tion of Insurance Commissioners, are 
valued at $2,973,074. 

Toward the close of the report, atten- 
tion is called to the fact that “notwith- 
standing the continued general business 
depression and its readjustment, the 
present and prospective strong financial 
position of the Northwestern has fully 
justified its action in 1931 in continuing 
for 1932 its liberal scale of annual divi 
dends originally adopted for 1929 and 
since then continuously in force.” 





WELCOME REYNOLDS POMEROY 

Reynolds Pomeroy, newly appointed 
general agent of the Provident Mutual 
in New York City, was officially wel- 
comed by the company’s other metro 
politan general agents at a luncheon 
given recently at the Waldorf-Astoria 
by Franklin C. Morss, manager of agen- 
cies, 





HONORING PRESIDENT WOLL 

Union Labor Life agents this month 
are conducting a special drive for busi 
ness in honor of President Matthew 
Woll. It is known as President Woll’s 
birthday month. 











HOME OFFICE BUILDING 





NEW YORK LIFE IS 
ON THE AIR 


HOUSANDS of congratulatory letters about our radio programs have 
been received. The purpose of these broadcasts is primarily to promote 
the conservation of insurance; and the Company hopes that life insurance, 
in general, as well as the New York Life will benefit. 


The agents of all companies are invited to tune in 
on our programs every Tuesday evening 
on any of the following stations: 


9:30 Eastern Time ...... New York ..... (WJZ) 
_@ ™ PCy ery I ak Sein (WBZ) 
“ * reat ee Springfield ...... (WBZA) 
“ " FS iatwsnes Baltimore ...... (WBAL) 
° - se ceer anus Richmond ....... (WRVA) 
. . Me. tek neceee Rochester (WHAM) 
a ° FT oso Cleveland ..... (WGAR) 
* = a TT Pittsburg (KDKA) 
a " . Detroit (WJR) 
" . el | Re ER Cincinnati (WLW) 
8:30 Central Time ........... Chicago (WENR) : 
” ” * he. Rewind St. Louis (KWK) 
. * OT Eee Kansas City .. (WREN) 
* as PY sabecckeokns Council Bluffs, Ia. . (KOIL) 


NEW YORK LIFE INSURANCE COMPANY 
51 Madison Avenue, New York, N. Y. 
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New Book ‘Tells How Old 
Financially One Should Be 


The unique advantages of life insur- 
ance both for protection and for invest- 
ment are brought out clearly in the new 
book, “Are You As Old Financially As in 
Years?” published by the American 
Provident Society, 51 Madison Avenue, 
New York City. It is written by Charles 
Mills de Forest, managing director of 
the Society, in collaboration with Dr. S. 
S. Huebner of the University of Penn- 
sylvania. The American Provident So- 
ciety is organized for education in per- 
sonal economics and not for private gain 

Perhaps the most interesting feature 
of the volume is the “financial age” ta- 
bles, published for the first time, which 
show scientific schedules of the varying 
amounts that one should save and hold 
as reserve each year of his life. Under- 
lying these schedules is extensive re- 
search conducted by Dr. Louis I. Dublin, 
third vice-president and statistician of 
the Metropolitan Life. Both Professor 
Huebner and Dr. Dublin are members of 
the National Council of the American 
Provident Society. 

In the chapter of “Choosing Invest- 
ments” is quoted Dr. Huebner’s reasons 
for classifying life insurance as an in- 
vestment of the finest character. He 
says: 

“A man either lives or dies. If he 
dies life insurance guarantees the estate; 
if he lives it also guarantees the estate 
through the most systematic thrift there 
is, and by protecting himself against his 
inherent weakness in the field of finance. 
It represents permanent savings, avail- 
ble at any time through loan or through 
surrender of the policy for its cash value. 
It is well designed as a continuous pro- 
gram extending over the whole working 
period of life and maturing at the age of 
retirement. 

“Life insurance provides financial re- 
serve, continuous earning, confidence and 
independence. As for safety it represents 


FINANCIAL 


the most ideal spread of risk which we 


have today, and the investment program 
is entirely free from all managerial care, 
including the selection of investments 
themselves. It is the one form of in- 
vestment in which the poor and rich may 
all enter on exactly the same basis. It 
has every one of the attributes of a good 
investment one hundred per cent.” 

In the table printed on this page are 
shown samples of the amounts to be 
saved and totals to be held as reserve 
each month and year cof life up to age 
65. The sums to be saved, which in the 
full tables in the book are given for each 
week and month, are here shown 
only at five year intervals after 20. The 
decrease in savings for each week at 25 
is on account of marriage assumed then 
and the necessity of furnishing a home. 
(In the statistical research for deter- 
mining the amounts to be saved, the ex- 
penses of a family in rearing three chil- 
dren were made the basis.) 

The saving set aside each week are to 
come from one’s own earnings, without 
including interest on the reserve previ- 
ously saved. Such is the magic of com- 
pound interest—although the rate here 
employed is 3% at the start and does 
not climb over 5% at any time—that the 
amount saved by the faithful minimum 
reservist from his own earnings to give 
him $21,000 at 65 is onlv $7,839; the 
amount saved by the Middling reservist 
for $35,000 at 65 is only $12.018. and by 
the Master reservist for $75,000 is only 
$26,160. This means that compound in- 
terest does about two-thirds of all the 
saving. 

In publishing this book the American 
Provident Society has sought to serve 
hoth the life insurance companies and 
the public. Life underwriters are in- 
vited to assist in the book’s distribution 
and also to become members of the So- 
cietv. The price of the book is fifty 
cents. 


AGE TABLE 


MINIMUM MIDDLING MASTER 
(Small Salary) (Fair Salary) (Good Salary) 
Weekly Total Weekly Total Weekly Total 

Age Savings Reserves Savings Reserves Savings Reserves 
18 $1.09 7 50.00 $1.84 . 100.00 $ 3.22 $ 200.00 
19 1.38 199.31 2.30 200.62 4.14 376.36 
20 1.67 185.57 2.76 328.34 5.06 607.85 
25 1.27 826.01 2.19 1,400.00 3.80 2,607.74 
30 2.3 1,460.41 3.80 2,482.07 6.15 4.525.83 
35 3.11 2,557.06 4.95 4,271.36 8.97 7 632.84 
40) 3.40 4,042.65 5.52 6,714.09 11.27 12,281.00 
$5 4.03 5,958.23 6.09 9,948.54 13.00 18,820.00 
50 4.32 8,580.13 6.67 14,184.00 14.49 27,715.00 
55 4.20 11,824.00 .4 19,672.00 15.53 39,582.00 
60 4.03 15,966.00 5.41 26,610.00 15.64 55.318.00 
64 2.88 19,941.00 3.74 33,202.00 16.04 70,825.00 
65 21,002.00 35,001.00 75,000.00 


(Minimum, for workers who probably will 
those who will reach $60 per week at their pea 
to $7,000 per year.) 


INDIANAPOLIS LIFE TO BUILD 

The Indianapolis Life will construct 
some time this year a three-story wing 
to the present home office, the . former 
residence of the late Charles Warren 
Fairbanks, vice-president of the United 
States. Frank P. Manly, president of 
the company, said the new wing will be 
built adjoining the west side of the pres- 
ent structure and will harmonize with 


the Italian Renaissance type of structure « 


of the main building. It will house new 
offices and file rooms. 


never be paid over $40 per week, Middling, for 
k, Master, for those capable of reaching $6,000 


Copyrighted by the American Provident Socicty. 








BLAKE AND DORR TO SPEAK 

The speakers for the next dinner of 
the Life Underwriters Association of 
New York City, to be held on February 
9, at the Hotel Astor, will be James M. 
Blake, manager of the Massachusetts 
Mutual Field Service Department, and 
Glenn B. Dorr, Equitable Society rep- 
resentative in New York City. Mr. 
Blake will discuss “An Active Agent’s 
Actions and Attributes,” and Mr. Dorr, 
“Sales Analysis.” 


The Lincoln National Life Insurance 
Company Fort Wayne, Indiana. 








Hamlin Agency Holds 
Annual Convention 

SESSIONS TO RUN TWO DAYS 

Oliver Thurman, Dr. W. A. Reiter, Caleb 


Smith, J. S. Drewry, G. F. Gaskell, 
Speakers; L. C. Roth Toastmaster 








The Clay W. Hamlin general agency 
of the Mutual Benefit in Buffalo held 
its annual convention recently at the 
Hotel Statler in Buffalo, the sessions 
running two days. An agency dinner 
and dance was included in the program 
with Louis C. Roth, production leader of 
the agency, acting as toastmaster. 

Oliver Thurman, vice-president and su- 
perintendent of agencies of the company, 
explained the new Retirement Income 
Bond at one of the business sessions. 
Dr. Walter A. Reiter, medical director, 
talked to the agents on the medical 
standpoint. The value of consistent pro- 
duction was discussed by Caleb Smith of 
the Massachusetts Mutual, Ann Arbor, 
who explained the cutting up of the 
quota into monthly weekly, and daily 
portions as an answer to the problem. 

J. S. Drewry, Cincinnati general agent 
of the Mutual Benefit, predicted a great 
expansion in life insurance, dating from 
the present time. Rev. Bernard C. Clau- 
sen of Syracuse, speaking at the dinner 
advised the agents to stop “crying out 
loud” and meet their problems with con- 
fidence. Glenn F. Gaskill of the Ham- 
lin agency asked the agents in his talk 
“Are you talking life insurance and not 
selling much, or are you talking life’s 
problems and how life insurance will 
solve them and selling a lot?” 


MONDAY MORNING TALKS 





Seven Stars in Production Will Give 
Practical Sales Suggestions to 
Keane-Patterson Agency 


A series of Monday morning. talks, 
seven in number, is scheduled by the 
Keane-Patterson agency of the Massa- 
chusetts Mutual Life, New York City, 
beginning February 1. Each of the 
speakers is well-known and a success in 
life insurance production. The sched- 
ule follows: 

February 1: 
tual Benefit. 

February 8: Lawrence Simon, Mas- 
sachusetts Mutual. 

February 15: C. Preston Dawson, 
New England Mutual. 

February 23: E. Vernon Carbonara, 
State Mutual. 

February 29: Alexander Cowen, for- 
mer general agent, Phoenix Mutual. 

March 7: Albert Hopkins, J. Elliott 
Hall agency, Penn Mutual. 

March 14: Harry Phillips, Jr., Ralph 
Engelsman agency, Penn Mutual. 

Meetings start at 9:30 o’clock. 


A. V. Youngman, Mu- 





MILLIONAIRE INSURED DIES 

Charles E. Virden, who died at his 
home in San Francisco last week at the 
age of 57, is reported to have been in- 
sured for $1,000,000 to assure the suc- 
cessful future of the packing company 
which bears his name. Mr. Virden was 
long associated with the development of 
northern and central California and held 
many influential positions. 


SEARLES ENTERTAINS AGENTS 

Thomas M. Searles, general agent in 
Newark for the Aetna Life, gave a din- 
ner and theatre party on Tuesday eve- 
ning to fourteen members of his agency 
for consecutive weekly production during 
the year 1931. 
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Distinct Progress 
In Difficult Times 


W. H. SARGEANT REVIEWS YEAR 
Massachusetts Mutual Has More Than 
Two and a Quarter Billions of Insur- 
ance in Force; Earned 5.59% Gross 
Interest Rate 





The Massachusetts Mutual Life has 
had eight decades of life and progress. 
In his annual report President William 
H. Sargeant tells policyholders that the 
security underlying the policy has never 
before been better illustrated than the 
way insurance is meeting the current 
economic situation. His statement to 
policyholders follows: 

President Hoover, in calling attention 
to the important part that life insurance 
has played in maintaining the stability of 
our entire social order, writes as fol- 
lows: 


During the period of economic dislocation 
through which we are passing, life insurance 
has been a major factor in maintaining sta- 
bility and will contribute to recovery. The 
mighty reservoir of capital and security which 
insurance represents is an asset to the in- 
dividual, the family and the country. 

In these remarks President Hoover has 
very effectively summarized the _ eco- 
nomic soundness of life insurance and its 





High Spots 

The high spots in the annual re- 
port of the Massachusetts Mutual 
Life follow: 

New insurance delivered, $228,816,- 
219. 

(73% required to replace insurance 
terminated; 27% added to insurance 
in force.) 

Insurance in force, $2,158,552,605. 

Death claims paid, $16,796,392. 

Actual mortality, 564%4% of the ex- 
pected. 

Dividends to policyholders, $15,797,- 
004 


Total payments to policyholders and 
beneficiaries, $50,162,229. 

All expenses for the year, 13.5% of 
premiums, interest and rents. 

Average rate of interest on $17,- 
473,927, the year’s investment in mort- 
gage loans, 5.59%; on total mort- 
gage loan investments, 5.58%. 

Average annual yield on $18,418,490 
invested in bonds during the year, 
4.89%. 

Average annual yield on total in- 
vested assets, 5.59% gross; 5.06% net. 

Increase in assets, $34,133,528. 

Increase in insurance in force, $61,- 
821,890. 

Increase in payments to policyhold- 
ers, $6,400,258. 











value to the community. During the 
year 1931 more people than ever before 
were brought to realize the value of life 
insurance to the individual. No less than 
two billion six hundred million dollars 
were paid to policyholders and_ their 
beneficiaries in 1931, of which our own 
company contributed its proportionate 
share. It is very significant that this 
amount is in itself more than twenty- 
five times that which was called for by 
the President’s Committee on Unemploy- 
ment Relief. 


Payments to the Public 

In your company the payments made 
to policyholders and their beneficiaries 
amounted to over fifty million dollars— 
an increase of about six and one-half 
million dollars over the year 1930. 

During the year just past the public 
has of necessity had to be unusuallv 
careful in the investment of its capital, 
and there has been a distinct tendency 
to buy only those things deemed to be 
the more essential. !t is, therefore, all 
the more satisfactory to be able to re- 
port that the volume of new business 
obtained and paid-for exceeded two hun- 
dred twenty-eight million dollars. 

In addition to this the sum of two 
million three hundred thirty-seven thou- 
sand dollars was paid to your company 





WILLIAM H. SARGEANT 


for the purchase of various forms of life 
and old age income annuities. 

At the close of the year the member- 
ship of your company was represented 
by 517,393 policies providing insurance 
to the extent of $2,158,552,605. This rep- 
resents an increase in excess of sixty- 
one million dollars over the year 1930. 
We also have on our books 1,287 annui- 
tants who are receiving annual payments 
amounting in the aggregate to $670,000 
as well as 2,358 contracts providing for 
aggregate monthly incomes in excess of 
$115,000. The payments under these lat- 
ter annuities commence at various fu- 
ture dates. 


Matching Up to the Emergency 


We may thus feel that even in these 
difficult times very distinct progress was 
made during the year. 

The security underlying the life in- 
surance policy has never been better il- 
lustrated than by the fact that, although 
it was desirable and necessary to write 
down the values of certain of our in- 
vestments—-an experience common to al- 
most every type of financial institution 
as well as to many individuals—we still 
are able to show at the close of the 
year a very substantial surplus. 

We believe, too, that a considerable 
proportion of the amount that has been 
written off our securities will be recov- 
ered by the comnany in more normal 
times, as imnroved conditions will bring 
back a goodly portion of the amount 


which we have charged off during the 
current year. 
Lower Mortality 

Judged by the test of earning power, 
our securities stand up well. The gross 
rate of interest earned during the year, 
5.59%, was only slightly less than the 
rates earned during the years 1929 and 
1930. Unusual investment expenses and 
taxes occasioned by the conditions ex- 
isting in these present times reduced the 
net rate of interest to 5.06%—a very 
satisfactory rate indeed, taking all things 
into account. 

The mortality experience for the year 
1931 was somewhat better than during 
the year 1930. In both of these years 
our experience has been higher than 
what we can reasonably believe to be 
our normal experience. The excess mor- 
tality has arisen largely from such caus- 
es as suicides and casualties—the almost 
invariable accompaniment of bad times. 
This experience is one that is being 
shared in by life insurance companies 
as a whole. 

It is the object of your directors to 
conduct the company’s business at as 
little expense as is compatible with ef- 
ficiency of operation. The proportion of 
the company’s income absorbed by ex- 
penses was at a lower rate during the 
past year than has been possible for 
some years previous and this is especial- 
ly satisfactory during a period when 
sales difficulties are accentuated. 

As I stated to you last year, the suc- 
cess of any life insurance company is 
not determined by the result of any sin- 
gle year and we believe that the con- 
ditions we had to meet in the year 1931 
represent at least as difficult conditions 
as are likely to be faced by life insur- 
ance companies for many years to come. 

Your institution has now behind it a 
record of eighty successful years, and 
in that time we have shared in the pe- 
riods of prosperity as well as having had 
to meet the difficulties of depression. We 
know that the business of life insurance 
is essentially sound, and we can, there- 
fore, look forward all the more confi- 
dently to the return of better times, in 
which we shall once again share in the 
benefits of prosperity to the advantage 
not only of our policyholders but of the 
nation as a whole. 


INSURANCE BARS PENSIONS 

The Massachusetts legislative commit- 
tee on pensions is being urged to amend 
the old age assistance law so that in- 
surance policies held by applicants shall 
not be a bar to their receiving finan- 
cial aid. It has been suggested that poli- 
cies up to $1,000 be allowed. Governor 
Ely was quoted in a letter read at the 
hearing as being in favor of such a pro- 
posal. 














life insurance. 


* 
In Any Emergency 


In a normal business lifetime every man meets at least 
three periods of emergency, variously described as 
economic convulsions, business depressions, or panics. 
Whatever the cause, these emergency periods appar- 
ently occur once in about eight years, causing the pre- 
mature economic death of many persons. Depressions 
come with the appalling certainty of the one great 
emergency which prudent men have long met through 
Sound business demands that emer- 
gencies be met through a fund that is at once safe, 
immediately available, and low in cost. Meeting emer- 
gencies is but one of the functions which Mutual Benefit 
policy contracts daily perform. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 





..modern life insurance since 1845.. 

















Chicago 


A Good Place to Live 
A Good Place to Work 


Chicago inspires an 
intense loyalty among 
her people. The 
Illinois Life is but 
one of many organi- 
zations proud to be 


a Chicago booster. 


ILLINOIS LIFE 
INSURANCE CO. 
+ CHICAGO + 
Illinois Life Building 
1212 Lake Shore Drive 


Raymond W. Stevens, President 
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Earl C. Heap Appointed Production 
Manager of Connecticut Mutual Unit; 
Five Years in Business 

Earl C. Heap, formerly manager of 
the Newark office of the Phoenix Mu- 
tual Life, has been appointed production 
manager of the downtown office of the 
John M. Fraser Agency of the Connecti- 
cut Mutual in New York City. He suc- 
ceeds Charles J. Zimmerman, who re- 
cently was appointed general agent in 
Newark for the company. 

A graduate of the College of Business 
Administration at Boston University, 
Mr. Heap entered life insurance five 
vears ago with the Phoenix Mutual. He 
first engaged in personal production 
work and later became a field super- 
visor, traveling throughout the country 
for the company. In September he was 
appointed manager. Prior to his insur- 
ance career Mr. Heap was a superintend- 
ent and designer for the Tilton Mills of 
the American Woolen Co. at Tilton, 
N. H 





NEW HOME LIFE AGENCY’ 





Louisville Corporation Formed With 
F. M. Garrett President; Called 
Underwriter’s Service Corp. 

The Underwriter’s Service Corp., a 
new agency, has been formed in Louis- 
ville to become general agent for the 
Home Life of New York. F. M. Gar- 
rett is president of the new organiza- 

tion. 

Mr. Garrett has been recently in the 
casualty field, but he started as a life 
insurance man. After leaving the army 
in 1919 he joined the Aetna Life at 
Grand Rapids, Mich. He remained with 
that company in a number of capacities 
until 1925 when he went with the Stand- 
ard Accident as southeastern manager 
with headquarters at Atlanta. In 1930 
he resigned to go with the Consolidated 
Indemnity in Louisville. 
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RESTORE BANK CONFIDENCE 
The Reconstruction Finance Corpora- 
is welcomed by the insurance fra- 
ternity, especially that division which 
writes bonds. Insurance and surety men 
believe that the Corporation will restore 
mnfidence in the banks; that runs will 


} 


cut down; that billions of dollars in 


hiding will be restored to circulation. 
Furthermore, they feel that there can 
be no real prosperity until banks stop 
While a lot of banks have closed 


their doors it must not be forgotten that 


failing 


there are 21,000 banks in the country 
which are still doing business. The Re- 
construction Finance Corporation will be 
decidedly helpful. An interesting review 
if the situation written for this paper 
by one of the leading bonding and sure- 
ty authorities in the country—Edward C 
Lunt—will be found elsewhere in this 


issue of The Eastern Underwriter. 


THE BIG CUNARDER 

Rumors that work may be resumed on 
the new Cunard liner which was being 
built on the Clyde was of interest to 
marine insurance men this week. This 
paper has been asked what effect the 
abandonment of the work had on the 
insurance of the vessel under construc- 
tion. D. King-Page of Liverpool says 
the building risk continues in full force 
during the suspension of work, unless 
some special arrangement has been made, 
and it is not known whether there has 
been any such arrangement. The Insti- 
tute Builders’ Risk Clauses cover dam- 
age to the 
breaking of props and the sinking of 


vessel resulting from the 


ways during construction. 

Marine underwriters say that the risk 
at the present time is one needing close 
cuarding because the fire hazard is there 
just as it has been since construction 
got well under way. 

LIFE INSURANCE DAY 

More interest was taken than ever this 
year in Life Insurance Day. Newspapers 
treated it more generously than in pre- 
ceding years, and a large amount was 
sold as a result of enthusiasm at meet- 
ints of underwriters’ associations, wider 
appreciation of the need of insurance and 
greater confidence in insurance. The 
day is here to stay. Each year the com- 
mittee in charge of the day profits by 
the experience and success of its prede- 
Albert G 
this year’s committee, did a particularly 
fine piece of work in calling the atten- 
tion of insurance people and the general 
public to Life Insurance Day. All me- 
diums of contact were used effectively 


cessors 3orden, chairman of 


including the radio. Starting with the 
Metropolitan Life program in the morn- 
ing there were frequent references to 
the event all through the day. In addi- 
tion to the set talks over the radio by 
insurance men and by Merle Thorpe, 
editor of Nation’s Business, Lowell 
Thomas talked some time on the topic. 
It is generally conceded that the public 
now listens to insurance radio features. 





PASSING OF A BIG AUTOMOBILE 
CLUB 

The decision of a large automobile club 
in New York City to shut up shop be- 
cause the membership fell off so much 
in this depression period that the club 
could not keep from going deeply into 
the financial hole is of decided interest 
to automobile insurance men. They won- 
der what is going to happen to other 
«automobile clubs in the country, espe- 
cially those which have gone in so en- 
thusiastically for competing with stock 
companies in automobile insurance ac- 
tivities. 

The New York Club was the pioneer. 
When it was organized automobiling was 
a fad of the rich. Its initial member- 
ship included many of the wealthiest 
people in the city, especially those hav- 
ing country homes on Long Island. At 
that time ownership of an automobile 
was something akin to the present own- 
ership of aeroplanes by private individu- 
als, men inclined to be sporty, daring 
and able to afford the luxury. Later, 
when the club sought large membership, 
various types of service for automobile 
owners and drivers and other features 
were added to make the club more at- 
tractive. 





W. P. Robertson of Chicago, expert in 
public relations work, has been appoint- 
ed assistant to the president of the In- 
surance Company of North America 
group. He will continue in the West- 
ern department with his other titles but 
will place more emphasis upon public re- 
lations work. 

* * * 

Col. Joseph Button, president of the 
Union Life of Richmond and former Vir- 
ginia commissioner, has been elected a 
member of the board of trustees of Acca 
Temple Shrine, Richmond. E. Lee Trin- 
kle, first vice-president of the Shenan- 
doah Life and former governor of Vir- 
ginia, has been elected an honorary 
member of that Shrine. 

* 

Charles G. Taylor, third vice-president 
of the Metropolitan Life, addressed the 
Indianapolis Rotary Club on Insurance 
Day. He was introduced by Frank P. 
Manly, president of the Indianapolis 
Life. The presidents of most of the In- 
diana life companies were at the speak- 
ers’ table. 
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John M. Powell, President, Loyal Protec tive, Welcomes E. B. Fuller 


E. B. Fuller of Denver, who has been elected vice-president of the Loyal Pro- 
tective Insurance Co. of Boston, owns his own airplane and has been using it a lot 
in covering Western territory. He will have charge of the agency department of 


the company. For a number of years Mr. 


Fuller has been connected with the Loyal 


Protective and the Ridgely Protective Association, the latter having been con- 
solidated with the Loyal Protective on December 30, 1930. 


Col. D. Gordon Hunter, agency vice- 
president of the Phoenix Mutual Life, 
will be the guest of honor at the annual 
dinner March 3 of the Hunter Guard, 
Second Battalion Headquarters Company 
of the 169th Infantry in Hartford. The 
guard was named for Col. Hunter short- 
ly after he retired as commander of the 
169th Regiment in 1929. After the din- 
ner Col. Hunter will-present the Hunter 
medal for military progress during the 
past year to one of the enlisted men. 

. 2 * 

George S. Van Schaick, superintendent 
of insurance, New York State, was the 
principal speaker at the annual dinner 
of the St. Lawrence University Society 
Saturday night. He is a graduate of 
that college. He also was a guest at 
the dinner of the speakers’ bureau, Tam- 
many Hall, last week. 

<< & 

John A. Forrestel, vice-president of 
the Baltimore American of the Home 
group, was last week elected a director 
of the company. 

of +” * 

Perez F. Huff, accompanied by Mrs. 
Huff, left Saturday for Florida and 
Havana, Cuba, where he will remain 
until February 9, leaving on the SS. 
“Virginia” for Los Angeles via the Pan- 
ama Canal and before returning in May 
will visit Honolulu. 

* x 


Stuart Beaver Rote, Equitable Society 
representative in New York, was the 
toastmaster the other night at the Penn- 
sylvania Society of New Jersey seventh 
annual meeting. Mr. Rote was re-elect- 
ed president of the Society last Decem- 
ber. The affair, always a delightful one, 
was held at the New Jersey Elks’ Club 
in Newark. 

* * * 

Henry F. Badger, secretary of the 
soard of Fire Underwriters of the Pa- 
cific, was a New York and Hartford 
visitor this week. 

4 * 

Clinton G. Halsey, who retired Decem- 
ber 31, as assistant secretary of the Mu- 
tual Benefit Life, having been in the 
company’s service for forty-eight years, 
has sailed for a trip around the world. 


























RAYMOND C. ELLIS 


Raymond C. Ellis, Home Life general 
agent in New York, who was recently 
elected president of the company’s agen- 
cy association, started in the home office 
in 1915 when nineteen years old after 
leaving high school. Before long he went 
to Brooklyn as the first agent of John 
H. Scott, then a beginner himself in the 
lifey insurance business. His first sal 
was made in J. P. Morgan’s Wall Strect 
office and netted him more than a 
month’s salary in the home office. It 
was intensive canvassing work which 
fascinated him so much that his pro- 
duction ran up one year as high as $350,- 
000. The Home Life called him to the 
main office in 1927 to assist the late 
Vice-President Murray. After two years 
in this post he was made a general agent 
on March 15, 1929. Nearly two years 
old, the Ellis agency, with five full time 
producers and eight on a part time ba 
sis, is paying for about $1,350,000 annu- 
ally. 

a, 

George Willard Smith, president of the 
New England Mutual, and Mrs. Smith 
are paying a short visit to Bermuda. 
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Sir Edward Mountain Presides at Oil 
Negotiations 

Sir Edward Mountain, managing di- 
rector of the Eagle Star & British Do- 
minions, headed the group of representa- 
tives of the British Air Development Co., 
which recently went to Cannes to dis- 
cuss gasoline concessions on the right 
bank of the Tigris. Germany, France 
and Italy were also represented. Apart 
from heading the British group, which 
consisted of Admiral of the Fleet Lord 
Wemyss and Sir Edward Manville, be- 
sides himself, Sir Edward presided over 
all sessions of the conference. 

e « * 


A Clever British Group Insurance 
Authority Who Is an American 
Newspaper Man 

There is no newspaper man in Eng- 
land who is showing more ability in the 
writing of stories relative to group in- 
surance, old age pensions and other af- 
filiated topics than Frank Plachy, Jr., 
who is on the staff of one of the Eng- 
lish financial papers. Mr. Plachy’s arti- 
cles have been printed in the aggregate 
in more than five hundred British peri- 
odicals, including Manchester Guardian, 
London Times, “London Telegraph and 
other papers of high rank. One of the 
best of his recent articles, “Group Bene- 
fit Schemes for Employ es—Increasing 
Popularity of Life Office Administration” 
was published in the Review of London. 

While in London last summer I met 
Mr. Plachy in the offices of the Metro- 
politan Life about whose coverages he 
has kept thousands of readers informed. 
He is a former American newspaper 
man, but prefers the other side, largely 
because he can take a run over to the 
Riviera occasionally, without consuming 
too much time in doing so. He escorted 
me through the East End of London to 
labor exchanges so that I could see how 
unemployment insurance was admin- 
istered there. 

+ = 


Bondholders Retain Evan Gray in 
$40,000,000 Case 


In Canada Evan Gray, who was super- 
intendent of insurance for Ontario, is 
making quite a name for himself at the 
Bar. 

With Mrs. Gray he spent the past 
summer in Europe with Senator and 
Mrs. Felix Hebert, Hovey and Mrs. Free- 
man of Providence, Commissioner and 
Mrs. R. Leighton Foster of Toronto, and 
others interested in the hearing of the 
appeal before the Privy Council in Lon- 
don in the Quebec Insurance Reference. 
He represented the Massey-Harris Co. 
and other Canadian policyholders of the 
New England Mutual Fire Insurance 
Companies who intervened in the case. 
There are some who say that his argu- 
ment before the law lords was largely 
responsible for the sweeping victory of 
the provinces whose contentions he was 
supporting. 

It will be recalled that Evan Gray re- 
siened the Ontario Commissionership in 
1924 to become the “Jim Beha” for the 
casualty companies in Canada. A couple 














of years ago he went back to his first 


love, the private practice of law, with 
J. C. McRuer, K.C., another coming 
Canadian barrister, as partner. Almost 
immediately he was retained by the as- 
sociated companies to represent them be- 
fore the Royal Commission appointed by 
the Ontario government to investigate 
the reasonableness of automobile insur- 
ance premium rates. There he found 
himself opposed by his successor, R. 
Leighton Foster, who acted as govern- 
ment counsel. There is probably a con- 
flict of opinion as to who won that tilt. 
Leighton says the companies reduced 
their rates after the inquiry. 

Now Gray has another big case in hand 
—outside of insurance. He has been re- 
tained by a group of English bondhold- 
ers to enter an action against the Cana- 
dian Federal Government or the Cana- 
dian National Railways, seeking to re- 
cover about $40,000,000 which his clients 
say rightly belong to them on some old 
bond issue of the defunct Grand Trunk 
Pacific Railway, subsequently absorbed 
in Canada’s nationally owned railway 
system. We don’t know anything about 
the merits of the claim, but it is a very 
important case involving a vast sum of 
money and quite a feather in Gray’s cap 
to be selected as counsel. 

* * 
Findlay-Noyes Wedding 

Miss Eleanora Halsted Noyes, daugh- 
ter of Mr. and Mrs. Charles F. Noyes 
of Brooklyn and Huntington, L. I., last 
week married Duncan Murphy Findlay. 
Mr. Findlay is manager of the life in- 
surance division of John A. Eckert & 
Co. Before that he was associated with 
the Aetna Life at 100 William Street. He 
is president of the New York Park Col- 
lege Alumni Association and a mémber 
of the Braidburn Country Club and 
Harvard Club. Mrs. Findlay was edu- 
cated at Birmingham School, National 
Park Seminary, Washington, and re- 


ceived degrees at Syracuse University. “ 


The couple left for South America on 
their honeymoon, 

Mr. Noyes, one of the best-known real 
estate men in New York, has been the 
medium through whom dozens of offices 
in the insurance district have been 
rented. 

* £ « 


Hear Richard W. Child 

A number of insurance men were in 
the audience when United States Sena- 
tor George H. Moses called the lunch- 
eon discussion meeting of the National 
Republican Club, New York City, to or- 
der last Saturday afternoon. The chief 
speaker was Richard Washburn Child, 
former ambassador to Jtaly. The subject: 
Disarmament. Another speaker was 
Robert O. Haywood, Dillon Read & Co.; 
his subject: International Banking. 

Among the insurance men _ present 
were Jesse S. Phillips, president, and 
William Hamilton, assistant vice-presi- 
dent, Great American Indemnity; Wil- 
liam Leslie, associate general manager, 
National Bureau of Casualty & Surety 
Underwriters; Frank L. Gardner, 
Poughkeepsie agent, and past president 
of the National Association of Insurance 


Agents. Mr. Gardner had both a high- 
brow and a lowbrow week as he also 
attended a performance of Ear] Carroll's 
Vanities. He told me that he thought 
Richard Washburn Child had nothing to 
teach Earl Carroll and that Earl Carroll 
had nothing to teach Richard Washburn 
Child. Moreover, he was satisfied with 
both performances. Mr. Phillips did not 
go to the Vanities, but he did attend the 
New York Bar Association dinner on 
Saturday night. 
* * « 


Leave Astor for Waldorf — 


One of the most interesting announce- 
ments to New York convention goers is 
that the Association of Life Insurance 
Presidents, after having held annual 
meetings at the Hotel Astor for many 
years, will switch next year to the Wal- 
dori-Astoria Hotel where its business 
sessions will be held in the Astor Gal- 
lery on the third floor, while the lunch- 
eon will be served in the adjoining Jade 
RKoom. The National Convention of In- 
surance Commissioners broke away from 
the Astor last December, holding its ses- 
sions at the Hotel Pennsylvania. It is 
not known whether it will repeat at the 
Pennsylvania or not. The first big in- 
surance event at the Waldorf-Astoria 
was the James Victor Barry dinner on 
December 9 last. 

For some years the Astor had almost 
an exclusive hold on the insurance busi- 
ness as there was an insurance affair 
there of some kind nearly every day. It 
still is a popular insurance rendezvous 
despite the mob in the lobby, people 
parking there to keep engagements be- 
cause of its being in the center of the 
theatre zone. The Astor is indifferent 
to the lobby crowd in marked contrast 
to the old Knickerbocker at Forty-sec- 
ond Street and Broadway which shortly 
before matinee crowd sprayed the lobby 
with ammonia fumes to drive the loung- 
ers out. They retired to the street, 
swearing under their breath. 

The Pennsylvania has been pulling 
many of the life insurance conventions. 
The Roosevelt is popular with the Hart- 
ford companies. The Equitable has been 
having some of its conventions in the 
New Yorker. Among other New York 
hotels drawing insurance conventions are 
the Commodore, Park Central, Biltmore 
and McAlpin. 

* * * 


Light on Depression Does Not 
Relieve Darkness 


The current economic situation has 
drawn a fleet of new books by econ- 
omists and others. Sixteen of those pub- 
lications were reviewed by Evans. Clark 
in the Herald Tribune of New York, his 
article being headed, “The Depression 
and. Some Ways Out.” After reading 
the books Mr. Clark is still in the dark. 
Titles of the books with their authors 
and publishers follow: 

America Weighs Her Gold. By James 
Harvey Rogers. New Haven: Yale Uni- 
versity Press. 

The Banks and Prosperity. By Lionel 
D. Edie. New York: Harper & Bros. 

The Course and Phases of the World 
Economic Depression. Report presented 
to the League of Nations. Geneva: The 
Secretariat of the League of Nations. 

Distributed Leisure. By L. C. Walker. 
New York: The Century Co. 

Does Trade Need Anti-Trust Laws? 
By Alexander Levene. New York: Ray 
Long and Richard R. Smith. $1. 

Frankenstein. By A. Maurice Worm- 
ser. New York: Whittlesey House. $2.50. 

The International Gold Problem. Col- 
lected Papers Presented to the Royal 
Institute of International Affairs. Ox- 
ford: Oxford University Press. $7. 

New Roads to Prosperity. By Paul 
Mazur. New York: The Viking Press. 


$2. 

The Olney Redmond Plan. Schenec- 
tady: Olney Redmond. 

Poverty in Plenty. By J. A. Hobson. 
New York: The Macmillan Co. 

Long-Range Planning. By J. M. Clark, 
I. Russell Smith, Edwin §. Smith and 
George Soule. New York: The New Re- 
public. 

The Riddle of Economics. By Elisha 


E. Garrison. New York: The Macmillan 

oO. 

The Swope Plan. Edited by J. George 
Frederick. New York: The Business 
Bourse. $3.50. 

Wages and the Road Ahead. By James 
D. Mooney. New York: Longmans 
Green & Co. 

Wages and Wealth. By Roy Dicken- 
son. Princeton: Princeton University 
Press. $2. 

-The Way Out of the Depression. By 
Herman F. Arendtz. Boston: Houghton 
Mifflin Co. $1. 

' * * * 


The English Language 

Howard A. Giddings, vice-president of 
the Travelers, was discussing the great 
English language the other day, its elas- 
ticity and its abuse. In illustrating how 
it can be manhandled—or maidhandled— 
he repeated. what a maid in his home 
once said after Mrs. Giddings had given 
a reprimand: “I don’t care. Myself suits 


me.” 
* * * 


Repartee 


An Eastern surety executive was intro- 
duced recently to a banker in the West 
after the latter had had some unsatisfac- 
tory experience trying to get depository 
bond coverage. 

“What is the matter with you surety 
companies; are you trying to break the’ 
banks?” he asked. 

“What is the matter with you banks; 
are you trying to break the surety com- 
panies?” retorted the surety man. 

* * & 


Local Agent Only One to Gain 


Some years ago a fire insurance com- 
pany purchased an automobile for one of 
its special agents, sending him an order 
upon the local dealers for the car and 
instructions to immediately secure fire, 
theft and collision insurance. The speci: il 
agent secured the car, proceeded to his 
agent’s office and bound the insurance 
in his own company. Then he drove 
about ten blocks and collided with a tree 
wrecking the car. Then the Blank In- 
surance Company paid the Blank Insur- 
ance Company a total loss and the agent 
collected 20% commission for issuing the 
binder. 


* * * 


Atlee Brown’s Informality 

Before going to Newark and organi- 
zing the Schedule Rating Office, the 
late Atlee Brown was manager of the 
Philadelphia Surburban Underwriters 
Association. Mr, Brown, was most infor- 
mal as to dress and seldom wore a coat, 
collar or necktie. He was invited to be 
the guest speaker -at a dinner meeting 
of the Philadelphia Insurance Society 
and he decided to purchase a dress suit 
and all the trimmings in honor of the 
occasion. Attired in this joyous raimant 
and after a most flattering introduction 
Mr. Brown stood up to make his address. 
He was greeted with much applause and 
loud cries of ‘ “Take off your coat, take 
off your coat.” He tried to speak, but 
came the 


no use. “Take off your coat,” \ 
cries and at last he did so. Again he 
started—“Take off your vest, take off 


your vest,” and again he was forced to 
yield, then—“Take off your collar and 
necktie” came the roar and after doing 
this he was allowed to proceed. 

Mr. Brown often referred to this little 
incident and would remark sadly, “The 
only dress suit I ever owned and they 
would not let me wear it.’ 

se * 


The Pull of Personality 


The chief production representative of 
one of the insurance companies correct- 
ly analyzes why newspapers print so 
much human interest when he said to 
the writer: 

“We like personalities, not just because 
personalities make business. and_ social 
life, but because in hearing or reading 
of them we unconsciously adopt what we 
hear or read unto ourselves. We can 
not analyze our own personalities but oc- 
casionally we recognize a flash of our- 
selves in reading or hearing of others.” 
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I.M.U.A. Decides To 
Maintain Fur Rules 


NO ~ DIFFERENTIAL ALLOWED 





St. Paul Files Notice of Resignation from 
Association but Hopes to Be Able to 
Recall It Soon 





Although considerable pressure was 
exerted to rescind the action previously 
taken by the association, the executive 
committee of the Inland Marine Under- 
writers’ Association at its meeting held 
on January 21 voted not to change its 
existing rules placing the furriers’ cus- 
tomers’ and the personal fur policies on 
the same basis, 1. e., rate 14% and $5 
minimum premium. 

Pending some adjustment of the situ- 
ation the St. Paul Fire & Marine filed 
its resignation effective sixty days there- 
after. In presenting the resignation, 
however, the company expressed the sin- 
cere hope that it would be in a position 
to recall the resignation prior to the ef- 
fective date. 

The vote of the executive committee 
of the I.M.U.A. to stand by its action 
with respect to fur policies is a victory 
for local agents. It is obvious that con- 
siderable objections would be raised 
when the furriers lost their advantage 
of a lower rate and a successful test of 
the strength of the I.M.U.A. was made 
last week. 

By removing the rate advantage to 
large producers of income the Inland 
Marine Underwriters’ Association acted 
as the National Automobile Underwrit- 
ers’ Associations did not many weeks 
ago when it voted to abolish the rate 
differential which thousands of automo- 
bile dealers had been enjoying for sev- 
eral years. Local agents have contend- 
ed for a long while that dealers and mer- 
chants in various lines of business should 
not be allowed to sell insurance at low- 
er rates merely because they happened 
to control a fair-sized amount of pre- 
mium income. 

3efore January 1 furriers sold insur- 
ance on furs to retail customers at a 
rate as low as 75 cents a $100 of protec- 
tion, with a minimum of $2 whereas lo- 
cal agents had to charge at least 2% 
with an $8 minimum. The I.M.U.A. 
voted to reconcile these differences with 
the 14% rate and $5 minimum. Many 
of the non-member companies are co- 
operating with the association by fol- 
lowing its rate schedules instead of in- 
dulging in vicious competition. The 
I.M.U.A. is making a valiant and to-date 
successful attempt to effect greater sta- 
bilization in inland marine underwrit- 
ing. It is a powerful organization and 
one which seems likely to conquer the 
various problems which it will have to 
face as time passes. 





SALAMANDRA CHANGES 





Jacobsen Succeeds Preisler as General 
Manager; Talbot Also Retires; New 
Manager from Baltica 

Edw. Preisler has retired as general 
manager of the Reinsurance Co. Sala- 
mandra of Copenhagen and has been 
succeeded by Svend Jacobsen. G. 
Talbot has also retired. Mr. Jacobsen 
was formerly connected with the Baltica 
which recently purchased the Palnatoke 
from the Salamandra. As a result of 
the current changes it is believed that 
there is a closer connection between the 
Baltica and the Salamandra. 


L. E. BOYDEN PROMOTED 

L. FE. Boyden, former field representa- 
tive of the Western Sprinkled Risk As- 
sociation of Chicago, has been made as- 
sistant manager. J. Harvey Patterson, 
manager for several years, has been 
given the title of general manager and 
R. L. Rumbaugh, for many years assist- 
ant manager, takes the title of manager. 


FIRE INSURANCE 





Free Fire Insurance 
By British Newspapers 


NEW CIRCULATION WAR WAGED 





News-Chronicle and Daily Express Giv- 
ing New Household Furniture Policy 
Underwritten by Lloyd’s 





The British daily newspaper insurance 
war is on again in full blast, with two 
London papers now offering £500 free 
fire insurance, the first time that this 
coverage has been entered in the field. 
A few weeks ago news of high benefits 
to be offered by the Daily Mail came 
out prematurely, but the News-Chronicle 
and Daily Express have gone far be- 
yond the Mail. The Sunday papers have 
not renewed their war. From the end 
of 1929 until the end of last year the 
circulation war between the newspapers 
through the medium of free insurance 
was stopped under a truce, but that ran 
out the end of 1931. 

The announcement of the fire insur- 
ance policy by the News-Chronicle came 
as a surprise. The insurance is written 
by Lloyd’s underwriters and covers loss 
or damage to furniture, carpets, bedding, 
clothes belonging to the reader, his wife 
and dependent children, and other house- 
hold and personal effects. 

The paper also has an insurance plan 
for Boy Scouts and Girl Guides under 
which readers belonging to these and 
similar organizations are protected 
against injuries while hiking or assem- 
oo as a group. The compensation is 


The Daily Express immediately an- 
nounced an identical fire coverage for 
the same amount, also written by Lloyd’s, 
which in addition to its £20,000 personal 
accident policy gives it the top position 
in newspaper free insurance. 

Sunday Papers Stand Pat 

There has been no renewal of the Sun- 
day paper insurance war this year, the 
Sunday press being content to maintain 
its old offers without additions. The 
News of the World, which already holds 
the world’s record net circulation (3,800,- 
000), believes its readers are well satis- 
fied with the scheme introduced in 1931 
and is therefore continuing it. The Sun- 
day Dispatch and Sunday Express, which 
are associated respectively with the Daily 
Mail and Daily Express, offer no exten- 
sions, but content themselves with ad- 
vertising the new schemes of their daily 
companions. 

The Sunday Graphic, which has taken 
over Edgar Wallace’s ill-fated Sunday 
News, announces that it will carry re- 
sponsibility for the Sunday News scheme, 
as promised at the amalgamation last 
August. 





N. J. AGENTS TO MEET FEB. 26 


The mid-year meeting of the New Jer- 
sey Association of Underwriters, local 
agents, will be held as usual at Tren- 
ton on Friday, February 26. 
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America Fore Fire Companies 


Total Assets of $190,500,000 


Six fire companies in the America Fore 
group had total assets of $190,507,053 at 
the close of last year and combined net 
surplus of $42,335,179 according to the 
annual statements issued late last week. 
The bonds and stocks of the companies 
are valued on the basis approved by the 
National Convention of Insurance Com- 
missioners but these are adjusted in the 
December 31 statements by reserves for 
security values in the liabilities. 

Assets of the Continental are $82,765,- 
177 as compared with $88,389,396 at the 
close of 1930. Net surplus is $16,721,761 
against $34,972,752. Cash capital is prac- 
tically the same at $19,495,958. Unearned 
premium reserves are $24,559,657 and the 
reserve for security values is $15,138,982. 
Of the assets $74,313,397 represents stock 
and bond holdings. Cash on deposit and 
in office is $3,132,045. 

The Fidelity-Phenix has assets of 
$65,553,059 as compared with $71,206,276 
the vear before. Net surplus is $13,- 
135,442 against $28,867,143. Cash capital 
remains about the same at $13,859,299. 


The unearned premium reserve is $20,- 
095,652 and the reserve for security 
values $12,847,981. The Fidelity-Phenix 
has $58,953,326 in stocks and bonds and 
2,146,501 in cash. 

The American Eagle has assets of $13,- 
030,393, capital of $1,000,000, net surplus 
of $4,510,076 and unearned premiums of 
$4,810,556. The reserve for security 
values is $1,859,257. 

The First American has assets of $#,- 
016,647, capital of $1,000,000, net surplus 
of $1,202,469, unearned premium re- 
serves of $1,057,492 and reserve for se- 
curity values of $598,027. 

The Niagara Fire shows assets of $22,- 
410,842, capital of $5,000,000, net surplus 
of $5,973,280, unearned premiums of 
$7,447,737 and reserve for security values 
of $2,784,462. 

The Maryland has assets of $2,730,- 
336, capital of $1,000,000, net surplus of 
$792,153, unearned premiums of $413,442 
and reserve for security values of 


$456,752. 





G. F. STRATTON RESIGNS 





Vice-President and General Manager of 
Underwriters Salvage Co. Leaves 
Post January 31 

G. F. Stratton, vice-president and gen- 
eral manager of the Underwriters Sal- 
vage Co. of New York, has resigned, ef- 
fective January 31. He has not as yet 
announced his future plans. Mr. Strat- 
ton has spent many years in the adjust- 
ment of losses and is an expert in that 
field. Before taking his present post 
with the Underwriters Salvage Co. he 
was manager of the General Adjustment 
Bureau at Boston. Mr. Stratton is well 
known to insurance men in many parts 
of the country for he has appeared at 
numerous conventions as a speaker on 
the advantages of salvage work such as 
that carried on by his company. 





—— 





Established 1879 


The Tokio Marine & Fire Ins. Co., Ltd. 





United States Fire Branch: 80 John Street, New York 


J. A. Kexsey, General Agent 


Georce Z. Day, Ass’t General Agent 





ASSETS 





PREMIUM RESERVE 
OTHER LIABILITIES ._ . 
NET SURPLUS . .. 


U. S.—Statement December 31, 1930 


$13,257,460.31 

‘ : 2,265,563.71 
816,124.97 
10,175,771.63 





PENNSYLVANIA VALUATIONS 





Allow Commissioners’ Convention Val- 
ues; Fire-Casualty Companies May 
Not Amortize Bonds 

The Pennsylvania Insurance Depart- 
ment has decided to follow the recom- 
mendation of the National Convention of 
Insurance Commissioners with respect to 
valuations of securities in annual state- 
ment reports for 1931. Commissioner 
C. F. Armstrong says that companies 
will be permitted at their option to use 
the actual December 31 values but for 
audit purposes, as well as uniformity, 
each company using market quotations 
must furnish additional schedules show- 
ing Convention values. Commissioner 
Armstrong reserves the right to demand 
December 31 values where conditions 
warrant. Fire and casualty companies 
will not be permitted to amortize bonds 
but life companies and fraternal bene- 
ficiary societies may carry bonds on an 
amortized basis. 





ST. PAUL 1931 STATEMENT 


The St. Paul Fire & Marine has pre- 
sented its 1931 annual statement on the 
basis of December 31 security prices and 
shows assets of $30,510,494, a decrease of 
only $3,821,590. The capital and net sur- 
plus is $17,117,510 compared with $19,- 
873,818 a year ago. Net premiums writ- 
ten in 1931 were $12,650,567, a decline of 
$1,073,173. Unearned premiums are now 
$10,948,566 as against $11,431,844 at the 
close of 1930. The net income of $5,- 
225,277 was secured as follows: interest 
in investments, $1,346,583; net profit on 
underwriting, $838,155; net receipts from 
war claims, $284,231, and decrease in sur- 
plus, $2,756,307. 
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New York Agents Are Confident 
Qualification Measure Will Pass 


= 
President Rogers Tells of Redrafting at State Regional Meet- 
ing at Hotel Astor; County Associations in Metropolitan 
and Suburban Districts Report on Progress 


Confidence that the New York State 
agent’s qualification bill will be passed 
by the state legislature at Albany and 
signed by Governor Roosevelt was ex- 
pressed by Theodore L. Rogers of Little 
Falls, N. Y., president of the New York 
State Association of Local Agents, Inc.. 
at the regional meeting of the associa- 
tion held last Thursday at the Hotel 
Astor in New York. More than 125 
agents from New York City, the sub- 
urban area and the lower Hudson River 
valley district attended, in addition to 





THEODORE L. ROGERS 
State Ass’n President 


a delegation from the western part of 
the state. 

The qualification bill, which last year 
passed the legislature but met defeat at 
the hands of the governor, has been re- 
drafted and was last week in the hands 
of the New York Insurance Department 
for its consideration and approval. The 
agents themselves intend to change the 
measure slightly before it is introduced 
in the Assembly and Senate in Febru- 
ary at which time they believe that all 
possible objections will have been re- 
moved. President Rogers said he did 
not anticipate any serious difficulty from 
the legislature itself. 

State Officers Present 

In addition to Mr. Rogers there were 
present at this regional meeting Secre- 
tary-Treasurer Charles F. Miller of 
Rochester; Albert Dodge, of Buffalo, 
chairman of the executive committee; 
rank L. Gardner, of Poughkeepsie, for- 
mer president and member of the ex- 
ecutive committee, and A. C. Deisseroth, 

of Syracuse, head of the state associa- 
tion’s membership committee. The offi- 
cers and members of the executive com- 
mittee held a meeting Thursday evening 
following the regional gathering. 

Mr. Deisseroth said that the member- 
ship drive added 165 new members to 
the New York Association which now has 
a total of 1,197. The association is just 
seven short of the five year quota set 
by the National Association with six 
months still to go. The New York As- 
sociation is the largest state association 
in the country and the gross gain in 
membership this year, or rather since 
the last annual meeting in May, 1931, is 
the largest ever recorded by the associa- 
tion. President Rogers urged a large 
attendance at the fiftieth annual conven- 
tion of the state association at Syracuse, 


May 23-25. The program will be espe- 
cially interesting this year. Ernest Pal- 
mer, manager of the Chicago Board of 
Fire Underwriters and one of the best 
banquet speakers in the fire insurance 
business, will speak at the banquet of 
the annual convention. 

Bertram E. Gendar, chairman of the 
executive committee of the New York 
City Association of Local Agents, and 
James L. Brownlee, Jr., of Flushing, pres- 
ident of the Suburban New York Asso- 
ciatian of Local Agents Inc., sat on the 





JAMES L. BROWNLEE, JR. 
Suburban Ass’n President 


platform with Mr. Rogers. Mr. Gendar 
was present in place of President George 
F. Kern of the New York City agents’ 
body, Mr. Kern being ill. 

In the casualty department of this is- 
sue will be found the talks of Secretary- 
Counsel Walter H. Bennett of the Na- 
tional Association and of Joseph J. Mc- 
grath, chief of the rating bureau of the 
New York Insurance Department, both 
on casualty insurance, and likewise the 
discussions with reference to the new 
automobile liability rates and the writing 
of physicians’ and surgeons’ malpractice 
insurance. 

County Associations Report 

A feature of the morning session at 
the Hotel Astor was the reports on activ- 
ities by the various county associations 
which together form the suburban asso- 
ciation. Charles J. Schoen of Mt. Ver- 
non reported for Westchester County, 
saying that there had been some addi- 
tional cleaning up of illegitimate agency 
appointments. Henry Von Elm of Free- 
port spoke for Nassau County and C-. J. 
Murphy of Huntington for Suffolk Coun- 
ty. The latter association now has a 
membership of sixty-five agencies. 

Mr. Gendar spoke for the New York 
City association. He told of the support 
given to the inland marine bil] at Albany 
last year which would have brought that 
class of underwriting under the rat- 
ing statutes and said he still be- 
lieves in the principles of the measure 
which failed to pass. He told also of 
the gradual solution of problems asso- 
ciated with the Interstate Underwriters 
Board in New York. The New York 
agents are trying to get a minimum pre- 
mium fixed so that they may keep con- 
trol of small risks which might not there- 
by be eligible for I.U.B. contracts. 

Another problem the agents in New 





ALBERT DODGE 
Executive Committee 


York are working on is that created by 
the representation in the same agencies 
of companies belonging to the Factory 
Insurance Association and those not 
members of that organization. While he 
said that the F. I. A. is now conforming 
with the rules of the New York Fire 
Insurance Exchange the question of com- 
missions and brokerage has not been 
settled to the satisfaction of all. 

The convention adopted by a rising 
vote a tribute to the late Warren F. 
Goodwin, head of Hall & Henshaw of 
New York and president before Mr. 
Kern of the city association. It was Mr. 
Goodwin who was largely responsible for 
the formation of the New York City as- 
sociation and for its affiliation with the 
state and national agents’ organizations. 

On Staten Island the Richmond Coun- 
ty Association, organized ten months 
ago, gave full support with the Chamber 
of Commerce to the Fire Prevention 
Week campaign last October. Examina- 
tions have been made of questionable 
agency appointments and some of these 
agencies have been eliminated. The as- 
sociation was also instrumental in stop- 
ping the sale of automobile insurance 
through the motor vehicle department. 
There are twenty-four members in the 
Richmond County Association. 

James Kilby of Nyack spoke for Rock- 
land County, and Frederick D. Fowler 
of Port Jervis for Orange County. Wm. 
B. Dickinson of Elmhurst, first vice- 
president of the suburban association, 
reported on the activities of the Queens 
Association. 

Dutchess County Brokerages 

Albert D. Kahn of Poughkeepsie, 
speaking for Dutchess County, said that 
from 75% to 100% of the membership 
attended the monthly luncheon meetings. 


“He told how the agents are tying up 


their local advertising with that of the 
National Board of Fire Underwriters in 
the daily and weekly newspapers of the 
county, thus deriving more direct bene- 
fit than if such advertising were done 
with less system. 

As the Dutchess County Association 
has a brokerage rule of 10% Mr. Kahn 
said that some difficulty was being en- 
countered in meeting the demands of 
New York City brokers for 15%. He said 
the agents had pledged themselves to 
the Eastern Underwriters Association 
not to give or accept more than 10% 
brokerage so why should they be com- 
pelled to accord 15% to New York 
brokers. 

Mr. Schoen did not give a full report 
of the activities of the New York sub- 
urban association as that organization 
will have its own meeting in New 
in April. However, 
its activities by saying that monthly 
meetings were attended by representa- 
tives of the eight county associations in 
the New York metropolitan and subur- 
ban area at which meetings current prob- 
lems were discussed. He said the asso- 
ciation was doing effective work and the 


York: 
he did summarize ° 


members felt that its existence is justi- 
fied. The suburban association was 
formed a year ago to effect closed co- 
operation between the nearby county or- 
ganizations of local agents. Mr. Schoen 
reported also that fine co-operation was 
being received from the Suburban New 
York Insurance Exchange. 

At the luncheon meeting in addition to 
the speakers Mr. Rogers introduced 
Leonard L. Sanders, executive secretary 
of the Insurance Federation of New 
York and Arthur Arnow, president of the 
General Brokers’ Association of the Met- 
ropolitan District of New York, both 
close friends of the agents’ organization. 





I. A. C. COMMITTEE HEADS 





Palmer Chairman of Program Committee 
of Fire-Casualty Section; Smiley, 
Freeman and Dreher Named 

Clarence A. Palmer, advertising man- 
ager of the Insurance Co. of North 
America, was last week named program 
committee chairman for the fire and cas- 
ualty group of the Insurance Advertis- 
ing Conference at a meeting of the ad- 
visory committee in Hartford. Ralph W. 
Smiley, superintendent of publicity of 
the Royal-Liverpool group, is now pub- 
licity chairman; Charles E. Freeman, 
business promotion superintendent of the 
Springfield Fire & Marine, is member- 
ship chairman, and Ray C. Dreher, ad- 
vertising manager of the Boston and Old 
Colony companies, is chairman of the 
frontier safety committee. Stanley 
Withe, chairman of the group, presided 
at the meeting. 

Consideration was given to an im- 
proved bulletin service and the commit- 
tee will make suggestions to the genera! 
executive committee at its next meet- 
ing. A tentative schedule of sessions for 
the next annual convention was outlined. 


ROCHESTER COMMITTEES 

Thomas Sharp, the new president of 
the Rochester Fire & Casualty Under- 
writers’ Association, has completed his 
selection of 1932 committee chairmen for 
the up-state group by these appoint- 
ments: Membership, Ernest A. Paviour; 
programs, Joseph Hasselwander; legisla- 
tion, Harry McKay; publicity, Louis 
Hawes; fire prevention, Fred W. Town- 
send; arbitration, James H. Farrell; aud- 
iting, Charles Geyer; finance, Louis 
Hock; business development, Wellington 
“Duke” Potter; credits, Harold Porter; 
speakers, Wellington Potter; co-opera- 
tion with Chamber of Commerce, W. S. 
Moylan; statistics, Harold Porter; edu- 
cation, Roy Duffus; automobile accident 
prevention, Charles Tuke. 


SUN BUYS ELDERS INS. Co. 

The Sun Insurance Office of London 
has acquired control of the Elders In- 
surance Co. and all policies issued by 
that company are guaranteed by the Sun 
Insurance Office. S. D. Grundy is to 
continue as underwriter and the business 
will be carried on at Colonial House, Liv- 
erpool, as heretofore. The Elders Insur- 
ance Co. was registered in February, 
1921, to undertake all forms of insurance, 
with the exception of life, and has an 
authorized capital in £1 shares of £500,- 
000, of which £400,000 has been issued 
and £300,000 has been paid up. 


WESTERN N. Y. FIELD CLUB 

The Western New York Field Club 
recently held its annual dinner party 
and elected the following officers : presi- 
dent, William H. Cooper; vice-president, 
H. E. Bross, and secretary-treasurer, K. 
J. Cole. The executive committee con- 
sists of H. W. Smith, chairman, and 
Messrs. Van Buren, Erlick, Miller and 
Spaulding. John W. Wood, who recent- 
ly retired from the New Hampshire, was 











“guest of honor and was presented by 


the club with a handsome English kit 
bag. 


QUALIFICATION BILL PASSES 

The fire insurance agents’ qualification 
hill before the Kentucky legislature has 
been passed by the House. It is be- 
lieved that passage in the Senate is cer- 


‘ tai and that it will be signed by the 


Governor. 
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Conference Is Held 
On Agency Contracts 


MEETING HELD | IN DETROIT 





of Companies and 


Representatives 
Terms 


Agents Gather to Discuss 
of Standard Form 

Efforts were made at a meeting of 
company representatives and local agents 
on Wednesday at the Recess Club in 
the Fisher Building, Detroit, to 
upon a standard form of agency con- 
tract to protect the interests of both 
companies and agents. Those at the con- 
ference included two delegates from each 
of the four sectional fire company or- 
ganizations and also members of the Na- 
tional Association of Insurance Agents. 
kaymond Waldron, vice-president of the 
Detroit Fire & Marine, presided as chair- 
man of the committee seeking a new 
agency contract. The whole idea has 
gained impetus from the Middle West. 
Those attending this meeting included 
the following: Laurence E. Falls, vice- 
president of the American of Newark, 
and Robert P. Barbour, U. S. manager 
of the Northern Assurance, representing 
the Eastern Underwriters’ Association ; 
Mr. Waldron and B. L. Hewett, West- 
ern manager for the Boston and Old 





agree 


Colony companies, for the W. U. A.; 
John W. Clarke, secretary of the Amer- 
ica Fore group at Atlanta, and A. R. 


Phillips, vice-president of the Great Am- 
erican, acted for the S. E. U. A.; George 
W. Carter of Detroit, Charles L. Gandy 
of Birmingham and William B. Calhoun 
of Milwaukee represented the National 
Association of Insurance Agents. Mr. 
Calhoun is president and Mr. Gandy ex- 
ecutive committee chairman of the as- 
sociation. Charles F. Thomas, secretary 
of the W. U. A., acted as secretary of 
the joint committee. The Pacific Board 
also was represented. 


Statement by Waldron 


A preliminary statement by Mr. Wal- 
dron contained the following: 

“Experience during the past year or 
more has shown conclusively the need 
for an adequate form of agreement that 
will define definitely the authority of the 
agent and will protect his interests and 
those of the company as well in case 
of a dispute. Many unusual situations 
have arisen lately that have been ad- 
justed with difficulty because of the lack 
of a complete understanding, situations 
that would have been avoided had a con- 
tract such as we propose been in force. 

“The companies have been somewhat 
worried over the payment of agency bal- 
for example, and the agents are 
about the ownership of ex- 
pirations. Both of these points will be 
dealt with in the form, which will set 
forth an equitable agency balance agree- 
ment and will protect the agent fully on 
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expirations. 

“We plan to recommend a document 
that will replace the present certificate 
of authority, which many of us have felt 
for a long time to be archaic. We hope 
to have the agency contract form in such 
shape that all companies operating in 
the United States will adopt it and all 
agents will be glad to operate under it.” 





AETNA (FIRE) STATEMENT 





Showed Underwriting Profit of Over 
$575,000 in 1931; Small Decline in 
Total Assets 
The Aetna (Fire) had an underwriting 
profit of $575,980 last year and an in- 
crease of $600,000 in the reserve for con- 
flagrations, the reserve now being $3,- 
000,000. Assets declined nearly $3,000,000 
to $53,959,124 and net surplus was off 
$3,662,301 to $14,429,704. The capital re- 
mains the same at $7,500,000 and the 
unearned premiums are $21,137,325. Of 
the decline in net surplus $3,019,000 was 
set up as a reserve to adjust security 
valuations to a true value at the close 

of the year. 

Net premiums written by the Aetna 
(Fire) in 1931 amounted to $20,404,012, 
being a decrease of $3,463,910 or 14.5% 
from 1930,. The loss in premium volume 
was partly designed and planned. Ralph 
B. Ives, president, in his statement to 
stockholders, states: “Nearly one-half of 
our loss in premiums is on a class of 
business which we have declined to re- 
new because of its very undesirable char- 
acter, and which in the past has con- 
tributed largely to a high loss ratio.” 

The decrease in premium volume re- 
sulted in release of unearned premium 
reserves amounting to $2,769,505, leaving 
this item $21,137,325. Investment income 
earned for the year was $1,981,896 and 
depreciation in market value of securities 
amounted to $4,062,978, leaving an invest- 
ment loss of $2,081,081. 

The World Fire & Marine, which is 
owned by the Aetna Fire, had an un- 
derwriting profit of $132,443 and a gain 
in surplus of $160,316 besides setting up 
a liability item of $135,000 to adjust se- 
curity holdings to “true value.” Assets 
at the close of 1931 were $4,393,282, a 
gai nof $177,823. 





HEADS ATHLETIC ASSOCIATION 


James G. Ball, examiner for the Amer- 
ican of Newark’s suburban New York 
field at the home office in Newark, has 
been elected president of the Newark 
Insurance and Banking Athletic League. 
He has been affiliated with the Amer- 
ican of Newark for the past seven years. 





SON FOR GEORGE A. BELL 

Mr. and Mrs. George A. Bell of New- 
ark are being congratulated upon the 
arrival of a seven-pound boy, who has 
been named Allen. Mr. Bell is chief 
examiner for the Eastern department of 
the American of Newark group of com- 
panies, 


Thwart Plot to Burn 
Bonded Warehouse 


ELEVEN ARE ARRESTED HERE 





Charged with Scheme to Remove Goods 
and to Burn Boxes Filled with Cheap 
Substitutes 





With the arrest on January 21 of elev- 
en men an alleged plot to burn the bond- 
ed warehouse known as the Imperial 
Warehouse at 490-510 Greenwich Street, 
New York City, was frustrated. 

For some time Powers, Kaplan & 
Berger, 90 John Street, New York City, 
attorneys for the New York Board of 
Fire Underwriters, have been quietly 
conducting an investigation with regard 
to the activities of the firm of J. Fran- 
kel & Co., importers of toys and novel- 
ties at 14 East Seventeenth Street, New 
York City, who had several thousand 
cases of imported toys stored in bond 
in the Imperial Warehouse. For some 
time, it is charged, the Frankel concern 
has been removing cases of bonded mer- 
chandise out of the warehouse without, 
it is said, the payment of duty and tak- 
ing them to their establishment at 14 
East Seventeenth Street. 

There the cases were emptied of the 
imported merchandise and filled with ex- 
celsior, straw, waste paper and paper 
cartons and clandestinely returned to 
the bonded warehouse, so that it is re- 
ported there are now in this bonded 
warehouse upwards of 1,000 empty cases 
despoiled of their imported contents, on 
which the Frankel firm had a large 
amount of insurance—upwards of $200,- 


A large part of this merchandise had 
been in bond before its removal from 
the warehouse over two years. Under 
the customs regulations, merchandise in 
bond for three years must either be re- 
exported or forfeited to the government, 
unless legitimately taken out and the re- 
quisite duty paid. 

The duty on Frankel’s merchandise 
amounted, it is reported, to 70% ad 
valorem, so that the concern was indebt- 
ed to the government in a huge sum. 


Fire Was Expected 


As a result of the investigation con- 
ducted by Powers, Kaplan & Berger, 
from information received it was learned 
that to conceal the conduct of the Fran- 
kel concern in removing bonded mer- 
chandise from the warehouse and sub- 
stituting for it empty cases bearing the 
same marks and numbers as the import- 
ed merchandise, a fire was in contempla- 
tion for the two-fold purpose of cover- 
ing up their derelictions so far as the 
government was concerned and of col- 
lecting insurance on upwards of one 
thousand empty cases and several thou- 
sand full cases of merchandise on which 
the payment of duty was imperative un- 
der customs laws and regulations. 

Working in co-operation with Powers, 
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Whether confronted with Prosperity or Depression the 
‘| Business world’s greatest asset is Sound Insurance. 





The HANOVER and the FULTON provide that kind of 
Safe Protection for your clients. 








Kaplan & Berger were Alfred Wing, a 
customs agent at large, and Custom 
Agents James Lynch, Richard Maurice, 
John Shea, Al Moore, Robert Junes and 
Art Seals and two detectives from the 
Bomb Squad, Eugene Canevera and Ste- 
phen Di Rosa. At twelve o’clock on 
January 21 these police and customs 
agents swooped down upon the ware- 
house at 490 Greenwich Street, upon the 
Frankel establishment at 14 East Sev- 
enteenth Street and upon a cache which 
the Frankel concern had at 112 East 
Nineteenth Street and there arrested the 
three members of the Frankel firm, Jo- 
seph Frankel, Bernard H. Simon and 
Joseph Martin. They also arrested Saul 
Wachtel, a salesman for the Frankel 
concern; Irving Prince, a shipping clerk; 
Jack Fischer, a truckman, and several 
handymen at the warehouse and a num- 
ber of other prisoners. In addition to 
the above prisoners, at two o’clock on 
Friday morning, one Max Gottlieb, who 
had been the U. S. Customs’ official rep- 
resentative at the warehouse, was placed 
under arrest. Gottlieb admitted that he 
had been in on the scheme for a long 
time. 

The scheme of the Frankel firm was 
worked in collusion with the superintend- 
ent of the warehouse, one Joseph M. 
Fair, and two other employes of the 
warehouse, it is alleged. They are un- 
der arrest. The scheme was for Fair 
to tip off the Frankel people when the 
coast was clear for the surreptitious re- 
moval of bonded merchandise and for 
the return to the warehouse of the empty 
cases. 

All of the prisoners were arraigned 
before the United States Commissioner 
last Friday morning and held in_bail 
to await the action of the Grand Jury. 
Bail was fixed in varying amounts run- 
ning from $20,000 for Frankel to $500 
for some of the minor employes of the 
concern. 

The discovery of this plot, it is be- 
lieved, has saved the insurance compa- 
nies a large sum of money. It is under- 
stood that the insurance on the ware- 
house and contents, including the Fran- 
kel merchandise, amounted to several 
hundred thousand dollars. Powers, Kap- 
lan & Berger are continuing their in- 
vestigation in co-operation with United 
States Attorney George Z. Medalie, the 
customs authorities and the police. 





DEMAREST OPENS OFFICES 

Eugene E. Demarest, who has been 
connected with the agency department 
of the Great American, has resigned and 
entered the general insurance field for 
himself by opening two offices in New 
Jersey. 





LUDLUM SAILING SOUTH 


Clarence A. Ludlum, former vice-presi- 
dent of the Home of New York, is sail- 
ing tomorrow for Fort Lauderdale, Fla., 
for a winter vacation away from the as 
yet unarrived but still expected cold 
weather in New York. 








$4,000,000 CAPITAL 


$13,036,735 POLICYHOLDERS’ SURPLUS 


$19,355,569 ASSETS 


LOSSES PAID SINCE ORGANIZATION $73,088,808 


The HANOVER FIRE INSURANCE COMPANY of New York Charles W. Higley, Pres. 
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|Spilt milk will cause no weeping § 
but claims for personal injuries may - 
‘unless the property owner has 
Residence Liability insurance. 


The AMERICA FORE GROUP of Insurance Companies 


THE CONTINENTAL INSURANCE COMPANY FIDELITY-PHENIX FiRE INSURANCE COMPANY NIAGARA FIRE INSURANCE COMPANY 
AMERICAN EAGLE FiRE INSURANCE COMPANY FIRST AMERICAN FiRE INSURANCE COMPANY MARYLAND INSURANCE COMPANY OF DELAWARE 


ERNEST STURM, Chairmen of the Boerds 
Eighty Maiden Lane, €@ PAUL L. MAID. President “~ New York,N.Y. 
i : THE FIDELITY AND.CASUALTY COMPANY ; 
ERNEST STURM. Chairinan of the Board 
WADE FETZER. Vice Chairman 
PAUL L. HAID. President 
SAN FRANCISCO — DALLAS _ MONTREAL 
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Optimism Prevails At 
Ohio Farmers’ Meeting 


BUSINESS VOLUME MAINTAINED 





Financial Statements Show Assets of 
$4,312,678 for Fire Company and 
$743,011 for Indemnity Company 





Old man optimism was honor guest at 
the annual meeting of the Ohio Farm- 
ers in LeRoy, Ohio, on last Tuesday and 
Wednesday, when President F. H. Haw- 
ley announced his entire satisfaction 
with the 1931 operations of the company 


in the face of generally discouraging 
conditions. About 150 local agents were 
present. 


Security valuations have struck the 
hardest blow to the Ohio Farmers state- 
ment for 1931, for even Federal Gov- 
ernment bonds, which are strongly rep- 
resented in portfolios of both the Ohio 
Farmers and Ohio Farmers Indemnity, 
have depreciated in the market as of 
December 31, 1931, the date of the an- 
nual statement. 

Vice-president D. W. Crane also com- 
plimented the agents for their splendid 
efforts in maintaining volume and clear- 
ing up balances. Most of the depression 
is past and paid for, he said, leaving the 
future bright and unmortgaged. 

Charles Robinson of Gallipolis, presi- 
dent of the Ohio Farmers Agents As- 
sociation, acknowledged the presence of 


disquieting agency problems but, he 
said, “No problems are impossible of so- 
lution when we, as agents, receive the 


kind of help and cooperation we have 
learned to expect from the officers of 
the Ohio Farmers.” 

Development of Auto Lines 

Assistant Secretary Jean C. Hiestand 
spoke on “Write Automobile Insurance.” 
In his remarks he complimented the 
agents on the splendid increase in vol- 
ume of automobile business which they 
had produced in 1931, particularly in 
connection with the indemnity company, 
and on their careful selection of risks 
as reflected in the favorable loss ratios 
on the various classes of automobile 
business. He then briefly outlined the 
different classes and coverages of auto- 
mobile and inland marine business writ- 
ten by the Ohio Farmers and discussed 
the relative desirability of each. 

Tremendous undeveloped possibilities 
in automobile insurance were brought 
out in a discussion following Mr. Hies- 
tand’s remarks, and a continued growth 
in this business is expected by the Ohio 
Farmers. 

C. D. McVay, general counsel, dis- 
cussed two important questions arising 
in automobile liability claims. 1. The 
liability of the driver of an automobile 
to persons riding with him. 2. The lia- 
bility which the law imposes upon any 
public board or municipality. 

“In most jurisdictions in this country,” 
said Mr. McVay, “the driver of an au- 
tomobile owes the same legal duty to a 
person occupying the car with him that 
he owes to any pedestrian or the occu- 
pant of every other vehicle on the high- 
ways. And in a state which has a rule 
such as obtains in the courts of Ohio 





the slightest evidence tending to prove 
that the driver of the car did not use 
due care in the operation of it will make 
a prima facie case of negligence against 
him, and may result in his being held 
liable for injuries sustained by persons 
riding in his car who themselves have 
been in the exercise of ordinary care 
fer their own safety. 

“With a few notable exceptions judges 
throughout the country who have had 
to deal with the matter have felt com- 
pelled to apply the same rules of law 
to guest cases that are applied to other 
cases, holding that the mere relation of 
the parties does not change the duties 
imposed upon the driver, and that if 
change is to be made it is a question 
for the legislature. 

“What I have to say in connection 
with the subject of liability of a mu- 
nicipality or other public body, such as 
Boards of Education and County Com- 
missioners, is limited to the state of 
Ohio. 

“It has been the rule in Ohio for a 
long time that a municipality is not 
liable for the negligent acts of its agents 
or servants while engaged in functions 
of a municipality which are purely gov- 
ernmental. It follows that a munici- 
pality is not liable for injuries occa- 
sioned by vehicles that are engaged in 
the police service, fire fighting service 
or in street improvements, or in any 
other capacity in which the municipality 
acts in doing the things which it must 
do in a governmental way. 

“However, whcre a municipality en- 
gages in a proprietary or private ca- 
pacity, such as the operation of a public 
light plant or a water works plant, it 
may be heid liable.” 

Advertising was thoroughly discussed 
under the leadership of H. V. Chapman, 
advertising manager. “Modern advertis- 
ing,” he said, “is so young that it has 
not nearly reached ‘full development. 
This is true not only of fire insurance 
advertising but of all advertising. 

“Consequently, it is necessary to at- 
tack each advertising task as a new 
problem and to solve it, with the aid of 
the comparatively limited experience of 
the past, by study, tests, and experi- 
mental development.” 

Various advertising media were de- 
scribed and evaluated from the local 
agency viewpoint. 

Financial Statement 


The statement of the Ohio Farmers 
read at the eighty-fourth annual meet- 
ing on Wednesday morning by Vice- 
President Crane, revealed assets of $4,- 
312,678 and a surplus of $1,005,208. For 
the indemnity company were shown as- 
sets of $743,011 with capital of $200,000 
and surplus of $164,036. 

The Ivy Trophy, valued bronze statue 
of the Old Man on the Fence, was 
awarded to the Southeastern district of 
Ohio by A. I. Vorys, director of the 
company, in an impressive address in 
which he spoke of the splendid work of 
Ohio Farmers agents in that division. 
They led agents in the other divisions 
in the contest to increase premiums and 


‘ decrease the loss ratio. 


New officers of the Ohio Farmers 














Franklin W. Fort 

















Fire Reinsurance ‘Treaties 


Baltica Insurance Co., Ltd. 
Eagle Fire Insurance Company (New Jersey) 


18 Washington Place, Newark, N. J. 








(Denmark) 


Thomas B. Donaldson 





Action Taken By Washington 
Underwriters Association in 1931 


The Underwriters’ Association of the 
District of Columbia held its seventeentb 
annual meeting last month in Washing- 
ton. A. W. Howard, chairman of the 
governing committee, delivered his re- 
port and cited the following as the prin- 
cipal actions during 1931: 

Principally the adoption of a builders’ 
risk reporting form of cover; an aver- 
age rate over the completed and uncom- 
pleted portions of fire resistive buildings 
in course of construction, for a period 
of five years or more, rule to be appli- 
cable after second year of construction; 
the elimination of the inspection of oil 
burners by the Association due to the 
rigid supervision of these installations by 
the District authorities; a revision of the 
dwelling, apartment dwelling, and store 
and dwelling warranties and _ limiting 
clauses; the adoption of the new central 
traction and lighting bureau schedule for 
rating power houses, etc.; a revision of 
the rules pertaining to cold storage, also 
a new inherent explosion clause; the ex- 
tension of general minimum rates, soon 
to be put in force; the approval of term 
rates, similar to completed buildings, for 


buildings in course of construction; the 
granting of permission to pass at the 
building rate torms covering buildings in 
course of construction which include the 
word ‘contents,’ when such permission is 
specifically noted in connection with the 
promulgation of the rate, the understand- 
ing being that these are contents (not 
including merchandise) belonging to the 
owners of the building which may be 
moved in as the property approaches 
completion. Likewise the granting of a 
5% allowance for the A. D. T. Tour Sys- 
tem in a building in course of construc- 
tion, providing the system is extended 
to cover all portions of the building as 
the construction progresses; and finally, 
a supplemental contract covering loss 
caused by explosion (inherent or mali- 
cious), fire resulting directly from riot 
and/or civil commotion regardless of the 
number of persons participating, air- 
planes, dirigibles and/or other aircraft 
or objects falling therefrom, may be used 
in fire policies where the charge for such 
supplemental contract is included in the 
promulgated rate and so noted on the 
rate card and when approved. 





AMERICAN EQUITABLE CHANGE 

The American Equitable of New York 
is now represented in Canada directly 
by Corroon & Reynolds, Inc., of Can- 
ada instead of by J. E. Clement, Inc. 
The head offices of the company in Can- 
ada are located in the Insurance Ex- 
change Building at Montreal. Jacques 
Marchand is Canadian chief agent and 
manager of the companies, and also vice- 
president of Corroon & Reynolds, Inc., 
of Canada. 





Agents Association elected at the meet- 
ing are: P. K. Tadsen, Port Clinton, 
president; Claude Canfield, Chardon, 
vice-president; Frank E. Kirkpatrick, 
Columbus, re-elected secretary-treasurer. 

Executive committee members are: 
Paul Fritzinger, Ashland; S. Milton Mc- 
Kay, Zenia, and H. S. Boynton, Toledo. 
Morris Taylor, Hamilton; G. G. Denton, 
Mt. Gilead, and R. L. McClure, Cherry 
Fork, are on the resolutions committee. 
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Purely an Agency Company 


Sussex, Finn, 











Cash Capital $1,000,000.00 


ComPany: 





HONOR SYLVESTER R. HOWARD 

Sylvester R. Howard, state agent in 
New Jersey for the North British & 
Mercantile, was last week given a re- 
ception by home office executives, asso- 
ciates and field men at 15 William Street 
in connection with the celebration of his 
twenty-fifth anniversary with the group. 
He was presented with a handsome wrist 
watch as a memento of the occasion. 
Among those present were A. R. Thom- 
masson, assistant U. S. manager; Secre- 
tary Percy Ling; General Agent Robert 
T. Stewart and Assistant General Agent 
George T. Duxbury in charge of the mid- 
dle department; General Adjuster W. F. 
Barton and Secretary Robert Newboult. 


AGENTS SEEK RECEIVERSHIP 

Mullin Acton Co. of San Francisco. 
well-known general agents, has applied 
for appointment of a receiver after fail- 
ure of negotiations to meet the com- 
pany’s financial situation. The compa- 
nies represented in the agency include 
the Eastern Underwriters, New Bruns- 
wick, Washington Underwriters, Hamil- 
ton, American Indemnity, Independence 
Indemnity, Pacific Employers, Federal 
Union, Rocky Mountain Fire, New Ha- 
ven Underwriters and Prudential of 
Great Britain. Agents of several of the 
companies are now dealing direct with 
the offices of other companies in their 
groups. Cravens, Dargan & Co., Pacific 
Coast general agents of the Camden and 
other companies, are now California gen- 
eral agents of the Eastern Underwriters’ 
department of the company. 


CINCINNATI EXECUTIVE DIES 

Edward H. Ernst, secretary-treasurer 
of the Cincinnati Equitable Fire, died 
last week in his home in Cincinnati, age 
seventy-two years. He had been ill for 
two years. Mr. Ernst was one of the 
organizers and first president of the Uni- 
versity Club of Cincinnati and was _act- 
ive in other affairs in the city. He is 
survived bv his widow and his daugh- 
ter, Miss Katherine Ernst, president of 
the Junior League of Cincinnati. 
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LOYALTY GROUP 


TRUE OPTIMISM 


True Optimism is Faith; Faith in Humanity; Faith in the Nation; Faith in its Institutions: 
Faith in Yourself: Faith in the Present: and Faith in the Future. 

False Optimism is Hope based on Desire. 

Pessimism is compounded of lack of Faith in all that True Optimism is founded upon. and is acknowledg- 
ment of unbelief in self. too often coupled with the wish to profit through the misfortunes of others. 

History. that Just Judge of Humanity. reads the record and inexorably records the verdict. 

The Verdict is. always has been. and always will be that True Optimism is justified and its results proven. 
that False Optimism cannot last because of its unsound foundation: and that Pessimism cannot prevail. but 
must ever fail because of its inherent untruth and viciousness. 

History records that the world progressed. and was in every way better and more prosperous in the year 
100 than in the year 1 A. D.. History records that the world progressed. and was in every way better and 
more prosperous in the year 1000 than in the year 100 A. D.. History records that the world progressed. and 
was in every way better and more ey in the year 1900 than in the year 1000 A. D.. and History will 
continue to record the progress of the world. and this record will show the year 2000 in every way better and 
more prosperous than the year 1900 A. D. It is reasonable to believe, and it is wise to believe, and 
most people do believe that the year 1931 will be in every way better and more prosperous than the 
year 1930. Voice, therefore, your belief by word and act and aid it to come true in fullest measure. 

Almost two thousand years ago a wise teacher and leader of men said: 

‘*‘Now Faith is the substance of things hoped for, the evidence of things not seen". 
Today Faith is as then. Today, as then, True Optimism is Faith. Thinking men must be and are True Opti- 
mists. That individuals have suffered misfortunes in the past and many have succumbed. and that individuals 
will suffer misfortunes in the future and more will succumb. cannot be denied, but such misfortunes. however 
hard for the individuals, are after all individual misfortunes and will not. in fact cannot stay the world march 
of progress and prosperity. 

Do not be ashamed of your True Optimism, and do not be afraid to express it because you 
fear some pessimist may ridicule it and tell you that some day he will say ‘‘I told you so’’. Have 
courage and make known your True Optimism by voice and deed; make known your Faith in 
Humanity; make known your Faith in your Nation; make known your Faith in the Future; 
make known your Faith in Yourself; and make known your Faith that the tide has turned and 
that Prosperity has its hand stretched to knock at the door, and will surely enter if we but heed 
it, instead of harkening to cowardly fear. 

NEAL BASSETT, President. 
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NEAL BASSETT, President 
JOHN KAY, Vice-President and Treasurer A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


FIREMEN’S INSURANCE COMPANY OF NEWARK, NEW JERSEY 


NEAL BASSETT, Chairman of Board 
HENRY M GRATZ, President JOHN KAY, Vice-President A. H. HASSINGER. Vice-President 
WELLS T BASSETT. Vice-President ‘ ARCHIBALD KEMP, 2d Vice-President 


THE GIRARD FIRE AND MARINE INSURANCE COMPANY 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT. Vice-President ARCHIBALD KEMP. 2d Vice-President 


THE MECHANICS INSURANCE COMPANY OF PHILADELPHIA 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP, 2d Vice-President 


NATIONAL-BEN FRANKLIN FIRE INSURANCE CO. OF PITTSBURGH, PA. 


NEAL BASSETT, President 
JOHN KAY, Vice-President A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President ARCHIBALD KEMP. 2d Vice-President 


SUPERIOR FIRE INSURANCE COMPANY 


NEAL BASSETT, Chairman of Board 
WwW. E. WOLLAEGER, President JOHN KAY, Vice-President A. H. HASSINGER, Vice-President 
WELLS T. BASSETT, Vice-President ; ARCHIBALD KEMP, 2d Vice-President 


THE CONCORDIA FIRE INSURANCE COMPANY OF MILWAUKEE 


CHARLES L. JACKMAN, i NEAL BASSETT, Vice-President 
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Persistent Advertising Reaches 


Prospects Who Are Worth Getting 


By Horace V. Chapman, 
Advertising Manager, Ohio Farmers 


Advertise persistently was the message 
delivered to the agents of the Ohio Farm- 
ers last week by Horace V. Chapman, ad- 
vertising manager of the company, at the 
annual convention of the agents’ associa- 
tion at LeRoy, Ohio. Mr. Chapman ts one 
of the leading insurance advertising men 
of the country and his talk last week has 
many points of real value to producers. 
Those agents who follow his suggestions 
are likely to obtain real money value for 
their expenditures for publicity. Mr. 
Chapman's address in pari follows: 

Advertising is the art, science and busi- 
ness of creating a favorable acceptance 
of, demand or desire for, any worthy ob- 
ject or service. 

What is the best kind of advertising? 
There isn’t any best form for all times 
The best advertisers have 
and 


and all things. 
always experimented 
tested to discover the advertising that 
got the best results. All kinds are good 
when properly used. 

Don’t try to cover too much territory 
with a limited amount of money for ad- 
vertising. In your advertising, don’t 
claim too much, There may be other 
good insurance men and other good in- 
surance companies. Extravagant claims 
are not always believed. 

Repetition a Strong Factor 

Repetition is a strong factor in adver- 
tising. By the time you get weary of 
your own sales arguments, they are just 
beginning to percolate into the other fel- 
low’s consciousness. Keep at it. 

You can afford to do some repeating 
in your advertising because, you know, 
advertising does not work at tremendous 
speed. It does not jerk; it pulls. It re- 
quires reasonable time. 

It will help your advertising if you use 
short simple words and phrases. There 
is no need to make things complicated. 
Use familiar words and phrases. They 
stick in the minds of your prospects bet- 
ter than jaw-breakers. But of course 
you do not want to go to an extreme and 
use old hackneyed phrases. 


and studied 


Now I lay me down to sleep, 

| pray the Lord my soul to keep. 
If he hollers let him go, 
Keenie, meenie, miney moe. 

Sclect words that will mean what you 
want them to mean to your prospects. 
The insurance business is full of words 
and phrases which are full of meaning to 
insurance men but which are sometimes 
not in the vocabulary of the average man. 
An active business man of superior in- 
telligence was asked the other day what 
he understood by the word “mercantile” 
as used in fire insurance. He answered 
that he supposed that it applied to stocks 
of goods for sale, and to that only. 

Persistence Pays 

When you start advertising, keep at it. 
Persistence pays. Bruce Barton says: 
“You can’t advertise today and quit to- 
morrow. You're not talking to a mass 
meeting You're talking to a parade.” 

The parade is made up of those who 
are growing up and becoming property 
owners; those who are acquiring addi- 
tional property for ‘which they need in- 
surance; those who come into the com- 
munity; those who have become dissatis- 
fied with their present insurance agency 
and are just awaiting a cordial invitation 
to take their business elsewhere; those 
who have not carried insurance but who 
are gradua!ly won over to the idea; and 
others. 

Watch your competitors. See what 
they are doing in their advertising. Then 
do something different, If your compet- 
itor uses white paper, use pink. If he 


uses square newspaper advertisements, 
use long, skinny ones. 


If he gives away 





HORACE V, CHAPMAN 


pencils, give away erasers. Of course, I 
don’t mean to do freakish things. But 
you can avoid doing what vour compet- 
itors are doing—avoid copying—and keep 
freshness and newsyness in your adver- 
tising. 

Plan your advertising. Plan it after 
making a study of conditions in your 
agency and in your locality. Decide how 
much money you are going to spend. 
Choose the people you want to reach. 
Make up your mind what you want to 
tell them, how often, and what results 
you want. Then pick out a form of ad- 
vertising that will help you get those re- 
sults. 

After advertising, see your people to 
make sure you get the desired results, 
for advertising can only be expected to 
do part of your work. You must do the 
final selling. You must be persistent in 
calling upon your prospects. 


Newspaper Advertising 


If you have a fairly large sum of mon- 
ey to spend for advertising and want to 
reach most of the people in your town 
and district, use newspaper advertising. 

The advantages of newspaper advertis- 
ing are: You can reach many people, 
whose names and addresses you do not 
know, frequently, quickly and at very 
small cost per person. Say something 
interesting; have it printed in an attrac- 
tive way so it will gain attention; change 
your message frequently. 

The disadvantages of newspaper adver- 
tising are apt to be: Fairly high cost; 
and the relatively small amount of at- 
tention you can get for your individual 


advertisement. So many others want 
their share of attention, too, ; 
3illboard or poster advertising, like 


newspaper advertising, will help you to 
get your message to a great many peo- 
ple, over and over again. Usually, how- 
ever, the message must be very short be- 
cause it must be seen by people who are 
passing by, sometimes at fifty miles per 
hour. It usually is impossible to change 
your messages frequently. The cost of 
such advertising varies because of the 
size of the sign, the desirability of the 
location, and the quality of workman- 
ship in it. In some cases you can buy 
the sign or have it put up and you as- 
sume the responsibility for maintaining 
it. In other cases you pay a monthly 
rental, so that the sign will be repainted 
at intervals, repaired when some hunter 
shoots holes in it or when wind blows it 
down or some other accident happens. 
Direct mail advertising is entirely dif- 


ferent from either of these others. Di- 
rect mail advertising can be sent to just 
exactly those you want to reach if you 
know who they are. It’s a form of sharp 
shooting. 


Direct Mail Ads 


To use direct mail advertising start 
with an accurate list of names of those 
you want to reach. This is one of the 
most important things to do. Starting 
with an accurate list of those who can 
reasonably be expected to do business 
with you, keep the list accurate. 

But don’t think of it merely as a list. 
Think of it as a group of people you 
want to communicate with. At intervals 
send them letters, folders, blotters, cards, 
telling them what you want them to 
know. In every letter or mailing tell a 
pretty complete story. Try to get ac- 
tion of some kind. Decide upon what 
action you want—the mailing of a reply 
card asking you to call, a visit. to your 
office, a telephone call—something—and 
try to get action. But don’t leave it at 
that. Follow up with more mailings or 
personal solicitation. If there was reason 
for putting the name on your list in the 
first place, leave it on long enough to 
do some good. Leave it on until there 
is some reason for taking it off. 

The cost of direct mail advertising can 
be controlled. You can use as large or 
as small a list to start with as you want 
to. You can spend a lot or a little on 
each mailing. And you can send to cer- 
tain parts of the list different mailings 
from other parts, so as to reach them 
with just the message that fits. 


Window Advertising 


Window advertising is a form some of 
you can use and others cannot because of 
the location of your offices. If you have 
a street-level show window, put it to 
work advertising your agency. Such ad- 
vertising is not quite as valuable to fire 
insurance men as to grocers because peo- 
ple rarely pop into a fire insurance office 
to buy half a dozen policies just because 
they saw some good-looking ones in the 
window. Nevertheless, you can get lots 
of benefit from an attractive window and 
tie important insurance sales points right 
up with your office location. Various 
companies have window display material 
which they give or loan to agencies. 
With a little care and time you can 
yourselves arrange and decorate very at- 
tractive windows. -I highly recommend 
the use of color, light, and motion in 
your windows wherever it is possible. 

There is a general head of novelties 
which is an inaccurate term but one that 
is widely used. A calendar or a ther- 
mometer is hardly a novelty, neither is 
a letter opener, but they are often called 
novelties. One manufacturer of such 


‘things speaks of them as remembrance 


advertising. 

Novelties usually have no connection 
with the business you are in or the serv- 
ice you sell. They are usually articles 
of some merit, designed to be put to 
some useful purpose by the recipient, and 
they bear your name and address. In 
cost they range from a fraction of a cent 
each to any amount you want to name. 
They may be distributed in many ways: 
handed out in person to those you want 
to impress your name and business upon, 
either casually or at some special time, 
as an anniversary, county fair, business 
club luncheon, or as mementoes of some 
outstanding occasion. 

You can run a contest of some kind 
aud give them as prizes. But if you do. 
look out for laws governing lotteries. 
They are very strict and somewhat illog- 
ical. You can give little things to your 
customers when you deliver a policy or 
when they pay their bills. You might 
try giving something especially nice 
when a customer gives you the names of 
some of his friends as prospects. 


Writing Letters 


Some agents successfully use every 
possible excuse to write letters to friends 
or strangers. From your newspaper you 
can clip dozens of articles and, using the 
information in them, write to those who 
have just moved to town, welcoming 
them, and offering your services ir the 
transfer of their insurance. Congratulate 


newlyweds and the parents of 
babies. 

Find occasion to write to your clients 
even though their accounts are paid up. 
Thank them for doing business with you 
and for recommending your agency to 
their friends. Thank them, even though 
you give them their full money’s worth 
in insurance and service. 

Programs, booklets and other irregular 
advertising mediums are usually not 
worth their cost. In fact, many com- 
munities have a chamber of commerce or 
board of trade, the members of which 
have agreed never to place advertising 
in such things unless they have first been 
approved by the central committee. The 
weakness of such things is that they are 
casual and semi-charitable schemes. They 
may well be worth while as charities 
If you want to support them do so and 
charge the expense to charity. From the 
advertising standpoint they are often 
worthless, 

Motion picture theatres offer the op- 
portunity of running advertising slides, 
short motion picture films, and sometimes 
of painting display advertisements on 
curtains. The expense varies, but it is 
not usually very much. Their value is 
problematical. People who attend thea- 
tres usually have money to spend and 
their minds may be in a highly recep- 
tive mood. On the other hand, they are 
present for entertainment and sometimes 
resent having advertising messages 
forced upon them. 

The same applies to radio advertising 
Just a few local agencies are situated 
where a local radio station can be of 
some use to them. But more and more 
there seems to be resentment on the part 
of the public against radio advertisers 
who try to cram the claimed merits of 
their products down the throats of peo- 
ple who are hungry for entertainment. 


new 





NEWARK FIRE LOSSES DROP 


Decrease of Over $400,000; Local Under- 
writers Contend Weather Is Partly 
Responsible 

With the issuing of the fire losses of 
Newark for the last six months of 1931 
by the Underwriters Protective Associa- 
tion, a substantial decrease is shown 
over the same period of 1930. The total 
fire losses for the last half of 1931 are 
given as $441,946 while for the same pe- 
riod of 1930 they totaled $807,495. 

Covering a period of five years for the 
last half of each year, there has been 
a steady decrease in losses in Newark. 
The enormous drop for the 1931 period 
is attributed by local underwriters partly 
to the weather, as November and De- 
cember are the two months in which 
furnaces and other heating apparatus are 
started for the winter. The latter half 
of 1931 was extremely mild and while 
all heating apparatus was in use there 
has been no occasion for overheating, 
which is responsible for so many fir: 
losses among dwellings. 

The month of December of 1931 in 
comparison with the same month for the 
past five years has shown the lowest 
fire loss ratio, the estimated fire losses 
for that month being $30,240. Losses of 
other months for the last half of the 
year are as follows: November, estimat 
ed, $53,590; October, estimated, $28,772; 
September, $50,955; August, $99,194; 
July, $179,195. : 





LOWER FARM COMMISSIONS 


Efforts to reduce commissions on farm 
fire insurance business were taken last 
week by the Farmers Underwriters As- 
sociation at St. Charles, Ill. W. N. 
Achenbach, Western manager of the 
Aetna (Fire), was elected president; F 
H. Cornell of the Home, vice-president, 
and Charles F. Thomas, secretary-treas- 
urer. Instead of the present maximum 
of 25% commission on farm risks steps 
are being taken to reduce this maximum 
to 20% effective January 1, 1933. This 
expected change is being sought because 
of the continuously unprofitable results 
gained from farm underwriting. Manv 
companies are already paying only 20% 
in the West even with the present 25% 
maximum. 
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Saat Genes 


= contact... 


with profit for you 


To the aviator “contact!” means “ready to go!’ Action follows instantly. 
The motive power is given its first turnover .. . the aviator takes off . . . alone. 
To the L. & L. & G., however, “contact’’” means more than mere provision of 
facilities . . . more than the mere turning over of ‘motive power” to you. The 
L. & L. & G. takes off with you on your exploration of new premium fields. 
In your own territory are lines that are often overlooked or undervalued... 
Use and Occupancy, Rental Value, Explosion . . . lines that demand a slightly 
different approach. L. & L. & G. specialists render cooperative assistance 4 





f in the development of those lines . . . help you to analyze your market... fy, 
assist you with your first “contacts” so that they will mean profit for you. - 


150 WILLIAM STREET... :. . =.) WEW YORK, Rae. 
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TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 








In pioneer American times, and before 
the invention of the rip or circular saw 
driven by water power and before the 
invention of the steam engine, all frame 
construction was slow- burning, not be- 
cause the pioneers had any idea of fire 
protection engineering in their minds, 
but because they could not help them- 
selves. The large trees taken out of the 
primeval forests had to be laboriously 
cut down by axes and then more labori- 
ously cut to the necessary size, and 
“planed,” by what was known as an adze, 
which process is still followed to a very 
small extent in some sections in fashion- 
ing railroad ties. 

These adze men, now practically ex- 
tinct, would perform standing on a log, 
and working their adzes toward their 
bodies. This looked, and was, danger- 
ous. I have seen thousands of these 
adzed timbers in old houses in New 
York State. It is surprising how accur- 
ately they “planed” these surfaces with- 
out a carpenter’s “level.” 

This is just as wonderful as the “rule 
of thumb eng rineering” the constructors 
of the old suspension principle “covered 
bensaee showed, which still survive all 
ver the rural section of New York State 
and carried the oxen drawn vehicles, 
then the horse-drawn loads, and later in 
some cases the trolley cars and still la- 
ter the added automobile weight. This 
is true generally, but in the case of the 
Lansingburg-Waterford bridge, across 
the Hudson, which was destroyed by fire 
about twenty years ago, I have person- 
ally witnessed the transition from horse- 
drawn vehicles to trolley cars, added. 
Then later auto traffic was added and 
the bridge was carrying these three com- 
bined unwaveringly. I might add _ that, 
built before the War of 1812, it witnessed 
the crossing the Hudson by the U. S. 
Army on their way to northern battle- 
ficlds. It survived all the changes but 
had to burn through some fool’s lighted 
cigar or cigarette. However, to get back 
to where we started, the adzemen have 
become scarce, and when a rich man 
who built a colonial home at Saratoga 
in 1923 wanted to have the timbers in- 
side finished “adze style,” in imitation 
of the colonial interiors, he had to ad- 
vertise all over the United States to have 
this work done, and succeeded in getting 
only two or three old men capable of 
doing this. 

Referring to first part of above: the 
pioneers built “slow-burning,” because, 
while they had wonderful raw material, 
in big sizes, they did not have the ma- 
chinery or tools to reduce the size, which 
was changed when the power-driven saw 
and plane were introduced. Nor did they 
have nails, unless iron was at hand which 
could be smelted, and then hand fabri- 
cated in hand power forges into nails, so 
called hand-wrought nails, which were 
a luxury. 

So they used tough wooden spikes or 
“pins” to connect their frames, beams or 
bridge timbers, and these pins would last 


forever. They were better than nails, 
which allowed little for shrinkage, and 
or come loose with the drying or shift- 
ing of the timbers. So a lot of enthusi- 
asm for and praise of the pionecr build- 
ers is not really deserved, as they were 
forced to build “slow-burning” and last- 
ingly through conditions, and not be- 
cause they wanted to build that way. 

One often hears: “Yes, they built for 
the future generations, and to last a hun- 
dred years. Not like nowadays, when 
frame houses are quick fire construction 
and built for thirty years or so only.” 
They did build well as a fact, but are not 
entitled to all this praise, for they had 
to build as they did and not because they 
were thinking of future generations, or 
sentimentalizing. It would be foolish 
nowadays to build to last more than thir- 
ty years on account of rapidly changing 
conditions in cities and towns and vil- 
lages, both as to neighborhood and real 
estate values. 

Why, we have here in New York been 
tearing down and rebuilding even fire- 
proof buildings only ten years old. In 
a lecture at a summer meeting of the 
Old Association at Frontenac, N. Y., my 
brother, the architect Henry F. Horn- 
bostel, back in 1908 predicted that most 
of the fireproof buildings downtown in 
New York would be torn down and re- 
placed by bigger, better and higher build- 
ings within twenty years to increase the 
rental returns to a sum that would make 
the ownership of the ground, rising 
greatly in value, a profitable investment. 
All of which he prophesied correctly, al- 
though we thought he was wrong at the 
time. 

- as 

Why Build Permanent Structures? 

What sense would there have been in 
building the Belmont Hotel to last for- 
ever, or even a hundred years, when 
about thirty years after it was built it is 
torn down to make way to a forty story 
mercantile and office building? This il- 
lustrates the point better than anything 
I can think of just now. Or what sense 
would there be in building a frame dwell- 
ing to last one hundred years in a sec- 
tion that thirty years after becomes a 
mercantile or manufacturing section or a 


disreputable dwelling section? “I ask 
you.” 
* * * 
Some Objectionable Types of Traveling 
en 


You can always tell the new “fresh 
guy” traveling man in any hotel or in 
the railroad trains, by the loud talking 
he does. He seems to want to let the 
whole world know his business and that 
he is in our midst. I have known that 
kind to have themselves “paged” in a ho- 
tel, just because the sound of their name 
was sweet to them and because they 
thought it good advertising. This always 
evokes a tolerant smile among real, sea- 
soned traveling men, but the other part 
of the public puts us all down as a lot 
of noisy low-brows in consequence. 


Likewise, God preserve us from the 
presence of a “boss” lecturing his sub- 
ordinate, or dispensing sales talk in a 
public restaurant, in a loud, peppy, “sign 
on the dotted line” manner. His subor- 
dinate, poor devil, can’t help himself, but 
we sometimes loudly hint that silence 
would be a very refreshing thing, or that 
he should go and hire a hall, and charge 
admission, but that certainly we would 
not pay to hear a lot of drivel. We 
accomplish this by indirection. That is, 
we address each other in a loud man- 
ner imitating his best “boss” style ma | 
his best sales talk, with some frills an 
stunts added and this usually gets over, 
unless the ass is so immersed in his sense 
of his importance that he takes this sar- 
casm as a compliment. 

If nothing else helps we all talk loud 
at the same time, or whistle or sing, or 
have the loud speaker of the radio turned 
on. But nothing short of being fired out 
or struck by lightning would stop one 
of these blots on civilization. Usually 
they wear loud ties, and have their necks 
shaved, or have Rudolph Valentino side 
whiskers, or call every female employe 
“Sister.” 

By the way, I notice that since about 
a year the telephone companies furnish 
their operators in a hotel with a placard 
bearing the operator’s name as Miss So- 
and-So. Note the “Miss,” which is a 
delicate hint to this kind of cattle that 
the lady is to be addressed as Miss and 
not “Sister,” or “Baby.” This also is the 
kind of man who, henpecked at home, 
uses fine hotel towels to polish his shoes, 
deposits his burning cigarette on a ma- 
hogany bureau, spits on the floor and 
leaves his room looking like a pigstye. 
Also, when he goes to the movies, he will 
plant his knees in the back of your chair. 
In fact, all these qualities are usually 
found in this class of men who are by 
no means confined to any race in our 
cosmopolitan population. The native 
is sometimes worse than the non-Anglo- 
American. 

Life would be a lot sweeter if they 
could be put out of the way. Their con- 
tinuing to exist and functioning and an- 
noying others, reconciles me, sometimes, 
to the idea that death would not be so 
unwelcome, as it would eliminate nec- 
essary contact with them. As Petronius 
said in a letter to the Emperor Nero in 
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Sinkiwiecz’s great novel, “Quo Vadis,” 
very popular thirty years ago, when Ne- 
ro had sent his emissaries to him order- 
ing him to commit suicide, as he had of- 
fended him, “Death is sweet to me, for 
then I will not have to listen to your 
execrable poetry, or offend my ear by 
listening to your murdering music, or 
listen to your fool talk,” or words to 
that effect. 
. *£ 
Deviation of “Trivial.” 

Talking about the Romans, and to 
show how many things we use they had, 
I have just had my attention called to 
the fact, which I should have known, 
that the word “trivial” comes from the 
following origin: The Roman Forum 
was used to discuss important matters of 
state, religion, politics and what not. Those 
that wanted simply to discuss lighter mat- 
ters and gossip sought a place near the Fo- 
rum Romanum, where three streets camc 
together. In Latin, the name for a place 
where three streets came together was 
tri-via, meaning literally, three ways, 
from which circumstance and fact, the 
words trivialis was evolved, whence by 
abbreviation came the English word 
“trivial.” Interesting (not if, but true). 





PAYS EMPLOYES’ INCOME TAX 
A group of leading British insurance 
offices launched a plan to assist em- 
ployes to meet the income tax demands 
on January 1. In the case of a firm 
adopting the scheme the tax due from 
any member of the staff was paid by 
the firm to be deducted from wages. 
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Great American 
Insurance Company 


Now Dork 


INCORPORATED - 1872 


HOME OFFICE, One Liberty Street, NEW YORK CITY 
WESTERN DEPARTMENT, 310 So. Michigan Avenue, CHICAGO, ILLINOIS 
PACIFIC DEPARTMENT, 233 Sansome Street, SAN FRANCISCO, CALIFORNIA 


POLICIES ISSUED TO COVER 


Fire, Lightning, Tornado, Windstorm, Hail, Explosion, Rents, Commissions, Profits, 
Automobiles, Motorcycles, Leasehold, Marine, War Risk, Hulls, Inland Marine, 
Cargoes, Inland Transportation, Floaters, Use and Occupancy, Registered Mail, 
Mail Package, Tourist Baggage, Sprinkler Leakage, Riot and Civil Commotion, 
Earthquake, Aircraft Property Damage, Aircraft Insurance. 


AFFILIATED INSURANCE COMPANIES 


American Alliance Insurance Co. Detroit Fire & Marine Insurance Co. 


New York, N. Y. Detroit, Mich. 

American National Fire Insurance Co. Massachusetts Fire & Marine Ins. Co. 
Columbus, O. Boston, Mass. 

County Fire Insurance Company North Carolina Home Insurance Co. 
Philadelphia, Pa. Raleigh, N. C. 


Rochester American Insurance Co. 


New York, N. Y. 


Great American Indemnity Company 
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Brownell Gets Warm 
Welcome In Canada 


HAS HAD WIDE EXPERIENCE 





New President of Western Assurance 
and British America Has Wide 

International Experience 

Brownell, new president of the 
Il’estern Assurance and British America, 
and formerly Australian manager of the 
Western Assurance, is one of the best- 
posted men in the world relative to insur- 
ance, has received a most cordial welcome 
from Canadian and United States insur- 
ance men. Tlis work deals with places 
and countries throughout the world. His 
tact, international experience, wide ac- 
quaintance and insurance knowledge ideal- 
ly fit him for his job. An interesting ar- 


E. A. 











BROWNELL 


E. A. 


ticle about Mr. Brownell appeared in the 
current issue of Canadian Insurance. It 
follows in part: 

Commencing at the age of sixteen in 
the insurance business with a general 
agency representing a group of five com- 
panies handling fire, accident and marine 
insurance, Mr. Brownell secured a splen- 
did apprenticeship in the business. Leav- 
nig this agency when he was 23 years 
of age he started with the London As- 
surance Corporation. He served three 
years with the corporation in Melbourne. 
In January, 1906, he was asked to accept 
the position as sub-manager of the West- 
ern Assurance Company in the same city 
and step by step he climbed until in 1912 
he was appointed manager for Australia. 
He has now been transferred to the 
home office of the company at Toronto, 
as president. 


Discusses Australia 


Asked as to insurance conditions gen- 
erally in Australia, Mr. Brownell said: 
“Competition is becoming excessively 
keen, not only with associated compan- 
ies, but of late years representatives of 
Lloyd’ s, have, to put it in the best term 
I know, been ‘picking the eyes out of 
the business.’ In some cases rates have 
been forced to impossible figures, and I 
doubt very much whether Lloyd’s, and 
some others, have made money in Aus- 
tralia in the fire field. 

“Australia’s experience during the re- 
cent hard-time years is somewhat similar 
to Canada’s, both being wheat growing 
countries receiving low prices for that 
product. There has been an extraordi- 
nary number of small dwelling losses. 
The small farm property risk was re- 
sponsible for a great deal of loss last 
year, particularly in the wheat growing 
states. 

“T have every confidence in the future 
of insurance in Australia, especially if it 
could be left alone,” added Mr. Brownell. 

“Left alone by whom?” we asked. 
Mr. Brownell smiled. “By interference, 
undue competition, and government leg- 
islation.” 


Broker Held Not 
Liable for Premium 


MASSACHUSETTS DEP’T RULING 


Only When Broker Expressly Assumes 
Liability Can He Be Held for 


Unpaid Premiums 





The Massachusetts Insurance Depart- 
ment, replying to a request for an opin- 
ion on the responsibility of brokers for 
unpaid premiums, holds that an insur- 
ance broker is not liable to an insur- 
ance company or its agent for a pre- 
mium or an earned premium on a pol- 
icy negotiated by him which he has not 
received from the insured, unless the 
broker has assumed liability therefor by 
an agreement, express or implied, with 
the company or its agent. 

Harold J. Taylor, counsel of the In- 
surance Department, says this in his let- 
ter on the subject: 

“An insurance broker, as defined by G. 

c. 175, s. 162, is the agent of the per- 
son for whom he negotiates a policy of 
insurance, except that for the purpose of 
ti the premium thereon he is by 
eS 2 175, s. 169, the agent of the in- 


surer. (See also G. L. c. 175, ss. 187 B 
187 D.). 

“The general rules and principles gov- 
cerning agency and the liability of an 


agent to third persons for the debts of 
his principal apply to an _ insurance 
broker, unless modified by statute. There 
is no statute, except said section 169, 
that affects the status of an agency of 
this kind or that makes a broker liable 
to pay premiums which he has not re- 
ceived from the insured. 

“It is fundamental that where an 
agent acts for a disclosed principal in 
whose name the policy procured by the 
broker is issued, and under this rule, 
therefore, he is not personally liable on 
the policy as an insurer or for the pre- 
mium thereon to the insurer or its agent. 

“An agreement mapering liability for 
uncollected premiums on the broker may 
be implied from the course of dealing 
and accounting between the broker and 
agent. If, for instance, premiums on 
policies procured by the broker are 
charged to him by the agent without ob- 
jection, or he pays such premiums to the 
agent whether or not he has received 
them from the insured, those facts 
might well be held to show an agree- 
ment by the broker to treat the pre- 
miums as his own debt. The court, in- 
cidentally, in the opinion in the Michel- 
son case, supra, at page 339, refers to 
the fact that the policy in suit was is- 
sued on the broker’s credit and to his 
liability to the defendant for the pre- 
mium.” 


DEATH OF EDWARD R. BUHLER 





Was Veteran Fieldman in Middle De- 
partment Territory; Special of Secur- 
ity of New Haven 
Edward R. Buhler, special agent of the 
Security of New Haven in eastern Penn- 
sylvania and one of the veteran fieldmen 
of the middle department territory, died 
last Friday in Washington, D. C., as the 
result of injuries suffered in an automo- 
bile accident. Funeral services were held 
Monday in New York. For many years 
he was special agent in the Middle At- 
lantic states for the Northern of Lon- 
don and enjoyed great popularity among 
local agents and company men. Mr. 

Buhler’s home was in Philadelphia. 
Mr. Buhler was about 60 years of age 
After serving the Northern Assurance 
in the field he went to the home office 
as general adjuster. He left the North- 
ern about five years ago to go with the 
Standard Fire of New Jersey and two 
vears ago became connected with the 
Security. 
EDWARDS MOVES TO NEWARK 
W. N. Edwards, state agent for the 
St. Paul Fire & Marine, has moved his 
headquarters from Philadelphia to more 
commodious quarters in the Essex Build- 
ing, Newark. 





The Law Relating 


to 


Automobile Insurance 


By JOHN SIMPSON 


The new Second Edition cites and analyzes more than 1,000 
automobile insurance cases and contains more than three times 
the amount of text contained in the First Edition. All the Eng- 
lish and Canadian cases are included. 


Every phase of automobile insurance law is covered. The 
statement of the law necessarily includes many of the leading 
principles of insurance law generally. 


Where necessary, the essential facts of each case are stated 


in detail. 


The Second Edition is not a mere digest, but a treatise of 477 
pages, arranged in 21 chapters, containing 380 sections. 


A Table of Cases and a comprehensive analytical Index facili- 


tate reference. 


PART 1 


Automobile Insurance Generally 
Chapter 
I. Constitution of the Contract 
II. Construction of Policy 
III. Reformation of Policy 
IV. Cancellation of Policy 
V. Notice and Proofs of Loss 
VI. Agents, Brokers and Adjusters 


VII. Arbitration, Appraisal and 
Award 

VIII. Extent of Loss and Amount of 
Recovery 


IX. Option to Repair 

X. Representations and Warran- 
ties 

XI. Subrogation 


PART II 


Matters Pertaining to the Differ- 
ent Kinds of Automobile 


Chapter 
XIII. 


XXI. 


Insurance 


Fire Insurance 

Theft Insurance 

Collision Insurance 

Confiscation Insurance 

Transportation Insurance 

Liability Insurance 

Insurance Policies and Bonds 
Covering Public Service 
Vehicles 

Compulsory Liability Insur- 
ance 

Mutual and Reciprocal Com- 
panies and Associations 

Table of Cases 


XII. Actions and Defenses .- Index 
Send Check and Order Blank To 

THE EASTERN UNDERWRITER 

110 Fulton Street New York, N. Y. 
~<- Pe eee ee 3 ee eel ty ey eee eee eee ee 
| ORDER BLANK 
a re 2 ee Cerne ge Te” , 19 
| The Eastern Underwriter Co., 
| 110 Fulton Street, New York City. 
Gentlemen: 
. Please send mic......-..s.. OO ke nctvadkane of the new 


: Second Edition of Simpson on THE LAW RELATING 
, TO AUTOMOBILE INSURANCE, price $8.50. 
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Lawyers Tell Company What They 
Expect From Their Local Agents 


Are Interested in Direct-by-Mail Advertising; Want Agents 
Constantly Alert as to Necessary Coverages, 
Boston Analysis Shows 


Not content with using purely academic 
knowledge when telling local agents what 
they should emphasize in their sales cam- 
paigns the advertising department of the 
Boston and Old Colony companies of 
Boston, R. C. Dreher, manager, inter- 
viewed insurance buyers themselves. From 
these sources the companies learned the 
purchasers’ attitude and in a series of in- 
teresting articles in the Accelerator, the 
companies’ monthly house organ, there 
has been presented to agents the reactions 
of several types of insurance buyers. In 
the last and fourteenth article of this se- 
ries lawyers as assureds are discussed as 
follows : 

Truly, lawyers are in a class by them- 
selves when it comes to selling them in- 
surance. The reason we interviewed 
these professional men was so that we 
might be able to pass on to you their 
individual requirements as to insurance 
agents and insurance services. 

The first man interviewed was a bank- 
ruptcy lawyer. He chose as his agent a 
professional acquaintance, but he also 
favors doing business with a client. His 
first requirement is that the agent be 
trustworthy in addition to qualifying as 
an expert in all forms of insurance. The 
agent must keep in daily touch with the 
assured so that the assured’s personal li- 
ability incurred as the result of his bank- 
ruptcy duties will be at all times ade- 
quately covered. This lawyer’s agent 
must place his business in a company:of 
well-known financial standing, prefera- 
bly one in business for a long period of 
time. His agent must take full charge 
of renewals and in the event of loss he 
must see that a fair and prompt settle- 
ment is made. He is interested in all 
direct-by-mail advertising and reads all 
mail which comes ‘into his office himself. 
This lawyer is not interested in many 
side lines, but feels that he should be 
told about them all by his agent. He 
often asks his agent to explain cover- 
ages to him which have been called to 
his attention by others. 


Second Lawyer’s Requirements 


The second lawyer said that his agent 
must not be a friend, necessarily, but 
rather one who can sell his insurance 
ability to a stranger. The agent must 
represent old “first-line” stock compan- 
ies, and be one who will carefully an- 
alyze this lawyer’s insurance needs. The 
agent must be one who will sell only the 
best coverages available for the premium 
paid, and must render the assured an 
itemized statement on the first of each 
month. He wants his agent to collect 
the premiums promptly and in turn the 
agent must guarantee prompt payment 
of any losses suffered to the entire sat- 
isfaction of the assured. The agent is 
expected to suggest necessary coverages 
as their need appears. This lawyer also 
believes in an agent’s advertising, as he 
feels that advertising proves the agent to 
be progressive and straight-thinking and 
igs who understands business princi- 
ples. 

The third man interviewed chose his 
agent for specialized abilitv and training. 
He gives his agent all of his business 
because he has absolute confidence that 
the agent will keep him fully covered in 
reliable stock companies. The agent 
takes entire charge of this assured’s in- 
surance requirements, and he, in turn, 
relies on the agent’s reliability and trust- 
worthiness in the matter of seeing that 
he is adequately protected. 

The only time this lawyer likes to see 
his agent is when a policy is being de- 
livered and at that time he likes to dis- 
cuss the various coverages which he car- 


_ ties and have the agent answer his ques- 


tions intelligently. The assured is inter- 


ested in all direct-by-mail advertising, 
especially folders. If an agent, other 
than his own, called a new coverage to 
his attention, he would discuss the cov- 
erage with his present agent, and if thor- 
oughly convinced that the protection was 
one which he needed, he would buy it 
from the new agent, feeling that his own 
agent was not on the job, and, therefore, 
losing confidence in him. 
All Believe In Advertising 

The fourth and last lawyer interviewed 
said that his agent must be one who has 
established a reputation for safe and re- 
liable insurance sold in strong stock com- 
panies. The agent must be qualified to 
judge the assured’s needs in regard to 
insurance and then write the proper cov- 
erage to take care of these needs. His 
present agent does not bother this law- 
yer in case of loss, that is, as to the 
amount of recovery desired, but settles 
the loss himself with full regard for the 
assured. 

This lawyer, like the others inter- 
viewed, is a strong believer in advertis- 
ing, but as he is an exceptionally prom- 
inent and busy man, he has his secretary 
“weed out” all direct-by-mail received in 
his office. The material has to be indi- 
vidual and eye-arresting in order to 
reach his desk. He requires his agent to 
give him a periodic record of his policies 
showing the form of coverage, policy 
number, amount, rate, premium and date 
of expiration. 

These lawyers represent a cross sec- 
tion of the city lawyer. The demands 
of small town lawyers are much _ the 
same. Show them that you are qualified 
to handle their insurance requirements 
intelligently and without supervision. 


ALLIANZ 1931 RESULTS 








Large German Company Had Relatively 
Favorable Year; Interest Income 
Better Than in 1930 

General Director Curt Schmitt of the 
Allianz of Berlin recently said that bus- 
iness as a whole in 1931 had been rela- 
tively favorable. Losses ran about the 
same as in 1930. Marine, machinery and 
liability losses showed better results 
than in 1930; farm fire losses, hail and 
automobile results were worse. Premium 
income for German insurance taken asa 
whole would be from 3 to 4% below 
1930. New business fell off about 30%. 
For the Allianz the new business in life 
insurance amounted to about RM 460 
million against 570 million in 1930. At 
the end of 1931 the Allianz will have 
about RM 3.3 billion insurance in force. 

Interest income was even better than 
in 1930. The steady inflow of premiums 
permitted long term investments at bet- 
ter rates than were obtainable for short 
term loans, because the premium income 
provided the means for meeting all cur- 
rent obligations. 


INDEMNITY FIRE REINSURES 

The Merchants & Manufacturers Fire 
of Newark has reinsured the fire lines 
of the Indemnity Fire Co., of America, 
according to an announcement made this 
week. The Indemnity Casualty Co. of 
America has absorbed the latter com- 
pany and assured all of its liabilities ex- 
cept fire. The Indemnity Fire was 
formed in 1929 and at the close of 1930 
had total assets of $215.927. The home 
office was in Philadelphia and the com- 
pany operated in Pennsylvania, New 
Jersey and Delaware. 


AMERICAN MEETING FEB. 1 
The annual stockholders’ meeting of 
the American of Newark will be held on 
Monday morning, February 1, at the 
home office in Newark. 








LARGE FIRES DECLINE 





N. F. P. A. Reports 43 Last Year as Com- 
pared with 68 During 1930; Involving 
Over $250,000 Each 

There were forty-three fires in the 
United States last year involving losses 
estimated at $250,000 each or more ac- 
cording to the conflagration map pub- 
lished in the January number of the 
Quarterly Magazine of the National Fire 
Protection Association. This compares 
with sixty-eight such fires in 1930. Only 
in the South was there an increase in the 
number of so-called large fires. The 
largest fire of the year was that of the 
Buffalo, N. Y., armory, with a loss of 
$5,000,000. There were losses of more 
than $1,000,006 on a ship under construc- 
tion at Newport News, Va., railway shops 
at Altoona, Pa., and a lumber mill at 
Menominee, Mich. The nearest approach 
to a conflagration was the fire on June 
7 at Norfolk, Va., which involved about 
sixty buildings near the waterfront. The 
total loss was estimated at $1,000,000. 
Other near conflagrations occurred at 
Spencer, Ja. and Hopewell, Pa., with 
losses of $800,000 and $250,000 respec- 


tively. 


CAMDEN WINS COURT SUIT 








Salesman Floater Assured Unable to 
Prove He was Victim of Hold-Up 
On Way to Boston 

A verdict in favor of the Camden Fire 
was returned by a jury in the Supreme 
Court of Brooklyn in an action brought 
by Sylvia Sieden as assignee for the ben- 
efit of creditors of Samuel Sisholce, do- 
ing business as the Flora Watch Co. at 
12 John Street, New York City, to re- 
cover on a salesman floater policy issued 
to the assured in June 1930. The as- 
sured claimed that while on his way to 
Boston on the evening of October 20, 
1930, he was held up by two bandits at 
South Sudbury, Mass., about twelve miles 
from Boston, where he was robbed of 
approximately $30,000 in diamonds and 
watches. : 

Counsel for the company produced wit- 
nesses to prove that the assured was not 
at the location at which the robbery is 
claimed to have taken place at the time 
it is alleged to have occurred. Account- 
ants for the insurance company disclosed 
several irregularities and discrepancies in 
the books and records. . 

The case was tried before Justice 
Mitchell May. The insurance company 
retained Davies, Auerbach & Cornell as 
counsel and Canova & Pierce as account- 
ants. The assured was represented by 
former municipal court judge Jacob 
Panken of Panken & Levy. 


HEADS ST. LOUIS AGENTS 

A. L. McCormack, vice-president of 
the Charles L. Crane Agency, on Jan- 
uary 19 was unanimously elected pres- 
ident of the Fire Underwriters Asso- 
ciation of St. Louis, to serve for one 
year. Other officers elected at the an- 
nual meeting are: vice-president, L. E. 
Bright of the Lawton-Byrne-Bruner In- 
surance Agency; secretary, W. D. Hem- 
enway, Jr., of the Insurance Agency Co., 
and treasurer, Chris J. Kehoe of the F. 
D. Hirschberg agency. 


INSURANCE IN FRENCH SCHOOLS 

The L’agent d’Assurances, an insur- 
ance weekly of Paris, reports that prop- 
aganda for the idea of insurance in its 
various branches is now extensively used 
in French schools. The children -are 
given illustrated booklets which the com- 
panies furnish gratis. 


TRAVELERS APPOINTMENTS 

The Travelers Fire has appointed Har- 
old C. Huckvale as manager at Toronto, 
Ont., and DeWitt T. Hobbs as assistant 
manager in charge of the South Bend, 
Ind., territory. Mr. Huckvale was for- 
merly insurance manager of Wood, 
Fleming & Co., Ltd., of Toronto and be- 
fore that served as an inspector for the 
Yorkshire in the Ontario field. Mr. 
Hobbs has been in the insurance busi- 
ness in southern Indiana for the last 
ten years. 











Charges “Still” 





Increases Hazard 


CASE BEFORE SUPREME COURT 





Company Denies Liability on Ground 
That Gasoline Was Used for Pur- 
poses Other Than Specified 





Counsel for the St. Paul Fire & Ma- 
rine argued recently before the United 
States Supreme Court that the use of 
gasoline in connection with the dpera- 
tion of a bootleg “still” increases the 
fire hazard even though the policy con- 
tains a gasoline permit clause for gen- 
eral mercantile purposes. The policy 
was issued, according to James M. Gui- 
her, counsel for the St. Paul, on a build- 
ing occupied as a produce store. Later 
a rider was attached changing the des- 
ignation of the use of the building to 
one “occupied for bottling automobile 
oils, offices and other mercantile pur- 
poses not more hazardous.” 

At the time of the fire it was con- 
tended that the building was being used 
for illegal purposes in the manufacture 
of alcoholic spirits. The counsel for the 
insurance company complained in par- 
ticular of the charge of the trial court 
to the jury that the company could not 
escape liability under the policy, unless 
it established by proof that gasoline was 
kept on the premises by the tenant with 
the knowledge of the insured. The Cir- 
cuit Court of Appeals for the Fourth 
Circuit held, it was stated, that the effect 
of the rider was to eliminate gasoline 
from the prohibited articles warranty, 
and left the question of any increased 
use of gasoline only open under the pro- 
visions of the increased hazards clause 
of the policy. 

It was urged by Mr. Guiher that the 
language of the rider, nor the circum- 
stances under which it was attached to 
the policy, do not admit of its construc- 
tion as a general gasoline permit, allow- 
ing gasoline to be used for the operation 
of moonshine stills. 

Mr. Justice Stone inquired whether the 
use of the building at the time of the 
fire might not be within the term “other 
mercantile purposes” as used in the rider. 
In reply, it was asserted that “the ille- 
gal operation of moonshine stills to pro- 
duce a product which cannot legally be 
sold is hardly within that term.” Mr. 
Guiher also maintained that the use of 
the gasoline increased the hazard. 

The insurance company has no right 
to complain of the trial court’s charge 
relating to the proof of knowledge on 
the part of the insured as to the use of 
gasoline on the premises, it was argued 
by Charles J. Schuck and Carl G. Bach- 
mann, for the insured. The company had 
defended on the ground that the viola- 
tions of the two warranties in the policy 
“were well known to both the respondent 
and her agent,” it was claimed, “and is 
estopped from taking a position with 
the one assumed in the course of the 
trial.” 


LOSS COMMITTEE IN N. J. 

The committee on losses and adjust- 
ments of the New York Board of Fire 
Underwriters has extended its jurisdic- 
tion, for excepted classes only, to that 
part of Hudson County, N. J., lying east 
of the Hackensack River. Classes af-s 
fected are waterfront losses of the types 
enumerated in paragraphs 1-4 of Para- 
graph B of Section 13 of the by-laws. 
The loss committee recently relin- 
quished jurisdiction over New Jersey 
losses. The Globe & Republic of 
America and the Meiji of Japan were 
elected to membership in the New York 
Board. 


DEATH OF S. A. BOULTON 

Sidney Alexander Boulton of London, 
after a long illness, has passed away at 
the age of 76. The London Times re- 
fers to him as “one of the great under- 
writers and builders of Lloyd’s.” Boul- 
ton was elected a member of Lloyd’s in 
1869 and was chairman in 1920 and 1921, 
and in 1923 was elected an honorary 
member in recognition of his services to 
the corporation. 
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Springfield Absorbs 
Greensboro Group 


THREE COMPANIES INVOLVED 


John W. McAlister With the Springfield 
as State Agent; McDavid Special 
in South Carolina 


In annual meeting on Tuesday, Janu- 
ary 26, the stockholders of the Pilot Fire, 
Washington Fire, and the 
Greensboro Fire approved of the trans- 


the George 


fer by reinsurance of the business and 


good will of these companies to the 


Springfield Fire & Marine group of 
Springfield, Mass. There has been a 
tendency during recent years for most of 
the smaller fire insurance companies to 
be absorbed by the larger groups and 
this absorption of the Greensboro com- 
panies has been in line with a prevail- 
ing definite business trend. 

The Springfield is one of the oldest, 
strongest and best regarded fire insur- 
ance companies in the country, is well 
and favorably known in the South where 
it has operated successfully for many 
years and is exceptionally well qualified 
to serve the agents of the Greensboro 
companies and to assume and carry out 
for their policyholders the obligations of 
protection under their policies. 

These Greensboro fire insurance com- 
panies have had an honorable record of 
faithful service to agents arid the insur- 
ing public, and have an honorable place 
in the fire insurance history of North 
Carolina. John W. McAlister, president 
of the three Greensboro companies, will 
be with the Springfield Fire & Marine 
group as state agent for Virginia and 
North Carolina and J. E. McDavid, who 
has represented the Greensboro compa- 
nies in South Carolina for many years, 
as special agent, will continue in that 
capacity with the Springfield. 

The three Greensboro companies had 
a net premium income of about $650,000 
in 1930. They have been operating di- 
rectly only in the Carolinas and Virginia. 





CAROLINA DIVIDEND 


The directors of the Carolina Insur- 
ance Co. declared a semi-annual divi- 
dend of 75 cents a share, payable Jan- 
uary 22. 





Binghamton Committee 
On City’s Insurance 


FAIR DISTRIBUTION IS SOUGHT 





New York State Municipality Wants All 
Reputable Agents to Share in Busi- 
ness to Be Placed 





To assure insurance agents of a fair 
proportion of the coverage on city prop- 
erties and bonds and undertakings, C. A. 
Harrell, Binghamton, N. Y., new city 
manager, recently appointed a commit- 
tee to make a thorough study of the 
present systems of distribution of in- 
surance business. This committee is 
composed Y William L. Lewis, corpora- 
tion counsel; John E. Hogan, city comp- 
troller, and Robert E. Badger, city clerk. 
Members have begun work on their in- 
vestigation and a report is expected to 
be made sometime during the latter part 
of February on the findings. 

Mr. Harrell’s action was prompted by 
the report of the audit of Binghamton’s 
fiscal affairs by State Comptroller Mor- 
ris S. Tremaine last fall, in which the 
method of distributing the city’s insur- 
ance business was assailed. Examiners 
of the state comptroller’s office pointed 
out that the distribution of insurance 
business in Binghamton was unfair in 
that one firm, the Insuring Service Cor- 
poration, of which Ralph T. Boyd, broth- 
er of Norman A. Boyd, mayor of Bing- 
hamton until January 1, 1931, is an of- 
ficial, received 35% of the business. 

Of the total sum of $28,046 paid out 
in insurance and bond premiums during 
1930, according to the report, the insur- 
ance company of which the mayor’s 
brother was an official received $10,778. 
There were 171 payments for city insur- 
ance during the year and of this num- 
ber fifty-eight were to the favored cor- 
poration. 

In commenting on his appointment of 
the special municipal insurance commit- 
tee, Mr. Harrell said: 


Will Confer With Agents 


“T have formed this committee with a 
view also to seeing that the city’s in- 
surance and bond business is equitably 
distributed among the reputable under- 
writing concerns of Binghamton. The 
committee will confer with the special 
committee of the Binghamton Fire & 
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Casualty Club in this matter. 

“The city’s insurance and bond _ busi- 
ness, however, may not be restricted to 
members of this organization, as there 
probably are reputable insuring or sure- 
ty concerns which are not members 
thereof. 

“It is and will be the policy of the 
present city administration to see that 
the city’s insurance and bond business 
is fairly and equitably distributed at all 
times. That is the chief purpose gov- 
erning the appointment of this commit- 
tee.” 


NEW HAMPSHIRE STATEMENT 

The New Hampshire Fire in its sixty- 
second annual statement reports assets 
of $17,450,259 at the close of 1931 com- 
pared with $17,750,177 the year before. 
Net surplus was $6,047,806 after the com- 
pany had set up as a reserve for se- 
curity values $2,325,343. Unearned pre- 
miums were $4,974,184 against $5,212,038 
at the end of 1930. Total receipts for 
1931 were $5,104,706 against $5,653,286 in 
1930. Expenditures including dividends 
of $600,028 paid to stockholders, totaled 
$5,276,144. The investment portfolio 
showed 63% in bonds, including govern- 
ment and railroad, and 12% in the Gran- 
ite State Fire, a subsidiary of the New 
Hampshire. 


NEW INSURANCE PAPER 
A new insurance paper is Insurance 
Topics of Lincoln, Neb. The managing 
editor is Willard F. Gostelow. 











Major John Jacob Astor, M.P., has 
been made a director of the Phoenix As- 
surance. 
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ERSKINE TO GIVE COURSE 

Douglas Erskine, assistant manager of 
the Eastern Underwriters Association, 
will conduct an evening course in fire 
hazards and prevention at Columbia 
University this spring. Classes will be- 
gin on Monday, February 8, and will 
be held on each Monday evening from 
7:3%-9:10 p. m. until May 16. This course 
of lectures explains the principles of fire 
prevention, preparatory to subsequent 
study of fire insurance practice and rat- 
ing. The following subjects will be 
treated: common and special hazards, 
building construction, building and elec- 
trical codes, public and private protec- 
tion, fire prevention as a function of the 
municipality, conflagration hazards, in- 
surance and prevention. 





LLOYD’S RE-ELECTS OFFICERS 


A. B. Stewart has been re-elected 
chairman and G. H. Valentine honorary 
treasurer of Lloyd’s Underwriters’ As- 
sociation for 1932. Mr. Stewart has been 
chairman’ of the association since 1930, 
and Mr. Valentine has been honorary 
treasurer since 1927. It is further an- 
nounced that .“<—"" R. Walker 
Roylance and E. F. Warren have been 
re-elected as as and deputy-chair- 
man respectively of Lloyd’s Underwrit- 
ers’ Fire and Non-Marine Association 
for 1932. 





FARM AGENTS HIT LOAN RISKS 


The Illinois Farm Insurance Agents 
Association this week asked fire com- 
panies writing this form of business to 
cease taking risks from loan companies, 
to the detriment of the local agents for- 
merly handling this insurance. The 
agents contend that it is grossly unfair 
to take business direct from loan com- 
panies without giving credit to local pro- 
ducers who do valuable work on inspec- 
tions and other service. 





HARRISON HEADS TRINITY 


Edward T. Harrison has been elected 
president of the Trinity Fire and the 
Universal Automobile, both of Dallas, 
Tex. He was formerly vice-president 
and treasurer of the Trinity and he suc- 
ceeds R. A. Belknap who was vice-presi- 
dent and treasurer of the Universal Auto- 
mobile. Mr. Harrison has been presi- 
dent of-the latter company. Isaac Bled- 
soe and O. S. Boggess are vice-presidents 
of both companies. 





FRED W. RANSOM RETIRES 

Fred W. Ransom has retired from ac- 
tive duty as assistant Western manager 
at Chicago of the Providence Washing- 
ton after thirty-five years with the com- 
pany. He was promoted to his present 
post in 1922. He will return to Colum- 
bus, O., to make his home. Mr. Ran- 
som is a past loyal grand gander of the 
Blue Goose and was at one time presi- 
dent of the Ohio Field Ciub. 





MEIJI 1931 STATEMENT 
The United States branch of the Meiji 
Fire of Tokio at the close of 1931 had 
assets of $3,010,509 and net surplus of 
$2,767,181. The securities of the company 
are valued at the market on Decem- 
ber 31. The company likewise has a 


capital deposit of $200,000 and cash in 
New York banks amounting to $2,827,- 
862. The unearned premium reserve is 
$39,216. 
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MARINE & AUTOMOBILE 


Foresees Improvement 
In American Shipping 


ESSENTIAL 


CO-OPERATION IS 





Standard Statistics Co. Believes Inter- 
national Efforts Will Ultimately Aid 
All Merchant Marines 





While immediate prospects of even 
the most favorably situated ship line op- 
erators are decidedly unfavorable, the 
long term outlook for such organizations 
has been improved somewhat by the 
growing realization among shipping in- 
terests that the industry can be re- 
established on a satisfactory basis only 
by complete co-operation of all compa- 
nies, says the Standard Statistics Co. of 
New York, in a current survey which 
continues in part: 

“Evidence of this trend, and the at- 
tendant efforts to secure closer working 
arrangements between competing fac- 
tors, have been both nationalistic and in- 
ternational in character. 

“Nationalistic efforts have been con- 
centrated in the consolidation of com- 
peting services of the same nationality, 
with the coincident pooling of facilities 
and rationalization of traffic. Moves of 
this nature are best illustrated by the 
50-year pooling agreement of the Ham- 
burg American and the North German 
Lloyd lines in 1930, and the recent 
merger of all the outstanding Italian 
steamship lines. No similar arrange- 
ments have been effected in the United 
States, although the recent acquisition of 
the United States Lines by the combined 
Roosevelt-International Mercantile Ma- 
rine and Dollar-Dawson interests, and 
the anticipated working agreements re- 
garding intercoastal and _ far-Eastern 
services of these two organizations, are 
expected to prove beneficial through the 
elimination of duplicate services and the 
reduction of overhead expenses. 

“International efforts to alleviate dras- 
tic competition in the shipping field have 
been furthered by the reorganization of 
passenger and freight Conferences which 
became disorganized by the intense indi- 
vidual competition of the past two 
years.” 





FIRES ON BOARD SHIPS 
Norwegian Experts Seek Means to Com- 
bat Growing Number of Cases of 
Spontaneous Combustion 

At a recent meeting of Norwegian ma- 
rine experts in Oslo the risk of fires 
on board passenger steamers carrying 
also freight and the best methods of 
extinguishing such fires were discussed. 
The same question had bcen deliberated 
on the meeting at Vichy in 1930, when 
it was shown that the fire hazard in 
such vessels was steadily increasing and 
the number of fires growing. It was 
suggested that competent authorities in 
all countries should unite on a mcasure 
to combat this danger. 

The experts addressing the meeting at 
Oslo pointed out that spontaneous com- 
bustion, especially in copra, oil cakes, 
tobacco, etc., was the most frequent 
cause of fires. Such merchandise is fre- 
quently stowed for a long time in holds 
and passes through hot climates, which 
leads to their self-ignition. A ‘general 
cargo frequently results in fires, for 
which a cause cannot be ascertained. 

Another expert expressed the opinion 
that an international conference should 
lay down rules for the transport of goods 
which are easily inflammable. It was 
also suggested to send questionnaires to 
captains asking their opinions of the 
frequent causes of fires as well as the 
best means to fight them. 





NAMED CUBAN MANAGERS 
Johnson & Higgins of New York have 
been appointed Cuban managers of the 
National Fire of Hartford. The Havana 
office will be headed by Juan Fuentes. 





Fire-Marine Hazards 
Of Chinese Bristles 


SHIPPING RISKS ARE GREATER 





Fire Insurance Constieced More Desir- 
able by Underwriters in Opinion 
of Expert 





W. J. Crooks, managing director of W. 
J. Crooks & Co. agents at Hankow, 
China, holds that Chinese bristles, one of 
the leading export products of that coun- 
try, constitute an excellent fire risk but 
are subject to considerable damage un- 
der marine insurance policies. Writing 
on the insurance pecukarities of these 
bristles in the latest issue of the China 
Clipper, he says in part: 

Bristles are a commodity of such a 
nature that they must be considered 
from two distinct viewpoints, first as a 
fire risk and secondly as a marine risk. 
There are few other commodities, so 
far as I know, which differ so radically 
from the experience of the fire and ma- 
rine underwriters. 


The great majority of people know 
nothing about bristles, beyond the fact 
that they buy a broom or a brush, are 
told that the product is made of the 
best bristles, wear them to death and 
then discard them for new. 


Almost Impervious to Fire 


They sometimes sweep the fireplace 
and brush the dust away from the bars 
of the grate, taking it for granted that 
the mere fact of the bristle coming into 
contact with the fire will not immediate- 
ly set the brush ablaze and destroy it. 
What really happens, is that the bristle 
singes a little, but does not burn beyond 
the direct contact with the hot coals. 

This, in a small way, illustrates what 
happens to bristles when exposed to fire. 
A prominent loss adjuster told me the 
other day that he had adjusted many 
bristle fires, and that he was of the opin- 
ion that bristles are almost unburnable. 
When tied up in bundles, the root ends 
are very tightly bound together with 
string, and this adjuster declared that 
after going through even the fiercest of 
fires, these resemble “clinkers” shaken 
through the grate of a coal furnace. 

From the salvage point of view, it is 
very easy to arrive at an accurate esti- 
mate of approximate stocks, as loose 
bristle always leaves a white residue, and 
the tied up bundles leave the “clinkers” 
as mentioned above, which yield con- 
siderable salvage. 

It will be seen, therefore, that from 
the point of view of the fire underwrit- 
er, bristles are definitely non-hazardous 
and a highly desirable risk. 

In the preparation of bristles for ex- 


port they are sometimes exposed to 
steam for several hours, and in other 
cases—“Chungking Bristle 2s,” for instance 
—they are submerged in water for from 
two to four weeks, according to the time 
of the year, before being put through 
the steaming process. The steaming is 
necessary to straighten the bristles, while 
the soaking in water is designed to rot 
the scabs off the roots, so that they can 
be afterwards “stoned” and thoroughly 
cleaned. 
Care Needed in Packing 

Great care has to be taken in the 
soaking process, for if the bristles are 
left in the water too long they will begin 
to rot. The first indication of rot set- 
ting in is given when white spots appear 
on them. 

It can be understood from this that 
if bristles are bundled and packed, with- 
out being properly dried, the long period 
which will elapse between the time they 
leave a China port and the time they 
are opened at their point of destination 
will cause them to become mouldy and, 
in many cases, they will be severely dam- 
aged. For this reason, insurance compa- 
nies to protect their own interests should 
always insert a clause warranting that 
the goods are properly dried before 
packing. 

Sea water contact, unless promptly dis- 
covered and attended to, will also have 
a destructive affect upon bristles. The 
shipping companies, however, are fully 
cognizant of the peculiarities of this 
cargo and generally stow the goods in 
a particularly safe place, realizing the 
value of such a consignment. It is very 
seldom, therefore, that damage is caused 
from this source. 

Pilferage, perhaps, is another risk to 
be guarded against, although of recent 
years this risk has been reduced to a 
minimum through the employment of 
improved fasteners for the cases in which 
the bristles are packed for shipment. 
Having regard for the value of the car- 
go, shipping companies also exert espe- 
cial efforts to safeguard it while in their 
care. 

I cannot cite any definite figures bear- 
ing upon the desirability of bristles as 
an insurance risk, but from a general in- 
surance point of view I think that the 
companies will agree with me that bris- 
tles are one of the few commodities 
originating in the Yangtsze territory that 
can be considered as consistently remu- 
nerative. 





TOTAL LOSS ON BERMUDA 





British Underwriters to Settle for Con- 
structive Total Loss; Future of Ves- 
sel Still in Doubt 
Leading British underwriters have de- 
cided to settle a claim for a constructive 
total loss in respect of the damage caused 
by the serious fire in the motorship Ber- 
muda, of 19,000 tons, at Belfast recent- 
ly. It was not possible to drydock the 
vessel until December 30 — six weeks 
after the fire, and since then the damage 
has been thoroughly examined by the 
various interests, including the under- 
writers for the repairers and the under- 
writers on the ship. As a result, a claim 
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AUTOMOBILE INSURANCE 
United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $6,565,762.78 


Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $13,257,460.31 


Indemnity Mutual Marine Assurance Co., Ltd., London 
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WRITE FOR OUR AGENCY PROPOSITION 





for a constructive total loss has been 
presented to the underwriters on the ship 
by the owners, and, presumably, a loss 
will be generally settled throughout the 
British insurance market immediately. 

The Times makes the following com- 
ment on the settlement: 

“The settlement of a claim for a con- 
structive total loss means that the deci- 
sion has been reached that the cost of 
repairs would exceed the insured value 
of the ship. This was £675,000, while, in 
addition, insurances were effected on 
various interests which would be payable 
only in the event of total loss or con- 
structive total loss. These additional in- 
surances raise the total amount now pay- 
able by underwriters to about £840,000. 

“When the claim has been paid the 
vessel will become the property of the 
underwriters, and they will have to de- 
termine the best means of disposing of 
her. It remains to be seen to exactly 
what extent all the valuable machinery 
in the hull has been injured.” 





BROADENS FACILITIES 





Atlantic Mutual Now Offering Four 
Important Classes on Mutual Cash 
Participating Plan 
The Atlantic Mutual of New York has 
announced, in view of the present de- 
mand for both business and _ personal 
transportation insurance, that it has 
broadened its facilities and is now of- 
fering insurance on four important class- 
es on the mutual cash participating plan. 
While it is a mutual company and pol- 
icyholders participate in the profits, its 
policies are non-assessable. The com- 
pany has of late been extending its bus- 
iness, especially its inland marine bus- 
iness, and in order better to handle it 
now has branch offices at Boston, Phila- 

delphia, Cleveland and Chicago. 

The classes on which the company is 
now Offering insurance on the mutual 
cash participating plan are as follows: 
(1) Private yachts, including protection 
and indemnity insurance and insurance 
against the obligation incurred under the 
Longshoremen’s and Harbor Workers’ 
Compensation Act. (2) Inland transpor- 
tation risks, covering merchandise in the 
custody of railroads, express companies, 
coastwise carriers, public truckmen or on 
the assured’s own trucks, also parcels 
post, salesmen’s samples and other sim- 
ilar risks. (3) Personal property float- 
ers covering privately owned valuables 
such as jewelry, paintings, wedding 
presents and the like. (4) Laundry, 
processors, fur storers and other bailee 
risks, exhibition risks, merchandise sold 
on instalments and other miscellaneous 
classes. 





ISSUES MARINE CERTIFICATES 


Automobile of Hartford Puts Out Aid 
to Inland Marine Assureds to Expe- 
dite Loss Adjustments 


In response to the demand of agents 
and assured in certain sections of the 
country, the inland marine department 
of the Automobile of Hartford recently 
announced an “all risks” insurance serv- 
ice certificate which is available for use 
in connection with jewelry, personal ef- 
fects and certain other “all risks” and 
marine floaters. 

This certificate is attractively printed’ 
in two colors on “Safety Paper” and fea- 
tures a list of the company’s many claim 
and settling agents in the United States 
and throughout the world, including such 
out-of-the-way places as Rangoon and 
Trinidad. 

The thought behind the issuance of 
the service certificate is that when the 
holder of an “all risks” or marine floater 
policy of the company covering jewelry, 
furs, personal effects, cameras and oth- 
er insured articles customarily carried by 
a traveler suffers a loss under his policy 
while journeying in some strange terri- 
tory, the certificate will provide him with 
an introduction to one of the company’s 
claim or settling agents. A certificate 
will be issued automatically in the name 
of the policyholder with each jewelry 
floater policy and will be issued upon 
request with certain other “all risks” and 
marine floaters. 
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CASUALTY AND SURETY 


Van Schaick February 15 Deadline 
Snaps Cost Bodies Into Action 


N. Y. Superintendent, Intent on Getting Commission Stabil- 
ization, Will Seek Greater Legislative Power If Companies 
Cannot Agree on Rules; Revision Committees Meet 


Snapped into action by the dynamic 
cautioning on acquisition cost observ- 
ance directed at them a week ago by 
New York Superintendent of Insurance 
Van Schaick, casualty and surety lead- 
ers this week lost no time in empower- 
ing specially appointed committees to 
proceed with “full speed ahead” on the 
already started work of reviewing pres- 
ent rules. The surety committee of 
seven met with Chairman James A. Beha 
on Monday. Progress was reported and 
the recommendations of that committee 
will come before a full conference meet- 
ing before February 15, the deadline day 
set by Superintendent Van Schaick for 
departmental filing of company pledges. 

Committees Hard at Work 

The casualty revision committee, the 
personnel of which Chairman Beha an- 
nounced this week, is similarly engaged 
in a concentrated study of the rules. 
Its first meeting was held yesterday. 
Member companies are being asked to 
co-operate in suggesting amendments 
which they think are needed. Both 
the National Association of Insurance 
Agents and the National Association of 
Casualty & Surety Agents will be called 
in for consultation. It is being appre- 
ciated more than ever before by com- 
pany leaders that since cost rules are 
made to govern agency commissions, it 
is only fair and just to confer with pro- 
ducers before changes in them are made, 

The casualty committee consists of the 
Aetna Life, Fidelity & Casualty, Gen- 
eral Accident, Globe Indemnity, Great 
American Indemnity, Hartford Accident, 
Indemnity Insurance Co. of N. A., Mary- 
land Casualty, Metropolitan Casualty, 
United States Casualty, United States 
F. & G., Travelers, Ocean Accident, Lon- 
don & Lancashire Indemnity and Em- 
ployers’ Liability. 

Represented on the surety committee 


are American Surety, Great American 
Indemnity, National Surety, Fidelity & 
Deposit, United States F. & G., Globe 


Indemnity and Aetna Casualty & Surety. 
Van Schaick Plea Seen Justified 

The now famous “afternoon party” in 
the New York Department, attended by 
more than 100 and including chief ex- 
ecutives from all parts of the country, 
has been the talk of William Street and 
other insurance centers this week 
throughout the United States. The Su- 
perintendent’s point of view on acquisi- 
tion cost observance has had a sobering 
effect, has brought the casualty-surety 
fraternity to the cold realization that 
rules must be enforced if rate increase 
approval is to be granted. Mr. Van 
Schaick faced the facts squarely when 
he opened his address by saying: “I 
view the situation as a serious one, so 








GEORGE S. VAN SCHAICK 


much so that acquisition costs as far as 
companies are concerned is ‘hanging in 
the balance.’ For this reason we ought 
tc do what we can to save the situation. 
As long as companies can themselves 
control this feature and safeguard the 
interests of the public it is all very well. 
But when the public’s interests are no 
longer regarded the only alternative is 
legislative control.” 

This declaration, the Superintendent 
made clear, was in no sense given in a 
domineering spirit or in an attitude of 
scolding. He had no desire to assume 
the role of a reformist or to foster gov- 
ernmental encroachment upon private 
operation. What he desired more than 
anything else was to place the Depart- 
ment’s position in the matter squarely 
before the companies, with the convic- 
tion that the power over rates given by 
law was not being over-extended. If 
the companies cannot get together on a 
set of rules Mr. Van Schaick said he 
saw no other alternative than to step 
into the picture. 


Must Make Report to Legislature 


Mincing no words he explained that 
as superintendent of insurance he is un- 
der a statutory duty to report annually 
to the New York legislature the condi- 
tion of the insurance department, the 
status of the companies under his juris- 
diction together with recommendations 
for the strengthening of the law and 
promotion of the public interest. “The 
legislature is now in session,” he re- 


(Continued on Page 46) 
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Company Leaders Differ on Extent 
Of Non-Observance of Cost Rules 


Thick and fast came the questions 
when Superintendent of Insurance Van 
Schaick finished the formal part of his 
acquisition cost talk before casualty- 
surety executives a week ago. Those 
present were anxious to know whether 
he sought to apply his power to states 
other than New York and when this 
question was put to him by Frank J. 
O’Neill, president of the Royal Indem- 
nity, the Superintendent said: “We have 
no extra-territorial jurisdiction in pass- 
ing upon the rates made outside of this 
state.” He reiterated, however, the 
thought expressed in his Portland talk 
last September before the commission- 
ers to the effect that “New York is in- 
terested in company practices outside 
the state which threaten continued sol- 


vency. The continuance of such prac- 
tices by foreign or domestic companies 
is hazardous to policyholders in New 
York. The Department will act accord- 
ingly.” 

Department Policy Well Planned 

This prompted E. M. Allen, president, 
National Surety, to ask: “Are we pledg- 
ing ourselves as to the observance of 
the rules here in New York or all over 
the cguntry.” Replying indirectly to 
this query the Superintendent said: 
“What shall I think when, in answer to 
a request to sign the pledge, a company 
says it will observe the rules in New 
York state but will do anything it 
pleases elsewhere? Suppose I leave this 
in its present question form. Many of 
the companies believe that the pledge we 
ask for should be inclusive, but I prob- 
ably would be on thin ice legally in so 
doing. Legally we probably would not 
succeed. We are not rushing foolishly 
into this thing; our procedure is well 
planned.” 

When Floyd N. Dull, Continental Cas- 
ualty vice-president, brought out the 
fact that some companies had given no 
cognizance to pledge requirements the 
Superintendent emphasized that all com- 
panies would be required by him to file 
their pledges; that unless they were 


lived up to they were nothing more than 
scraps of paper. 
Lott and Van Schaick Exchange Views 

Next in order came an interesting ex- 
change of views between Edson S. Lott, 
United States Casualty president, and 
the Superintendent. Mr. Lott's first re- 
action to the Van Schaick talk seemed 
to be that pledge signing was required 
right then and there. It was explained 
to him, however, that of primary impor- 
tance was the unanimity of opinion on 
a set of rules; that if some companies 
object to certain features on the grounds 
that they bear down too heavily on them 
or if the rules are too advantageous in 
other instance, such differences should 
be ironed out. “Every day counts,” the 
Superintendent declared, “let’s have a 
show-down.” 

Still on his feet and with a worried 
look on his face Mr. Lott asked: “Is it 
really as bad as you paint the picture? 
You scare me stiff, Mr. Superintendent. 
Would our expense ratios have been any 
better if there had been a 100% observ- 
ance?” The prompt Van Schaick re- 
sponse was: “There must be some limit 
somewhere that must be enforced. Our 
Department has gone along with the 
companies up to this time but if you 
don’t handle this problem yourselves the 
Department is in trouble and must go 
to its creator and get the additional leg- 
islation to handle the situation. We 
can’t get along with half success and 
half failure.” Apparently satisfied at this 
frankness Mr. Lott sat down. 

Signed Rules at Point of Pitchfork 

Next heard from was Frederick Rich- 
ardson, United States manager, General 
Accident. He couldn’t resist saying: 
“You say you are not an orator, Mr 
Van Schaick, but you have just stated 
the case for the Department as it has 
never been done before.” He went on 
to tell how years ago Superintendent 
Emmett had laid down a top cost limit 
and that the companies somehow had 
managed to keep within it. Mr. Rich- 
ardson regards commissions as a funda- 
mental part of rating in that “one fellow 
doesn’t get more than the other fellow.” 
The outstanding difficulty in his mind 


(Continued on Page 46) 
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H. S. Landers Made President 


Of Metropolitan and Commercial 


Formerly Vice-President and General Counsel; J. Scofield 
Rowe Advanced To Vice-Chairman of Metropolitan; 
C. W. Feigenspan Retires As Commercial’s President 


Chairman Neal Bassett of the boards 


of the Metropolitan Casualty and Com- 
mercial Casualty of Newark announces 
that J. Scofield Rowe, president of the 


Metropolitan, has been made vice-chair- 
man of that company; that C. W. Feig- 
enspan has retired as president of the 
Commercial Casualty; and that Howe S. 
Landers has been made president of the 
Metropolitan and Commercial. In dis- 
cussing Mr. Rowe’s advancement in title 
Mr. Bassett said: 

“Mr. Rowe has been so long engaged 
in casualty and surety underwriting and 
in such a prominent way, that it is only 
necessary to say that he will fill the po- 
sition he is now called upon to occupy 
with that same degree of fidelity and 
ability which he has always heretofore 
given to the official positions which he 
has filled.” 

Career of Mr. Landers 

In his career President’ Landers has 
touched all angles of the casualty and 
surety business in a more commestaniaie 
way than most people in the business. 
He is a graduate of both the University 
of Illinois and the University of Indiana. 
In legal parlance Illinois is what is known 
as a common law state: Indiana a code 
state. After being graduated from the 
University of Illinois and deciding to 
practice law later in Indiana he got his 
degree at Indiana, specializing in Indiana 
procedure. His first law work was in as- 
sociation with William A. Ketcham, a 
dean of the Indiana bar and one of the 
best known lawyers in the Middle West. 
His practice almost from the start was 
entirely that of a representative of in- 
surance companies. 

In 1915 he became a member of the 
Industrial Commission of Indiana, serv- 
ing for three years. That commission 
administered the working of the Com- 
pensation Act; had charge of labor and 
employment questions; made rules and 
regulations governing employment in 
factories and workshops. All of the in- 
spection department of the state was un- 
der the jurisdiction of that commission. 
This furnished a fine background in one 
big division of casualty insurance. He 
retired as commissioner in order to be- 
come a member of the firm of Landers, 
Mackay, Turner & Merrill. Mr. Mackay 
had just resigned as vice-president of 
the Globe Indemnity. The firm repre- 
sented thirty casualty and surety compa- 
nies for Indiana. 


Helped States Draft Acts 


Beginning in 1915 and continuing for 
several years Mr. Landers organized the 
Workmen’s Compensation Act of Ken- 
tucky; assisted in reorganizing the IIli- 
nois commission, and aided in drafting 
the Workmen’s Compensation law in Vir- 
ginia, 

The late John R. Bland, then presi- 
dent of the United States F. & G., asked 
him to go with that company as special 
counsel for a number of middle western 
states: Indiana, Illinois, Kentucky, Mis- 
souri and Ohio. This meant not only 
the trial of cases in those states and 
handling of all sorts of underwriting 
problems, but frequently Mr. Landers 
was called by President Bland to other 
territories and he handled some impor- 
tant company matters in New York, Bal- 
timore and other places, some of which 
had to do with production. 

When a brother of Mr. Landers was 
made manager of the Metropolitan Cas- 
ualty for Indiana in 1925 Howe S. Lan- 
ders joined him in the firm of Landers 
& Landers. At the time the Metropoli- 


tan had thirteen agents in Indiana; now 


it has 460. Mr. Landers was vice-presi- 
dent of the Insurance Federation of In- 
diana and later its president. 

Early in 1931 Mr. Landers came to 
Newark, Chairman Bassett having invited 
him to be vice-president of the Metro- 
politan and the Commercial as well as 
making him general counsel of both com- 
panies. 

President Landers lives in Glen Ridge, 
N. J., and has two young daughters. He 
finds his principal relaxation in a wide 
range of reading. He takes a cheerful 
view of the future of casualty and sure- 
tv insurance and said this week to The 
Eastern Underwriter: 

“Casualty and surety insurance 
marches along with all the economics of 
the world and, therefore, is as much a 
requisite of business as is fire or any 
other kind of insurance. The universal 
dependence upon casualty and surety in- 
surance does its part in helping to 
straighten out the complexities of mod- 
ern business.” 

Mr. Rowe’s Career 

J. Scofield Rowe was president of the 
Metropolitan Casualty for seven years. 
He has had one of the most active ca- 
reers of any man in the business. It 
was at his initiative that a plan was 
drawn up in 1924 for merit rating on 
check alteration and forgery insurance. 
Following the announcement of the plan 
the Metropolitan Casualty resigned from 
the Surety Association of America and 
for a time the entire surety fraternity 
was undecided as to whether the com- 
pany was in or out of the association. 
Differences of opinion were reconciled, 
however, and Mr. Rowe was back in the 
good graces of the association. 

Mr. Rowe has been described as an 
individualist, the executive type who has 
the courage of his convictions when tak- 
ing a certain course of action. His opin- 
ions on problems of the business have 
frequently appeared in the insurance 
press; his practical philosophy widely 
broadcasted by the daily newspaper press 
far and wide. Frankness has always 
characterized his utterances. 

A native of Grand Rapids, Mich., and 
a graduate of the Little Rock University, 
Mr. Rowe served his insurance appren- 
ticeshio under the late George M. Endi- 
cott, U. S. manager Employers’ Liability. 
He then joined the liability department, 
Aetna Life, as assistant secretary, rising 





RECOMM END VIRGINIA CHANGES 





Amendments To State Compensation 
Law Suggested by Local Federa- 
tion of Labor 
Some changes in the Virginia work- 
men’s compensation law will be recom- 
mended by the State Federation of La- 
bor at the current session of the legis- 

lature. 

The legislative committee and the ex- 
ecutive board of the federation have de- 
cided to urge changes providing: (1) 
double compensation for a minor ille- 

gally employed, with the insurance com- 
pany paying the regular amount and the 
employer an equal sum, all of which 
would be administered in trust by the 
State Industrial Commission; (2) legal 
permission for an employe, injured by 
an outsider while performing his regular 
duty, to sue the outsider for damages 
larger than those available under regu- 
lar compensation and in the event of 
recovery to refuse compensation from his 
employer; (3) bringing of all employers 
of five or more workmen under the com- 
pensation act. Whether or not increases 
in compensation schedules shall be asked 
was left to the discretion of the legisla- 
tive committee. 





HOWE 


S. LANDERS 


to the vice-presidency of both the Actna 
Life and the Aetna Casualty & Surety. 
For seventeen years he was with that 
organization, becoming a leading figure 
in the business and resigning in 1919. 
There followed his years as vice-president 
and a director of the United States F. & 
G., which company controlled the Met- 
ropolitan Casualty until 1924. When it 
became a separate entity he was asked 
by the board to be president. 





O’Rourke & Co. Merger 


The insurance firm of Fitch, Fish- 
ering, Lumbard & Loos, Inc., of Fort 
Wayne, Ind., has been merged with 
O'Rourke & Co., Inc., of that city un- 
der the name of O’Rourke & Co., Inc. 
It will be headed by W. S. O’Rourke, 
Jr., and will occupy the entire ninth 
floor of the Lincoln Bank Tower. The 
firm will be one of the largest in 
the middle west writing fire and cas- 
ualty lines. The first named company 
is one of the oldest in northern Indi- 
ana, having been organized _ sixty 
years ago. George W. Fishering, its 
president, will be with the new com- 
pany. 











GETTING HEAVY SENTENCES 





140 Defalcators Sent to Jail in 1931 on 
Charges Pressed by National Surety 
Under Present Policy 

A policy of relentless prosecution of 
all defaulters decided upon by the Na- 
tional Surety in order to combat the 
increased losses under fidelity bonds has 
been successful, according to Chairman 
William B. Joyce. During the year 1931 
the company prosecuted 173 cases. There 
were 140 jail sentences dealt out by the 
judges, two suspended sentences, nine- 
teen offenders placed on probation and 
twelve acquitted or dismissed. 

The marked increase in embezzle- 
ments and defalcations by trusted em- 
ployes during the long period of depres- 
sion is shown by the unusually large 
losses paid by surety companies, accord- 
ing to Mr. Joyce. “The service rendered 
rig the business world by the prompt 
payment of claims has emphasized the 
necessity for a greater degree of pro- 
tection afforded under fidelity and sure- 
ty bonds and burglary insurance _poli- 
cies,” he concluded. 





JAMES W. SMITH RESIGNS 


James W. Smith, who represented the 
United States Casualty for bonding lines 
in Newark and the vicinity, has resigned. 
He has had a splendid background in the 
production end of the business, having 
been with the Commercial Casualty and 
United States F. & G. before making his 
U. S. Casualty connection. 


E. A. DAVIS PRESIDENT 


R. Howard Bland Elected Board 
Chairman in U. S. F. & G. 
Change; Other Officers 

Reelected 








E. Asbury Davis, who has been chair- 
man of the board of the United States 
F. & G. since last summer, was elected 
president of the company at the board 
meeting on Wednesday, succeeding R. 
Howard Bland who takes over the duties 
of chairman of the board. This news 
came as of considerable interest to the 
casualty-surety business throughout the 
country due to the scope and importance 
of the United States F. & G. Mr, Davis’ 
administration of the company will be 
watched keenly by the fraternity. He is 
known to have wide interests in the to- 
bacco business. Among his directorates 
is the Fidelity & Guaranty Fire. 





J. E. HOUGH PROMOTED 





Made Ass’t Secretary of Metropolitin 
and Commercial Casualty in Charge 
of Claims; Also V.-P. of Claim 
Men’s Ass’n 

J. Elverson Hough, who has been af- 
filiated with the Commercial Casualty 
for a number of years and about a year 
ago was made assistant manager of 
claims for the United States for that 
company and the Metropolitan Casualty. 
recently was advanced to the post of 
assistant secretary of both companies 
with continued supervision of claims. 

Mr. Hough has been identified with 
the insurance field for a number of 
years and is one of the most popular 
cleien men in New Jersey. He is active 
in affairs of the New Jersey Casu- 
oo Be " Utilities Claim Men’s Protection 
Association of which he has just been 
elected a vice-president. 





N. J. LABOR BILLS 





State 
Supported by Federation of Labor 
Meeting in Newark 


A bill to create a New Jersey state 
compensation insurance fund is to be 
backed by the state Federation of Labor, 
which is also backing a number of other 
labor bills. The federation held a large 


mass meeting in Newark recently. 

Among the bills which are meeting 
with the approval of the labor element 
of New Jersey are these: Creating a 
state fund for insurance of workmen’s 
compensation risks; increasing the com- 
pensation paid to widows and children 
of workmen killed in industry; removing 
the hernia clause from the present work- 
men’s compensation law and substituting 
for it a more workable chapter; creat- 
ing a commission to study group insur- 
ance and pension laws as practiced by 
employers; providing double compensa- 
tion for any workman injured after his 
employer has ignored an order of the 
labor department to safeguard his ma- 
chinery. 





NEW ADJUSTMENT OFFICE 


The Fireman’s Fund Indemnity and 
the Occidental Indemnity are opening a 
regional claims adjustment office at Sac- 
ramento, Cal., under the direction of 
Homer H. Mathews, resident adjuster. 
Mr. Mathews has been a member of the 
Fireman’s Fund group adjustment staff 
for the past two years. He has been 
handling automobile and casualty claims 
for a number of years. 





FLEGENHEIMER NEW EDITOR 


Monroe Flegenheimer, well known 
New York broker, is the new editor of 
the General Brokers’ Association page 
in the Insurance Advocate, succeeding 
S. Nicoll Schwartz who has handled the 
iob for the past five years. Mr. Flegen- 
heimer is instructor in insurance at the 
City College of New York. 


Compensation Fund Suggestion 
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Magrath Sees Healthy 
Effect of Cost Control 


HIS TALK BEFORE N. Y. AGENTS 


N. Y. Department Rating Chief Says 
Proper Commission Regulation Will 
Be of Lasting Benefit to Producers 


Acquisition cost control was featured 
in the address given by Joseph J. Ma- 
vrath, rating bureau chief of the New 
York State Insurance Department, be- 
fore the regional meeting of the New 
York State Agents’ Association a week 
ago. He regretted that there had been 
so much misinformation circulated on the 
subject just as much as he regretted that 
the recent automobile liability rate in- 





JOSEPH J. MAGRATH 


creases for the state had been given ill- 
advised stories in the daily newspapers. 

In Mr. Magrath’s opinion a reasonable 
and proper program for the control of 
commissions and other elements of ac- 
quisition and field supervision cost should 
result in a real and lasting benefit to 
genuine insurance agents everywhere. 
He gave the reasons why in the follow- 
ing fashion: 

“The insurance business, operating as 
it does on the basis of fixed premimn 
charges payable by the public, with rates 
created in general by the best available 
underwriting judgment, and supported by 
experience statistics, does not admit of 
unwarranted discount of such premiums 
or dissipation of funds through unwar- 
ranted commissions or expenses, without 
ultimate serious consequences to the in- 
suring public. 


When a Company Violates Its Pledge 


“Insurance rates are binding upon 
those who subscribe to them, by a dou- 
ble tie involving both legal and moral 
issues. Insurance companies are bound 
by law to abide by the insurance rates 
which they agree upon with thcir asso- 
ciates. It is perhaps not uncommon for 
people to lose sight of the fact that a 
company violating its legal rates is like- 
wise violating its obligation to observe 
its pledge to its associates in the same 
business. For some years past the ob- 
ligation of insurance companies to ob- 
serve commission agreements entered 
into with their associates has involved 
in the breach thereof the violation of a 
pledge. There are some perhaps who 
would salve their conscience by pretend- 
ing that the breach was one made as a 
defensive measure to protect themselves 
against others who have committed a 
like breach. 

“Certain fundamental principles re- 
garding acquisition cost and the reasons 
underlving the adontion of a program of 
control cannot be ignored. First, it wil! 


be found that the rates of commission 
vary with the classes of business. These 
variations can be justified by: but one 
sound reason. The labor and effort re- 
quired in the solicitation and handling 
of these various classes of business is 
not in direct ratio with the variation in 
premium rates for the classes. Then 
again commission rates vary with the 
class of producer. This again can only 
be justified by a variation in the degree 
of service performed by the agent. The 
principal theoretical reason underlying 
the limitations imposed on the number 
of agents who may receive commission 
rates higher than the basic level is that 
for the propér performance of field su- 
pervision, underwriting and certain ad- 
ministrative functions, business must be 
concentrated at a limited number of 
points. 
Effect of Excessive Commissions 

“Tt may be argued that existing re- 
strictions, if honestly conformed _ to, 
would restrict opportunity. It might, 
however, be argued that quite the con- 
trary is the case, since widespread breach 
of acquisition control destroys the op- 
portunity of any to become genuine gen- 
eral agents. The army of agents would 
all be generals. I believe, too, that ex- 
perience has shown that unreasonable 
increases in commission rates add great- 
ly to the number of insurance agents. 
Under such conditions a greater number 
of competitors will be found hovering 
about your assureds seeking the favor 
of their business. 

“Excessive commissions and wasteful 
practices in the acquisition of business 
have the same effect as unwarranted 
rate cuts. They result either in increased 
rates, niggardly adjustment of losses, im- 
pairment of the quality of the company’s 
service, or an impairment of the security 
underlying the policy.” 


New Auto Rates for N. Y. 
Displeasing to Agents 


URGED TO SELL HIGHER LIMITS 


G. T. Merrick, Hartford Accident, Pre- 
sents Constructive Aspects of Situa- 
tion at Hotel Astor Meeting 


One of the first reactions to the in- 
creased automobile liability and property 
damage rates for New York State came 
a week ago when the New York State 
Agents’ Association in regional session 
with the suburban agents’ association de- 
voted the major part of their morning 
session at the Hotel Astor to a strenu- 
ous round of protests against the new 
premium charges. Taking an active part 
in the discussion was George T. Mer- 
rick, automobile department superintend- 
ent of the Hartford Accident, who ex- 
plained some of the technicalities in the 
rate setup and sought to prove that se- 
vere underwriting losses had justified the 
action of the National Bureau of Casu- 
alty & Surety Underwriters. He point- 
ed out that for higher limits the rates 
are lower generally in the New York 
area; that about 30 to 40% of the poli- 
cies with excess limits will produce less 
premium income than before. 


Visualizes Fertile Soliciting Field 


Mr. Merrick’s suggestion to the crowd 
was that every effort should be made 
to secure higher limits in order to offset 
the agent’s loss in income by reason 
of the rate increases. Among other 
things he directed attention to the steady 
increase in automobile fatalities despite 
the depression, saying that although the 
number of cars in use had declined in 


(Continued on Page 41) 





N. Y. State Agents Ask AZtna Life 


To Reconsider Malpractice Decision 


Disturbed by a recent situation which 
has arisen in regard to the writing of 
physicians and surgeons malpractice in- 
surance in New York City and adjacent 
counties, Anton L. Schwab, head of Mof- 
fatt & Schwab, Inc., Tompkinsville, Stat- 
en Island, registered a complaint before 
the New York State Agents’ Association 
regional meeting a week ago at the Hotel 
Astor against the action of the state 
medical society in eliminating the local 
agent from the picture under a blanket 
policy with the Aetna Life. The dis- 
cussion on this matter centered upon the 
fact that such procedure might easily 
spread to other lines saleable to doctors 
including automobile coverage. 

Taking cognizance of the situation and 
appreciating that the principle involved 
in the Aetna’s arrangement rather than 
its action was the main point involved, 
the New York association unanimously 
passed the following resolution: 


The Resolution 


“Whereas at the regional meeting of the New 
York State Agents’ Association this matter was 
brought before the body for discussion and, 

“Whereas the opinion prevailed that this meth- 
od of procedure was so entirely contrary to 
the usual Aetna Life Insurance Co. method of 
doing business with the agents comprising the 
American Agency System and, 

“Whereas it is strongly felt that such matter 
of procedure involves a principle of competi- 
tion or in support of competition by the com- 
pany with its representatives duly appointed as 
agents and contrary to the principle of the 
American Agency System and opens the door 
to extension of this evil practice, 

“Therefore be it resolved that this assembly 


representing all the agents in the territory af- 
fected urge that the Aetna Life reconsider the 
position they have announced and continue to 
recognize their local agents as entitled to a 
commission on this form of coverage as here- 
tofore.” 


Background of Situation 


In presenting the case for the agents 
affected Mr. Schwab through his “secre- 
tary” explained that last July the Aetna 
Life sent out a letter which referred to 
a resolution of the executive committee 
of the Medical Society of New York. It 
had to do with certain features of the 
plan of securing its malpractice protec- 
tion in the group plan of the state asso- 
ciation through independent brokers, 
such being the legal insurance represen- 
tatives of the state medical association 
members and therefore outside of the 
state society’s control. 

The society, anxious to preserve its 
control and maintain its supervision of 
the group plan for the benefit and wel- 
fare of its members, thereupon resolved 
that all members in the counties in 
Greater New York and Rockland, West- 
chester, Nassau and Suffolk, desiring in- 
surance protection in the group plan of 
the state society, should secure it through 
the authorized indemnity representative 
of the society, Harry F. Wanvig. 

Learning of this action Mr. Schwab 
teok the matter up with the Aetna and 
Mr. Wanvig, representing the physicians, 
registering his protest on the grounds 
that it was not fair to agents in the coun- 
ties mentioned to be deprived of the 
business, particularly in light of the fact 
that for a number of years past the 
Aetna has allowed agents and brokers 
to write the insurance for their own ac- 
counts after the necessary authorization 
to do so had been obtained from doctors. 


Sees Monkey Wrenches 
In Casualty Machinery 


BENNETT FACES THE’ FACTS 





Nat’l Association Counsel in Frank Dis- 
cussion of Georgia and N. Y. Cost 
Problems at State Regional Meeting 


There was no beating around the bush 
in the address by Walter H. Bennett, 
secretary-counsel, National Association 
of Insurance Agents, before the annual 
state regional meeting of metropolitan 





Since Walter H. Bennett made his 
stirring “monkey wrench” speech of a 
week ago the New York Superintend- 
ent of Insurance has indicated his will- 
ingness to accept the acquisition cost 
filings under section 139 of the insur- 
ance law. This will have the effect of 
removing the stigma of illegality brought 
out in the following views expressed by 
the National Association secretary be- 
fore the New York State agents’ gath- 
ering. 





and suburban agents last week at the 
Hotel Astor. His subject “Monkey 
Wrenches in the Machinery” centered 
around the omnipresent acquisition cost, 
particularly as it affects Georgia and 
New York. He saw in the Georgia move- 
ment a potential disturbance for the pro- 
ducers of casualty insurance premiums 
in that for the first time in this country 
“it appeared that the state by an official 
order had entered the realm of company 
management and proposed to upset con- 
tractual relations between companies and 
agents.” 

Happily, he said, the Georgia commis- 
sioner’s interpretation of his original 
order contained a true exposition of the 
state’s relation to insurance commissions 
in the language: “This is a matter strict- 
ly between companies and their agents.” 

Challenges Legality of N. Y. Dep't 

Filing 

Mr. Bennett reviewed the casualty ac- 
quisition cost filing of its rules and com- 
missions with the New York Insurance 
Department under section 140 of the 
state insurance law and the acceptance 
of such filing by the Superintendent 
under that section. He then said: “My 
interpretation of the language used by 
the Superintendent in thus accepting the 
rules is that he believes that they there- 
by become a part of the rate-making law 
of New York state and any violation of 
such rules by any company places that 
company in the same position as though 
it violated the New York rate law.” 

In his opinion the move to legalize the 
rules came about because the casualty 
companies, by reason of inordinate com- 
petition, were unwilling to operate under 
them or be controlled by their provisions. 
He was outspoken in his criticism of un- 
orthodox companies which prefer to run 
wild as free lances, throwing monkey 
wrenches into the acquisition cost ma- 
chinery as it were. His sympathies are 
entirely with the better class of compa- 
nies and agents who want to conduct the 
business on a sane, sensible, economic 
and equitable basis. 

Mr. Bennett bespoke the sincere wish 
of the National Association administra- 
tion to have an end put to rate-cuttine, 
excessive commission-paying and _ off- 
color practices. At the same time he 
fears that the New York filing is an il- 
legal attempt to bring about a riehteous 
thing and his reasons for so thinking 
are summarized as follows: 


Sees Infringement of Rights 


1. That the casualty acquisition cost con 
ference, if an auxiliary rating organization, is 
illegal and its operation as such constitutes an 
infringement upon the rights of licensed agents 
and_ brokers. 

2. That the conference, if an auxiliary rat- 
ing organization under the provisions of sec 


(Coontinued on Page 41) 
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On the Production “Firing Line” 








18 Months of Agency Advertising 
Necessary For A Proper Test 


Agents Should Beware of “Playing” Advertising Man, C. E. 
Rickerd Tells Indiana Association; Favors Direct 


Mail; Be Shrewder in 1932, He Urges 


always been quite a 


agent. The 


Advertising has 
problem for the local 
aration of the material is now almost en- 
tirely done by the company home offices, 
thus relieving the agent of that much of 
the labor and But still 
the local agent is the man who pays the 
bills, and he must personally handle some 
of the campaign, such as stipulating the 


prep- 


responsibility. 


amount of it to be done and the fre- 
quency of it. 
Many helpful hints as to how the 


agent may make the most of the services 
offered by home offices were contained 
in an address by C. E. Rickerd, adver- 
tising manager of the Standard Accident, 
at the Indiana Insurance Day convention 
last week. Some highlights of his talk 
follow: 

“Advertising is a power in selling and 
for every business there is one best form 
of advertising. It may be the newspa- 
per, the billboards, the street cars, direct- 
mail or the magazines. The trouble with 
insurance agents as with most all other 
business men is that the average agent 
knows very little about advertising. He 
believes in it, half-heartedly, because he 
has seen what it has done for other bus- 
inesses. But ask him how he uses it, 
how often and how much, and he gives 
you a vague mumble. 

“We'll agree that the best way to mect 
the bills since the depression started is 
to work about twice as hard as before 
the depression. But there is where the 
wise agent begins to use the best form 
of advertising to supplement his own ef- 
forts. 


Advertising Demands Continuity 


“Very emphatically will I say that in 
my opinion, after eight years, the best 
form of advertising that can be used by 
the insurance agent is direct-mail, which 
includes sales letters, blotters, folders, 
broadsides and pamphlets. 

‘But this advertising must have con- 
tinuity—uninterrupted succession of mail- 
ings. It cannot be expected to do good 
if the first two mailings are sent on time, 
the third is delayed two weeks and goes 
out with the fourth; the fifth and sixth 
are sent too far apart, etc. Yet that is 
what too often happens when the agent, 
thinking himself a bit of an advertising 
man, undertakes to handle this work. 

“No agent of consequence should med- 
dle with his own advertising business. 
His business is personally selling insur- 
ance. He should confine his efforts to 
that and delegate all advertising detail 
to the capable advertising departments 
of the companies he represents. 


List Must Be Accurate 


“But be sure that your list is accurate 
and up to date. Spell names correctly. 
Don’t guess about this. Some people take 
offense when you mispronounce their 
names. Over 6,000,000 pieces of first class 
letters containing advertising matter 
found their way into the dead letter of- 
fice in 1931. So take time to compile 
initials, names and addresses correctly. 
It may mean losing a prospect or mak- 
ing a sale. 

“Direct-mail advertising can be timed. 
One mailing today; one next week; one 
ten days hence—and so on for a year or 
more. And when I say a year I mean 
t'at every agent should ‘stick’ with his 
advertising for at least eighteen months 
real results. Once he has a 


to get any 


live prospect on his list, that prospect 
should regularly receive something to re- 
mind him of the agent. 

Attractive Letterheads 


“The first thing I would want to do, 
if | were starting a direct-mail campaign, 
would be to get a good letterhead, and 
a good envelope to match. A modern 
letterhead, set in one of the new types, 
de signed for simplicity and dignity, and 
printed in two colors, will attract atten- 
tion and spot the agent as a live-wire. 

“Printed salesmanship develops inter- 
ested prospects from these hundreds of 
cold names and makes the selling job 
easier when the agent follows up. 

“And speaking of follow-up, I froth at 
the mouth when I hear some agent say: 
‘Well, advertising may be all right for 
some, but I don’t believe in it. I sent 
out four folders one time and didn’t get 
an order. No, sir, it doesn’t pay!’ 

“Intelligent agents would not think of 
hiring a salesman and firing him after 
he had called upon four prospects with- 
out success. Yet that is virtually the 
injustice they do advertising. And the 
salesman has a voice, hands, personality 
and the ability to argue and present log- 
ical reasons for any negative thoughts 
presented to him. Adv ertising is without 
these assets in selling. 


Expect Too Much 


“To much is expected of insurance ad- 

vertising. If it startles the prospect, 
catches his atte ntion, induces him to read 
about some coverage, persuades him that 
some day, if not at present, he should 
buy that insurance—then it has done its 
job. He may or may not send back a 
postcard for more information. At any 
rate, the next move is up to the agent 
and he should call personally upon each 
prospect after the second mailing has 
been received. 
_ “With reference to the number of mail- 
ings in a campaign and the length of 
time between mailings, if I were an agent 
I would send mailing pieces to a pros- 
pect until he ceased to be a prospect. 
Some say that three or four pieces are 
sufficient for a campaign. They may be 
for a particular line. But I contend that 
for the first eighteen months a prospect 
should hear from you at least thirty-six 
times. These thirty-six pieces may be 
arranged in campaigns on different lines. 
However, the various elements should 
blend into a synchronized program. That 
is a job for a trained and experienced 
advertising man, 

“It has been found that inside of five 
days some men forget over half of what 
they see or hear. People forget quicker 
what they hear than what they see. But 
of the approximately 44% retained after 
five days, they lose very little more dur- 
ing the next ten days. Consequently, we 
often recommend that the first three 
mailings go out not over five days apart. 
Then we are sure to catch a flash-back 
in the memory of the prospects who got 
our first mailing. 

New Problems This Year 

“But this year—ah, me! ’Tis a tough 
one for the advertising managers work- 
ing on a reduced budget to show results 
above the ordinary. More care in copy- 
writing is the order of the day. More 
sincerity. Less bombassity. More sales 
reasoning and logic. More ‘cooking’ of 
copy instead of allowing the first draft 
to go immediately into type. We write 


Sizing Up 1932 

Here’s the way in which George F. 
Manzelmann, vice-president, North 
American Accident, sizes up 1932 as 
expressed in a field message this 
month in The Naaic Fieldman: 

To the NAAIC opportunist—366 
twelve-hour days; 3,660 honest-to- 
gosh solicitations; 1,464 sales presen- 
tations; 732 applications; an income 
of high four figures; a limitless sat- 
isfaction in achievement. 

“To the pessimist—366 new chances 
to ‘snap out of it.’ 

“To the optimist—366 days in which 
to say ‘I told you so,’ when the con- 
versation drifts ’round to improved 
conditions. 

“To the bachelor—That extra day 
in February is a danger signal—look 
before you’re leaped upon. 

“To the prospect—‘Open’ season; 
you might as well buy early, or by-by 
income when you're laid up. 

“To the H. O. crew—Another year 
and a day to render service, to help 
the man in the field achieve a bigger 
and better volume.” 











AGENT LEARNED LESSON 





Cut-Rate Company Went Into Receiv- 
ership; Left Producer Holding Bag; 

W. G. Wilson Paper Tells Story 

Some unpleasant experiences agents 
have had after placing business with 
cheap cut-rate companies are related by 
the Aetna-gram of the W. G. Wilson 
Agency, Cleveland. 

An agent in one of the smaller towns 
of Ohio wrote some of his business in a 
rate-cutter to satisfy some of his claim- 
ants who were complaining about costs. 
Says the Aetna-gram: “A few nights ago 
after 5 p. m. a long distance call came 
in from this unfortunate fellow who 
plainly showed he was in great distress. 
His cheap rate outfit had been taken 
over by the insurance department of 
Michigan; therefore his friends were 
without protection. 

“When Underwriter Tippy agreed then 
and there to bind the coverages on all 
the involved policies so there would be 
complete protection pending transfer of 
the business to the Aetna the joy of our 
perturbed producer knew no bounds. He 
said in effect, ‘This has been an expen- 
sive lesson for me and you may rest 
assured that I shall never again be 
tempted by any such similar inducements 
to place business elsewhere, causing me 
to lose my sleep, my money and my in- 
surance reputation.’ 


SCRANTON AGENTS ELECT 

The Scranton (Pa.) Insurance Ex- 
change has elected Alexander P. Clark as 
president to succeed Charles H. Genter. 
Other officers chosen this month are: 
Vice-president, James P. Lavelle, and 
secretary-treasurer, Everett D, Thomas. 
The following were elected directors for 
two-year terms: Nat E. Levy, Charles F. 
Manness, Roswell Phillips and William 
F. Wingett. 


c. C. KLEE LED TRAVELERS 

Conrad C. Klee, Binghamton, N. Y., 
stood first in the United States and Can- 
ada in new paid accident premiums for 
1931 











copy and put it away for days before 
looking at it again. 

“Tn 1932’ advertising cannot sell with 
melancholy pictures, freakish layouts or 
inane claims. It must give real reasons 
why the product or service is desirable, 
why it is worth the price asked for it, 
why and how it will give pleasure, satis- 
faction or security to the buyer. Agents 
will spend less money for advertising this 
year, therefore they must be more 
shrewd in their purchases and not ‘bite’ 
on just any proposition offered them. 

“Personally, I believe that the agent 
who doggedly keeps on with his adver- 
tising this year, and did in 1930 and 1931, 
is laying the foundation for a much big- 
ger agency structure and a more profit- 
able business in 1933. He will not be 
the abject picture of a doting agency a 
few years hence.” 


ONE EXCITING DAY 





Karl H. Trout of the Hartford Accident 
Was Held Up in Bank While Trying 
to Sell Hold-Up Insurance 

Karl H. Trout, special agent for the 
Hartford Accident & Indemnity, spent 
an exciting day in the field recently and 
tells about it in the Hartford Agent. H« 
called on a banker to solicit the burglary 
and hold-up coverages. The scheduk 
bond and $15,000 safe burglary and in- 
side hold-up policies had been ordered 
by the bank but Mr. Trout endeavored 
to sell the bank outside hold-up pro- 
tection. In the midst of the prospect’s 
objection that the post office was onl\ 
half a block away, three bandits walked 
in with guns in their hands. 

The bank’s employes and Mr. Trout 
were forced to lie on the floor in the 
rear of the structure while the bandits 
scooped up the loose money. Then they 
tried to force Mr. Trout to open th¢ 
safe despite his protestations that he 
knew nothing about it. Finally one of 
the real bankers tried to open the safc 
but a time lock made it impossible. Thx 
bandits left with what they could gather 
up around the bank. 

Then Mr. Trout sold the bank the out 
side hold-up policy with very little trou- 
ble. The robbers had gotten away with 
only $1.500. not finding $7,000 in cash 
which had been hidden. During the rest 
of the dav Mr. Trout sold a school bus 
policy and some automobile, compensa- 
tion and public liability contracts. That 
night he and the other victims of the 
hold-up rode to a town 150 miles distant 
to try to identify some suspects but thev 
were unable to do so. And Mr. Trout’s 
final comment on the affair was, “So 


much for Thursday! 





DRIVERS’ LICENSE BILL 





Kentucky State Senator A. E. Johnson, 
Also Continental State Agent, Intro- 
duces Measure to Examine Auto 
Drivers 

A motor vehicle examination and li- 
cense bill has been introduced in the 
Kentucky legislature by State Senator 
Alex. M. Johnson, Louisville, who is also 
state agent for the accident department 
of the Continental Casualty. The bill 
would require examination and license as 
to the fitness of every person permitted 
to operate a motor vehicle on the state 
highways. Mr. Johnson is a former pres- 
ident of the Louisville Automobile Club. 

The same bill was passed in 1930 but 
vetoed by Governor Flem D. Sampson 
at the request of the state tax commis- 
sion which contended that the small fee 
for handling the licenses was not suffi- 
cient to pay the costs. 





STRICT COLLECTION RULES 


The Glen Cove Mutual of Glen Cove, 
L. I., has adopted new premium collec- 
tion rules, effective January 1. Agents 
are instructed to take up for cancellation 
all policies on which premiums are not 
paid after 60 days. Balances due the 
company must be paid within 60 days 
from the end of each current month and 
when an agency balance becomes 90 days 
past due the agency will be suspended 
and no further business will be accepted 
until accounts are paid in accordance 
with the 60 day rule. The company says 
that it will enforce these new rules 
strictly. 





RECIPROCAL FAILS 

The Pacific Coast Insurance Associa- 
tion, an automobile reciprocal of Los 
Angeles, has gone into the hands of a 
receiver. According to Commissioner 
Mitchell the exchange is in a financial 
condition which cannot be straightened 
out as there is a $45,000 deficit. It is not 
known yet whether the 12,000 policy- 
holders will be obliged to face assess- 
ments. 





GETS LONDON G. & A. 

The Arthur D. Reeve, Inc., agency of 
Newark has added another company to 
its long list, now representing the Lon- 
don Guarantee & Accident. 
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Recent Court Decisions 


Compiled by John Simpson 








Author, “The Law Relating to Automobile Insurance” 


Insured Held to Know of Lapse 


When an insured receives his full 
wages from his employer, despite an or- 
der to have part of the pay deducted to 
pay the premium on an accident policy, 
he is considered to know that no pay- 
ments are being made to the insurance 
company and that the policy has lapsed, 
under a decision of the Alabama Su- 
preme Court. The case was Pacific Mu- 
tual Life v. Loften R. Watson, 137 So. 
414. 

Watson was a machinist for the Illi- 
nois Central Railway. He had given his 
employer a written order for the pay- 
ment of premiums semi-monthly on an 
accident policy, the sum of the premiums 
to be taken from his wages. The deduc- 
tion was made for two months and a 
half. After that time the order seemed 
to be for no particular reason ignored by 
all concerned. Watson collected his full 
wages; the insurance company gave no 
notice of cancelation as the policy pro- 
vided that no notice of cancelation was 
necessary. 

When Watson suffered an accident and 
lost an eye he applied for a settlement 
under the policy and was informed that 
it had lapsed for non-payment of pre- 
miums. 

If the employer had made the deduc- 
tions but not paid them to the insur- 
ance company it would be a different 
matter, the court said, but here the in- 
sured knew from the amount of his full 
wages that premiums were not being 
paid on the policy. 

>. * « 


Must Prove Intoxication 

When an insurance company disclaims 
liability under an accident policy on the 
grounds that the insured was under the 
influence of intoxicating liquor the bur- 
den of proof is on the company, the 
Federal District Court for Nevada has 
held in Murdie v. Maryland Casualty, 52 
Fed. (2nd) 888. 

Robert Murdie was insured under a 
special automobile accident policy of the 
Maryland Casualty which covered 
among other things death by “being 
struck or run down by an automobile. 
Murdie was hit by a passing car when 
trying to secure aid from another auto- 
mobile for his own disabled car. 

Two defenses were interposed by the 
company: first that due notice was not 
given the company or proofs of loss fur- 
nished as required by the policy; second 
the clause making the company not lia- 
ble for injuries suffered “while intoxi- 
cated, or while under the influence of, or 
affected by, or resulting, directly or in- 
directly, from any intoxicant or nar- 
cotic.” 

The first defense was disposed of when 
the court held that the company, by fail- 
ing to supply a proof of death form after 
a telegraphed request from the insured’s 
attorney and by independent investiga- 
tions made by its adjuster, had waived 
strict compliance with those provisions 
of the policy. 


Court’s Reasoning 


As to intoxication the court held that 
burden of such proof rested on the de- 
fendent. It adopted the reasoning of the 
Court of Appeals of Kentucky in Camp- 
bell v. Fidelity & Casualty Co., 109 Ky. 
661, a case involving the same language 
in the policy, where the court found no 
distinction between the expression “af- 
fected by” and the expression “under the 
influence of” and defined the language, 
“while under the influence of or affected 
by intoxicants” as meaning “being so far 
under the influence as to constitute a 
state of intoxication.” 

Under the language of the policy, the 
insurance company was not required to 
establish that the accident was occa- 


sioned by the insured being under the 
influence of, or affected by, an intoxi- 
cant; it was sufficient if such condition 
was established irrespective of whether 
it was further shown that the condition 
was a contributory cause of the accident. 

The lapse of time following an es- 
tablished indulgence in alcoholic bever- 
ages is recognized as an important con- 
sideration in determining whether the 
person having so indulged is subject to 
its influence at a later period. So also 
evidence of condition at a later period 
may be received as evidently of a con- 
dition or alleged condition at an earlier 
period. 

* 2's 


Credit on Premiums Not Allowed 


_ An accident policy, renewable under 
its terms only by the payment in cash 
of the annual premium, was not renewed 
merely because the premium was charged 
on the agent’s books, the North Caro- 
lina Supreme Court has held in Burch v. 
Provident Life & Accident, 161 S. E. 312. 

The policy in question, an automobile 
accident policy, was for $1,000 for acci- 
dental death caused by an automobile, 
amount increasing 10% every year the 
policy was in force. It was issued July 
17, 1923, and all premiums prior to July 
17, 1929, had been paid. On July 31 of 
that year the insured was killed in an 
automobile accident. 

The company denied liability on the 
grounds that the last premium had not 
been paid. The policy was by its terms 
renewable only by payment of the an- 
nual premium of $5 with a receipt signed 


by the secretary and countersigned by a 
licensed agent of the company, the pre- 
mium to be paid in cash to the agent. 

The accident policy, together with fire 
and liability coverage, was obtained from 
Walker, the company local agent, who 
renewed Burch’s policies as they became 
due and charged the premiums on his 
books whether he had seen Burch or not. 

On the last day of July, the day on 
which Burch was killed, Walker’s book- 
keeper sent out a monthly statement in- 
cluding the charge for the accident pre- 
mium. The bookkeeper had no special 
authority to do this, it was done as a 
matter of office routine. 

Three weeks later the bill was paid by 
an attorney for Burch’s estate. As soon 
as the local agent discovered that the 
premium had been paid he offered to 


return the amount to the estate. . The 
tender was declined. 
The court held that the local agent 


was not authorized to extend credit to 
the insured in the payment of the pre- 
mium due on July 17, and thus keep the 
policy alive. The premium was _ not 
charged by the company to the agent, 
such agent was expressly prohibited by 
the terms of the contract from accept- 
ing anything but cash in the payment of 
the premium or from delivering the re- 
ceipt until the premium had been paid 
There was no ratification by the insur- 
ance company. 





GETS WRIT OF ERROR 


The Maryland Casualty has _ been 
granted a writ of error, and therefore 
an eventual review, by the Virginia Su- 
preme Court of Appeals in the company’s 
suit against the Shenandoah River Pow- 
er Co. A_ switchboard operator was 
shocked when a line of the power com- 
pany came in contact with a telephone 
line. The Maryland Casualty paid com- 
pensation under a workmen’s policy and 
took subrogation against the power com- 
pany. 





CASUALTY & SURETY 
EXCESS COVERS 
REINSURANCE 











EXCESS 


INSURANCE COMPANY 
OF AMERICA 


JAMES GIBBS, President 








Executive Offices: 
84 WILLIAM STREET 
NEW YORK CITY 


NEW YORK 
Telephone: BEekman 3-0890 


New Auto Rates 


(Continued from Page 39) 
1931 the death rate ratio had gained. 
Visualizing the fertile field for agent so- 
licitation he emphasized that only about 
30% of the automobiles were insured or 
about 8,000,000 out of 27,000,000. 

The ultimate intention of the National 
Bureau, the New York State Association 
understands, is to have a one limit pol- 
icy which may be an actuality within a 
year or so. It is also understood that 
manual sheets showing rates for inter- 
mediate levels will be reprinted so that 
agents may better meet mutual compe- 
tition, 

Dodge Talks on Demerit Plan 

The state association was told by Al- 
bert Dodge, past president and one of 
its most prominent members, that agents 
had had considerable to do with the sus- 
pension of the merit classification plan 
which the Bureau had planned to in- 
clude in its new automobile rate pro- 
gram. Strenuous objections had been 
made when the plan was outlined at the 
recent conference meeting with Bureau 
company representatives on the grounds 
that it would be extremely difficult to 
apply the penalties provided for under 
the plan. The point was made that ac- 
cidents are caused by only 15% of the 
insured motorists—the remaining 85% 
are good risks. Therefore, the agents 
felt that drivers with good records 
should receive credit. 

One solution to the problem, Mr. 
Dodge said, was to give a merit rating 
to the driver who had had no accidents 
at the end of his policy term either in 
cash or on renewal of premium. The 
companies, however, objected on the 
grounds that too large a reserve would 
have to be set aside. Mr. Dodge is con- 
vinced that sooner or later a plan will 
be devised which will give penalties for 
frequency or total number of accidents 
without respect to the amount of money 
involved. He believes that the bad driver 
is indicated by the frequency with which 
he gets into trouble, 


Monkey Wienches 


(Continued from Page 39) 
tion 140, is without right or authority to pro- 
mulgate or enforce “rules” concerning acqui- 
sition cost and limitation of agents. 

3. That section 141-b prohibits, by fair im- 
plication, rating organizations from promul- 
gating and enforcing “rules” regarding casualty 
acquisition and field supervision costs. 

4. That the New York Superintendent of 
Insurance has no authority, under the insur- 
ance law, to approve or promulgate such 
“rules” or to require, under the rating law, 
that all insurance companies should pledge ad- 
herence to same. 

5. That to legalize the “rules” 
rating law of New 


under the 
York would be an _ inter- 
ference with and an infringement upon the 
insurance agents as such 
rights are defined in section 142 of the insur- 
ance law. 


rights of licensed 


6. That it was not the intention of the New 
York | state 
companies, combined 


legislature to permit insurance 
under such a voluntary 
association as the acquisition cost conference, 
to formulate “rules” or method of procedure 
concerning managerial functions as a part of 
the rating laws. 

7. That the “rules” if legalized under the 
rating machinery of New York state, would vio- 
late the Constitution of the United States 


against impairing the obligation of contracts. 





Members of the Surety Association of 
America held two meetings this week. 
There was an executive committee meet- 
ing on Tuesday, followed the next day 
by the regular meeting of the body. It is 
said there were only a few items on the 
agenda; that both meetings were largely 
routine in nature. Ralph Proctor, Mary- 
land Casualty vice-president, presided 
over the annual meeting. 

One definite action taken was accept- 
ance of resignation of the Bankers In- 
demnity which has gone out of the bond- 
ing field. 
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Effect of Reconstruction Corp. on 


Banking and Depository Bonds 


By Edward C. Lunt, 


Vice-President, Great American Indemnity 


When President Hoover signed the 
$2,000,000,000 reconstruction bill at 6:06 
p.m. on January 22 he probably pressed 
t button that started the machinery of 
a new business era. It is certain anyway 
that the law then approved will benefit 
ustry and finance in a degree hard 
overestimate It will save railroads 
from bankruptcy, will check deflation in 

ulture, will reinforce and strengthen 
ur credit structure and general econom- 
system. While various parts of the 
w law have an important bearing upon 
yperations, the feature 


Surety company 


f it considered in this article affects 
such companies directly and profoundly 
One of the prime purposes of the Re- 


struction Finance Corporation is to 
bank failures. Some banks have 
iled because they were really insolvent, 


but in many cases (particularly in recent 


months) banks have failed not because 
they were permanently insolvent or un- 
able to meet their normal banking ob- 
ligations, but because their depositors had 
lost confidence in them (quite under- 
standably) and presented checks in ag- 
gregate amounts greater than the banks 
were able, or could reasonably have been 
expected to be able, to cash. Banks will 
continue to fail so long as depositors con- 
tinue to distrust them and to hoard their 
money rather than leave it on deposit. 
What the Reconstruction Finance Cor- 
poration hopes and expects to do is to 
restore confidence in the banks. 

Why the Corporation Should Be 

Successful 

That it will do this is the confident 
opinion of most bankers and other com- 
petent observers, based upon numerous 


reasons: because it will have at its dis- 
posal for lending purposes a_ huge 
amount of money; because it has been 
expressly empowered to lend this money 
to “any bank . . . upon such terms and 
conditions not inconsistent with this act 
as it may determine”; because it will 
doubtless use this authority courageous- 
ly, in accordance with the clear intent 
of Congress and the Administration; be- 
cause the public already so understands 
the situation in a general way and will 
soon know it as a concrete and depend- 
able condition; and because that knowl- 
edge will restore confidence in the banks, 
will stop runs upon them, and will call 
back from their hiding places the billion 
dollars or more now secreted. 


Why the National Credit Corp. Was 
Only Partly Successful 

Such, at least, is the theory underlying 
the Reconstruction Finance Corporation. 
To the present writer the theory seems 
sound and altogether likely to be borne 
out by the event. It is true that high 
hopes of similar character were enter- 
tained when the National Credit Cor- 
poration was organized a few weeks ago, 
and that the results were disappointing. 
While some institutions were saved 
(more than are generally known) 
through the credit corporation, bank 
failures in disheartening number have 








The customer file post-mortem is a sad thing in many 
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continued to occur. 

One grave defect in the credit corpora- 
tion plan was that the banks themselves 
were required thereunder to step into 
the breach and assume responsibility for 
the rescued institutions; and the prin- 
ciple of sauve qui peut naturally and 
perhaps justifiably stayed the hands of 
even public-spirited bankers. The new 
Keconstruction Finance Corporation plan 
is far more comprehensive and thorough- 
going than the earlier one and is not 
open to the objection referred to, since 
the federal government stands squarely 
behind the entire proposal. In language 
more expressive than Addisonion, it is 
the United States of America that holds 
the bag in the present plan—not a group 
of distracted bankers, apprehensive with 
good reason that the lightning may strike 
them at any moment. 





Security for the Loans 


It is true, also, that the Reconstruction 
Corporation is authorized to make loans 
only when they are “fully and adequate- 
ly secured.” If those words are to be 
rigidly and narrowly interpreted, it is ob- 
vious that comparatively few loans can 
be made and that the purpose of the 
law, at least so far as banks are con- 
cerned, will fail. Most of the banks that 
will apply for loans could have gotten 
them already if they had been in a po- 
sition to furnish security that would un- 
questionably be full and adequate under 
present conditions. 

Many banks, for example (for one of 
many examples), hold among their in- 
vestments Baltimore and Ohio convert- 
ible 4%s, 1960, a bond obligation of 
large and prosperous railroad (if any 
railroads may be said to be prosperous 
now); and yet these $1,000 bonds could 
have been bought a month ago for $340. 
Various other banks and securities of 
like character are included in bank port- 
folios—securities that were good when 
they were bought and that will almost 
surely be good again at no very distant 
date. In the same way, many other as- 
sets of banks, procured properly in the 
ordinary conduct of banking—good bank- 
ing, consistent with both state and na- 
tional lz really and_ essentially 
sound even if, like the B. & O. bonds, 
they could not be turned into immediate 
cash except at a ruinous sacrifice ol 
value. 

Loans on mortgages to home-owners 
of good character, loans to business 


(Continued on Page 44) 








Reconstruction Bill 
(Continued from Page 1) 


Mr. Lunt’s comments are given in this 
paper, starting on this page. He sees in 
this new move the possible starting of a 
new business era. “It. is certain,” he 
says, “that the law will benefit industry 
and finance in a degree hard to over- 
estimate.” 
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Reaching Agreement On 
A.&H. Policy Uniformity 


BUREAU REPORTS PROGRESS 
Large Majority of Important Companies 
Have Fitted in With New Program; 
Its Effective Date March 1 








Appoints Ralph N. Brann 


Ralph N. Brann is the newly ap- 
pointed assistant to F. Robertson 
Jones, secretary-treasurer of the Bu- 
reau of Personal Accident & Health 
Underwriters, who will give his entire 
time to the execution of work in con- 
nection with the new uniformity pro- 
gram of the Bureau. He joined the 
Bureau a few months ago after spend- 
ing nearly twelve years with London 
& Lancashire Indemnity as superin- 
tendent of the casualty underwriting 
department where he had charge of 
accident business among other duties. 
Before that he was for three years 
Colorado branch office manager of the 
National Bureau of Casualty & Sure- 
ty Underwriters; spent a year as as- 
sistant manager of the Colorado State 
Compensation Insurance Fund, hand- 
ling underwriting and claims. He was 
also Colorado general agent of the 
Aetna Life, the bulk of his work be- 
ing in the accident field. He has had 
sufficient National Bureau experience 
along health and accident lines to 
qualify him for his new post. 











The new policy uniformity program of 
the Bureau of Personal Accident & 
Health Underwriters, which is to become 
effective March 1, has proceeded to a 
point where the large majority of the 
important companies in the Bureau have 
reached complete agreement as to its op- 
eration. Since it was announced that 
companies would be governed by advisory 
policies which the Bureau has prepared 
censiderable work has been done in sub- 
mitting those contracts to the individual 
company underwriters. 

Considering the many handicaps which 
have been put in the way the Bureau is 
quite satisfied at this writing with the 
reaction received from companies. An 
encouraging number of them have sub- 
mitted to the Bureau their new policies 
in accordance with the request for ad- 
herence to the advisory forms. 

In addition agents in various parts of 
the country are being notified by the Bu- 
reau. members individually; the Bureau 
has had correspondence with and fur- 
nished its advisory policies to a number 
of the non-Bureau companies which have 
asked for information and expressed in- 
terest in the movement. 

The new policies have been filed in all 
states which require such filings and ap- 
proved, with the sole exception of Idaho 
which state has deferred approval pending 
consideration of the medical reimburse- 
ment forms of the advisory policies. With 
the effective date of the program only a 
es weeks away the feeling uppermost is 
that there is a sincere desire on the part 
of company executives to make the new 
program a success. In a number of cases 
companies have made considerable sacri- 
fice in abandoning or modifying their 
own forms in order to meet new require- 
ments. This action is regarded as a 
healthy condition which augurs well for 
the future of the health and accident 
business. 


INSURING EYE GLASSES 

J. C. Reiss of Newark, one of the old- 
est opticians in the state of New Jersey, 
has completed arrangements with the 
Arthur D. Reeve, Inc., Agency of that 
city for a contract of insurance which 
will permit him to replace and repair 
eye glasses at the insurance company’s 
expense against accidental breakage, fire, 
burglary, hold-up and theft. 


D. F. RANDOLPH RESIGNS 
Daniel F. Randolph, Newark branch 
manager of the Hartford Accident & 
Indemnity for the past two years, has 
resigned. 








B. J. Mackey Heads N. J. 
Casualty Claim Ass’n 


J. E. HOUGH MADE VICE-PRES. 





Praise For C. W. Linfonte, First Presi- 
dent, Retiring From Office; Mem- 
bership Now Up to 90 





B. J. Mackey, manager of the New 
Jersey claim department of the Bankers 
Indemnity, was elected president of the 
New Jersey Casualty & Utilities Claim 
Men’s Protection Association at its an- 
nual meeting held last week in Newark. 
Other officers elected were J. Elverson 
Hough, assistant secretary, Commercial 
Casualty and Metropolitan Casualty in 
charge of claims, vice-president; William 
N. Kearns, Liberty Mutual, secretary, 
and E. I. Bell, New Jersey Bell Tele- 
phone Co., treasurer. The latter two of- 
ficers were re-elected. Andrew Kiefer, 
New Century Casualty, and Frank J. 
Cippler, Travelers, were elected to the 
board of governors for three year terms. 

Charles W. Linfonte, retiring president 
who has been head of the association 
since its inception, was given a rising 
vote of thanks for his efforts and hard 
work during his regime. 

William M. Kearns, treasurer, reported 
that the organization was in fine finan- 
cial condition. Its membership is now 
up to about ninety members and plans 
are under way to make still further in- 
creases this year. Two new members 
were elected: Andrew Kiefer, New Cen- 
tury Casualty and Sheperd H. McKeag, 
insurance service head. 


New President’s Career 


Newly-elected President Mackey, who 
was one of the organizers of the asso- 
ciation, has had a long and varied experi- 
ence in the claim field over a period of 
twenty-two years. He is a Bostonian by 
birth, educated in the Boston Latin 
School and Holy Cross College. His first 
insurance post was that of chief investi- 
gator for the Philadelphia office of the 
Travelers. He left ths position to join 
the Globe Guaranty, as claim manager 
for New Jersey, which post he held for 
nine years. Three years ago he joined 
the Bankers Indemnity. 





KEMPER COMPANIES GAIN 





Increase in Automobile Premiums Off- 
sets Drop in Compensation Writ- 
ings; Total Gain $1,313,987 
The J. S. Kemper group of companies 
had an increase of premium during 1931 
of $1,313,987 over 1930, figures for the 
year show. Automobile premiums for 
the three companies showed a 25% in- 

crease or $2,634,837. 

The (American) Lumbermens Mutual 
Casualty premium income was $14,307,- 
236. The American Motorists had $3,- 
615,378 income, and the National Retail- 
ers Mutual $931,300. 

Commenting on the results, President 
James S. Kemper said, “We are of course 
immensely gratified at being able to show 
an increase in each of the companies, 
notwithstanding the general business sit- 
uation. Our compensation premiums were 
reduced approximately $1,500,000 from 
last year due to lower payrolls although 
we added more new compensation pol- 
icyholders than in any year of our his- 
tory. Fortunately we were able to make 
enough gain in the automobile depart- 
ment to entirely absorb the loss in com- 
pensation premiums with a good margin 
to spare.” 


GREAT NATIONAL RECEIVERS 

Virgil R. Goode and Leon M. Bazile, 
both attorneys of Richmond, Va., have 
been appointed Virginia receivers ‘of the 
Great National, Washington, D. C., fire 
and casualty company which went into 
receivership a month or two ago. 








WOULD HAVE BONDS FOR ALL 


Virginia State Senator Roland E. 
Chase has suggested that all bank de- 
positors should be protected by bonds, 
under a compulsory law, just as_ the 
state’s funds are protected. 











Golden Hill 


At Fulton and William Streets 





A distinguished restaurant 


serving a distinguished clientele 


N January 19, 1770 the Revolutionary Battle of Golden 

Hill was fought on the site of Childs new “Golden 

Hill” Restaurant— 136 William Street. From the center of 

Revolutionary activity this historic section of New York has 

become the very center of the insurance district. All the great 

casualty and marine companies and the principal underwriters 
have their buildings on or near William Street. 


Childs “Golden Hill” has become a favorite rendezvous 
for the district. The main floor of the restaurant consists of 
the dining room and completely equipped luncheonette. The 
lower dining room features round tables for conference 


groups and semi-private room for special occasions. 


The food, of course, is of the same high quality that has 
made Childs famous—the service excellent and here, as at 
every Childs, one may dine as inexpensively as desired. The 
nation-famous Guest Meals as well as a la carte selections or 
the various club breakfasts, luncheons or dinners remove all 


worry about the check. 


THE NATION’S HOST FROM COAST TO COAST 
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“Tremendous Trifles” Appears 


Impressive Travelers Statistical Volume on 1931 Auto Fatali- 
ties; Also 4-Page Folder on Rates 


Once again the Travelers Insurance Co. 
has taken the lead in broadcasting the 
impressive facts and statistics on auto- 
mobile accidents and fatalities in the 
publication this week of “Tremendous 
Trifles.” This 56-page book presents a 
vivid picture of the 1931 causes of acci- 
dents. It is similar in makeup to the 
widely circulated “Worse Than War” 
prepared by the Travelers a year ago, 
but goes a step further in that it makes 
effective use of photographs in depicting 
how automobile mishaps occur. Statis- 
tical charts are used profusely. 

The present volume is considered by G. 
D. Newton, Travelers news bureau man- 
ager, who had considerable to do with 
its compilation, as much more complete 
in its information than “Worse Than 
War.” In fact, he believes that some 
of the chart figures shown have never 
before been presented in any analysis 
upon the subject. A full review of this 
important treatise will be presented in 
The Eastern Underwriter next week. 

Car Owners’ Message, Too 

A few days ago the Travelers alse sent 
to its thousands of automobile policy- 
holders, through local agents, a four-page 
folder which did a good job in explain- 
ing why automobile rates have to be ad- 
justed from time to time and why the 
cost of auto insurance is more today than 
it has been during the past few years. 
It is pointed out that in the five years 
ending in 1921 there were 58,552 auto 
accident deaths; in the five years ending 
in 1926, 98,551 deaths, and in the five 
years ending in 1931, 152,732 deaths. 

Attention is called in the paragraphs 
following to the specific reasons for 
higher premium costs: “For many years 
the trend of automobile accident loss 
costs has been upward. Some of the 
reasons for these higher costs are: 

“Higher speed; more violent impact; 
more serious injury; more exorbitant de- 
mands in cases involving liability; more 
frequent court actions made necessary 
by exorbitant demands and_ unlawful 
claims; greater liberality on part of ju- 
ries 

“And finally, and most important, too 
many accidents because of the failure of 


E. C. Lunt’s Views 


(Continued from Page 42) 


houses secured by collateral not liqui- 
datable in short order under present dis- 
organized conditions, and similar items 
among the assets of many banks could 
not under existing law be made the ba- 
sis of rediscounts at Federal Reserve 
Banks, and are thus not available to 
meet the demands of depositors. Such 
nevertheless, are the natural 
product of normal banking operations, 
and they may fairly be regarded as good 
assets now, constituting adequate se- 
urity for loans, as they unquestionably 
would be in ordinary times. 


assets, 


Liberal Concept of Security Essential 

It seems clear that the seven direc- 
tors of the Reconstruction Finance Cor- 
poration, if they are to carry out the 
real purpose and true intent of the law- 
makers, will have to interpret broadly 
the mandate of the law as to security 
for loans. They can reasonably and 
safely do that, however, because nobody 
whose opinion is worth much believes 
that Baltimore & Ohio $1,000 bonds are 
really worth only $340, or will perma- 
nently sell on any such basis. The di- 
rector of the Corporation will undoubt- 
edly make loans, and will be abundantly 
justified in doing so, on the assumption 
that the world is not coming to an end 
next month, that the B. & O. is not on 
the verge of a receivership, that the ex- 
isting economic disorganization and dis- 
tress will give way in due course to a 
condition of stability and order, and that 
both commodities and securities will ul- 


too many motorists to realize and exer- 
cise the responsibility which attaches to 
them when in the drivers’ seat. 


The Real Rate-Makers 

The Travelers goes on to say: “It is 
fallacious to assume that companies writ- 
ing automobile casualty insurance make 
the rates. Rates are actually made by 
policyholders. The insurance companies, 
from the experience of their policyhold- 
ers, determine what rates are necessary 
to obtain sufficient premium to pay the 
losses of policyholders, provide the serv- 
ice which is essential to safeguard the 
policyholder’s interest, and to provide a 
reasonable profit to the insurance com- 
pany. 

“When losses are high, the rates are 
high. When losses are low, the rates 
are low. This is the universal law of 
cause and effect. 

“The most serious aspect of this defi- 
nite law of cause and effect, as it ap- 
plies to automobile accident costs, is to 
be found in America’s rising record of 
fatalities and personal injuries. This 
record shows that people in the last few 
years have steadily suffered more severe 
injuries in increasing number and that 
an accident today includés as victims a 
greater number of persons on the aver- 
age than a few years ago. 

The Remedy Is Apparent 

“How is the rising trend of automobile 
accident costs to be corrected? The an- 
swer is—prevent accidents; because by 
preventing accidents, lives and limbs are 
saved—lives and limbs of policyholders 
and their children; lives and limbs of 
children and other persons on the street; 
lives and limbs of occupants of other 
cars, 

“By saving lives and limbs, policyhold- 
ers and all owners and drivers of cars 
will be taking part in a great humanita- 
rian undertaking that will—and can—ar- 
rest the tragic toll now being taken bv 
the misuse of cars and highways, as well 
as reduce the present needful but high 
cost of automobile accidents.” 

Appropriately this folder carries the 
headline, “Surveyors Measure. They Do 
Not Make Ground.” 





timately be exchangeable for legal ten- 
der at normal rather than panic valua- 
tions. 
The Effect of the Law Upon Depository 
Bonds 

After their agonizing experience of the 
last fifteen months depository underwrit- 
ers may be pardoned for doubting the 
efficacy of any measure designed to save 
banks. Yet there is no doubt that bank 
failures must be stopped if we are ever 
to regain prosperity. Congress and the 
\dministration realize this and are de- 
termined to stop them; and they think 
that they have done so through this Re- 
construction Bill. Certain it is that the 
directors of the new Corporation will 
avail themselves to the utmost of the 
features of the law designed to effect 
that end. Of the 21,000 banks in the 
country that have gone through the fiery 
ordeal of the last twelve months and are 
still functioning, it is fair to assert that 
few are insolvent when judged by rea- 
sonable standards of value. These banks 
do not deserve to fail. The public can- 
not afford to permit them to fail. Noth- 
ing would give more encouragement to 
business men, nothing would more quick- 
ly bring back to general circulation and 
to fruitful uses the hundreds of millions 
of dollars now lying idle in tin boxes, 
nothing would more hearten the country, 
than the ceasing of bank failures. That 
is an indispensable condition of a return 
to normality. The directors of the Re- 
construction Finance Corporation surely 
understand all this; they have been au- 
thorized by law to give practical effect 
to fair and reasonable values of bank 
assets; they can be trusted to save the 
banks. 





you to get new business. 


how you ever got along without it. 


Bookkeeping System. 


refunded in 10 days if not satisfactory. 


Complete Your Records Now! 


I T WILL cost you less time and labor to enter all your records accurately 

and concisely in the Ever-Ready Insurance Bookkeeping System than it 
will to go over all your books trying to find the sources of errors, the location 
of misplaced accounts, the details of expirations and cancellations, and dozens 
of other matters you wish you knew about at the right time. 


The Ever-Ready Bookkeeping System tells you, at a glance, anything and 
everything you want to know about your business. 
you want to know about each account, it will make it just that much easier for 


Remember that with each purchase of 
the Ever-Ready Bookkeeping System goes 
lifelong serving of the system. In actual 
practice you will find the system is simple 
and so practical that you will wonder 


Let us show you Now this Complete 
Price is $26.50 up, check with order. Money 


McQuade, Hart & Spencer 


Consultants and Business Engineers 
Metropolitan Life Bldg, New York 


And, by telling you all 
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Highspots In Past Year 
Of Compensation Board 


LEON S. SENIOR MAKES REPORT 





Regards New Statistical System As 
Building for Future; Teachings of 
Adversity Being Learned, He Says 





In his annual report for the year 1931 
submitted to member companies yester- 
day Leon S. Senior, general manager, 
Compensation Insurance Rating Board, 
covers the emergency rate revision made 
effective September 1, 1931, the new rules 
on schedule rating designed to reduce 
the cost of inspection work; the changes 
in the excess cover policy for self-insur- 
ers introduced for the purpose of afford- 
ing better protection to claimants; the 
principal items of legislation affecting 
workmen’s compensation; the efforts 
made to develop: a plan for stimulating 
prompt payment of insurance premiums 
and the amendments to manual classifi- 
cations and to the rules on experience 
rating. 

The report covers the facts and de- 
cisions in five cases brought on appeal 
to the Department from the rulings of 
the classification committee. It points 
out the unsatisfactory condition of the 
present situation respecting the classifi- 
cation of truckmen risks and the efforts 
of the board’s staff to develop a solution. 
The functions of the staff committee are 
becoming increasingly important, many 
of the carriers preferring the round-table 
conference with the members of the staff 
rather than the formal hearings before 
the classification committee. 

Further Progress Made 

The engineering division, notwithstand- 
ing economies effected in its field force, 
has continued the work of investigation 
and research, publishing periodically in- 
terpretations on the scope of manual 
classifications. The mechanics of the of- 
fice have been improved through consoli- 
dation of departments and the introduc- 
tion of labor-saving machinery. Much 
progress is shown in the statistical divi- 
sion of the board. Mr. Senior goes into 
detail on the unit statistical system, 
pointing out its many advantages. 

Conclusions 

Concluding his report Mr. Senior says 
in part: “In the past four years we were 
engaged in building under adverse condi- 
tions a solid foundation on which the 
structure of workmen’s compensation— 
present and future—may rest more se- 
curely. I am referring particularly to our 
new statistical system. A considerable 
amount of time, money and labor was 
devoted to the construction of this new 
system and the results are beginning to 
show. The advantages claimed by its au- 
thors are not yet fully visible, and this 


may not be the right time to sound its 
praises, but in the years to come when 
this state and other states shall have 
recovered from the present economic un- 
rest—as they most surely will in the not 
distant future—New York will be recog- 
nized as possessing the most dependable 
data on workmen’s compensation costs. 
This prediction will prove particularly 
true if we shall have learned the teach- 
ings of adversity. 

“Signs are not wanting that the les- 
sons have already struck home. We have 
been forced to practice economy, to look 
more closely to the mechanics of our 
work and to examine more minutely our 
methods with the view of cutting down 
unnecessary waste motions. The Rating 
Bureaus have begun to agitate for sim- 
plification of rating plans and the under- 
writers are taking to heart the thought 
that investment profits do not absorb un- 
derwriting losses. What is most impor- 
tant there is a growing realization that 
manual rates per se, no matter how ac- 
curately gauged, do not spell adequate 
premiums, and that proper classification 
of risks and strict audit of payroll are 
an essential adjunct to a healthy and 
vigorous compensation department.” 





DAVID MILLER PRESIDENT 

David Miller of Penn Yan, N. Y., has 
been elected president of the Associated 
Insurers of Seneca, Ontario, Wayne and 
Yates Counties, replacing William M. 
Fink of Geneva as president. August 
Sackett of Canadaigua was made vice- 
president; Miss Mary Sweeney of 
Geneva, treasurer; and James D. Turner, 
Dundee, secretary. 





AUTO RESPONSIBILITY BILLS 

Measures calling for automobile finan- 
cial responsibility are being considered 
in Congress and in the Virginia legisla- 
ture this session. 





SAFETY CODE BILL 
A Virginia safety code commission 
would be established by a bill recently 
introduced into the legislature of that 
state. 





VA. RECIPROCAL BILL 


A bill has been introduced in the Vir- 
ginia legislature to require all mutuals 
and reciprocals to deposit bonds or oth- 
er collateral with the treasurer of the 
state, the funds to secure protection for 
the Virginia subscribers and policyhold- 
ers. 





J. C. WILSON SAFETY HEAD 


J. C. Wilson, vice-president of the’ 


(American) Lumbermens Mutual Casual- 
ty and the American Motorists, has been 
appointed manager of the safety engi- 
neering department of these companies. 
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More Company Leaders Report 
On 1931 Results to Stockholders 


Optimism is expressed in casualty- 
surety annual reports made to stock- 
holders this week that before the year 
closes the salvage on losses occasioned 
by bank failures will be considerable. 
The New Amsterdam Casualty, for ex- 
ample, whose 1931 results follow, calls 
attention to the item of “Cash in Sus- 
pended banks — $456,384” appearing 
among its assets as a conservative esti- 
mate of the salvage value of the direct 
losses caused by bank failures. Says J. 
Arthur Nelson, president: “We have 
not heretofore taken credit for salvage 
value of balances due us by bank re- 
ceivers, for never before has such an 
item been substantial. We will collect 
more than the figure indicated.” Mr. 
Nelson added that while the indirect 
losses arising out of bank failures were 
large the company did not carry a sal- 
vage value of such claims in its assets. 

The New Amsterdam had the largest 
net premium income in its history, $13,- 
819,076, despite unfavorable conditions of 
the past year. At the close of 1931 its 
total assets were $25,864,464; capital, #,- 
500,000; surplus, $3,786,358, and surplus 
to policyholders, $8,286,358. Its net loss 
from the year’s operations was $196,249; 
dividend payments, $900,000; loss by ad- 
justment of book value of stocks and 
bonds, $522,839. A decrease in surplus of 
$2,619,089 and in assets of $1,317,669 is 
pointed to by Mr. Nelson. 

Accepting the ruling of the commis- 
sioners’ convention to report bonds and 
stock at a five quarter average, Mr. Nel- 
son feels that since market prices of 
December 31 were far below real values, 
the prices at which his company’s secur- 
ities have been valued for the stock- 
holders’ report are “probably more rep- 
resentative of real values than December 
31 market quotations.” He adds, how- 
ever, that “As a matter ‘of precaution 
we have set up a depreciation reserve 
f $1,000,000.00 as an offset to the dif- 
ference betwen actual market prices and 
the values at which we register the book 
value of our bonds and stocks and real 
estate in this report.” 

Speaking of dividend payments Mr. 
Nelson says that they are made from 
interest earnings on securities and rents 
of the company’s New York office build- 
ing. “Although some of the stocks we 
own are not now dividend payers,” he 
adds, “and some few bonds have default- 
ed, we still have more than enough in- 
terest and rent payments to pay $2 a 
share on our stock.” 


National Surety 


William B. Joyce, chairman, National 
Surety, submitted the report of opera- 
tions for 1931 to stockholders this week 
and his statement pointed to: A total 
volume of business written of $16,708,000 
from which was deducted $799,602 rein- 
surance, leaving net of $15,915,086 or a 
decrease of $2,312,000 below 1930. It is 
explained that about $600,000 of this de- 
crease was voluntarily made on certain 
classes of business which the company 
desired to curtail or discontinue entirely. 

Underwriting and investment credit, 
after all reserve debits and credits, was 
$418,420. Dividends paid amounted to 
$825,000 of which $406,579 was paid out 
of surplus. As of December 31 the sur- 
plus figure was $7,754,174. Quotable se- 
curities have been valued on the basis 
prescribed by the New York Insurance 
Department, and Mr. Joyce observes that 
between December 31 and January 25 
there was an appreciation in such secur- 
ities of more than $700,000. “In a meas- 
ure,” he says, “this supports the insur- 
ance commissioners and the Treasury 
Department in allowing insurance and 
surety companies to compute the value 
of their securities on a basis approximat- 
ing market values on June 30.” 


Fidelity & Casualty 


The Fidelity & Casualty, member of 
the America Fore group, closed 1931 with 


$296,439 over the 1930 figure. 


total assets of $39,209,224 of which $31,- 
874,566 represented bonds and stocks at 
valuations approved by the commission- 
ers’ convention. Its unearned premiums 
were $13,858,682; reserve for security 
values, $5,126,203; cash capital, $2,200,000; 
net surplus, $2,273,108, and policyholders’ 
surplus, $4,473,108. 


Century Indemnity 


In his report to Century Indemnity 
stockholders President Ralph A. Ives of 
the Century Indemnity points out that 
the company has inaugurated material 
changes in the underwriting of surety 
business and discontinued unprofitable 
lines. Benefits are expected to accrue 
from increased rates granted, he says. 
In addition many economies are being 
effected which will materially reduce the 
company’s expenses. He, too, looks 
ahead to the salvages accruing from re- 
organization of banks on which the Cen- 
tury had losses and says that such re- 
covery will be used to liquidate heavy 
losses still pending. 

Principal items of the company state- 
ment follows: 





‘ 1930 1931 
NE eine wat aoaen $1,200,000 $ 750,000 
Unearned Premiums ..... 2,535,097 1,943,392 
Security Value Liability 142,000 
Surplus 360,148 702,340 
Assets 6,891,049 6,306,982 
Bonds and Stocks......... 5,221,673 4,697,434 


Consolidated Indemnity 

The Consolidated Indemnity under the 
leadership of R. R. Rasquin successfully 
carried through a gradual program of 
expense-retrenchment during 1931, the 
good results of which Mr. Rasquin ex- 
pects will be felt by the company in 1932. 
In spite of the unfavorable publicity aris- 
ing out of the Bank of United States 
crash and in the face of unfair rumors 
about the Consolidated, he believes it 
significant that not one agent voluntarily 
resigned or cancelled his contract dur- 
ing 1931. Twenty branch offices were 
closed under the retrenchment program. 

The balance sheet as of December 31 
shows total admitted assets of $6,205,505; 
capital stock of $1,200,000 and surplus of 
$1,148,567. Net premiums written less 
cancelations, returns and_ reinsurances 
ceded, amounted to $4,141,972, a gain of 
Casualty 
business represented $3,019,190 of the 
total volume. 


N. Y. Sup’t Rules Against 
Varying Rate Deviations 


MUST BE UNIFORM, JUSTIFIED 





Viewing Nat'l Bureau as Federation of 
Rating Dep’ts Instead of One Rating 
Body May Change Membership 
Requirements 





As a further step in his rate stabiliza- 
tion program New York Superintendent 
of Insurance Van Schaick ruled this 
week that hereafter rate deviations from 
the manual charges sought by casualty 
or surety companies must be justified in 
the same manner as a rating organiza- 
tion backs up its promulgations. Fur- 
thermore, that there cannot be varying 
departures from the manuals; they must 
be uniform or not at all. 

Superintendent Van Schaick in so rul- 
ing also holds that the National Bureau 
of Casualty & Surety Underwriters is 
not to be regarded as a single rating or- 
ganization within the meaning of sec- 
tions 141 and 14la and b of the state’s 
insurance law. Rather it is a federation 
of rating departments for various classes 
of casualty insurance. Thus interpreted 
an indemnity company under the ruling 
could belong to one or more departments 
of the Bureau abiding by the rates and 
at the’ same time use uniform rate de- 
viations from manual for other depart- 
ments, having, of course, the necessary 
Departmental approval. 

Whether or not this procedure will run 
amuck of the constitutional requirement 
of the Bureau that a member company 
must observe the manual rules and rates 
of all departments in order to remain in 
membership, remains to be seen. Super- 
intendent Van Schaick’s decision follows : 

“Heretofore insurance companies filing 
independent rates with this department 
have made a practice of employing the 
rate manuals, rating plans and schedules 
of rating organizations, with such uni- 
form or occasional deviations in rates as 
they have seen fit to file and various 
modifications of manual rules as have 
suited their convenience or competitive 
needs. i 

“The provisions of Subdivision 3 in both 
Section 141(a) and Section 141(b) of the 
insurance law, relating to insurance com- 
panies which adopt the rates of rating 
organizations as their standard, are in 


our opinion applicable to insurance com- 
panies of the type described above. It is 
therefore held that all insurance compa- 
nies that look to rating organizations for 
the justification of their manual rates or 
rate levels and seek to justify only such 
departures therefrom as they see fit to 
request shall be required to conform to 
the provisions of Subdivision 3 of Sec- 
tions 141(a) and 141(b) of the insurance 
law. 


Deviations Must Be Justified 


“Any insurance company filing inde- 
pendent insurance rates shall be required 
to submit in justification thereof full and 
complete details underlying all such rates 
and rules as it promulgates in the same 
manner as a rating organization. Such 
companies may not rely upon the evi- 
dence submitted by any rating organiza- 
tion in support of its using a portion of 
the rating organization’s rates together 
with its own data purely for the changes 
it desires to make. 

“The National Bureau of Casualty & 
Surety Underwriters shall not be held to 
be a single rating organization within the 
meaning of Sections 141 and 141(a) and 
(b) of the insurance law. It is made 
up of various departments functioning 
for various classes of casualty insurance 
and has by process of absorption assumed 
the functions of rating organizations 
which formerly operated for these classes 
of business. 

“It is therefore held that each depart- 
ment of the National Bureau of Casualty 
& Surety Underwriters engaged in rating 
a distinct class of insurance shall be con- 
sidered as a rating organization function- 
ing as a division of the rate-making fed- 
eration called the National Bureau of 
Casualty & Surety Underwriters.” 


INDIANAPOLIS BOWLING LEAGUE 
The casualty underwriters of Indian- 
apolis have organized a bowling league 
for the winter, known as the Casualty 
Insurance League. There are eight 
teams, composed of the New Amster- 
dam, Glens Falls, Aetna, U. S. F. & G,, 
Travelers, Standard Accident, National 
3ureau of Casualty & Surety Under- 
writers and Maryland Casualty. They 
stand in the order named, with the New 
Amsterdam leading the league with 16 
wins and 5 defeats, barely ahead of 
Glens Falls with 15 wins and 6 losses. 








FIELDMAN’S SCHEME SONG 
Where, oh where, can a new agent be 
found, 
Whose business is good and finances 
sound ? 





to plan accordingly. 


actuarial work. 


CHICAGO 
Insurance Exchange Bldg. 


NEW ORLEANS 
Union Indemnity Bldg. 





HOME OFFICE: 


Meeting Present Conditions 


Our services are at your disposal. 


Joseph Froggatt & Company, Inc. 


Specialists in All Branches of Insurance Accounting 
Consulting Actuaries and Auditors 
74 TRINITY PLACE, NEW YORK CITY 


Conditions are perhaps the most unusual in the history of insurance and officials of insurance companies have 


A thorough examination, with a detailed report, as of the end of the year, with suggestions for reorganiza- 
tion looking to more efficiency and curtailment of expenses for 1932, would be helpful. 


NEWARK 
Globe Building 


LOS ANGELES 
Financial Center Bldg. 


PHILADELPHIA 
Liverpool & London & Globe Bldg. 


We have spent nineteen years specializing in insurance accounting and 


JOSEPH FROGGATT, 


President. 


BOSTON 
Insurance Exchange Bldg. 


SAN FRANCISCO 
Insurance Exchange Bldg. 
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Acquisition Cost Revision 


(Continued from Page 37) 


minded his audience, “Such a report is 
about to be made. The legislature is 
entitled to know how successful has been 
the effort of the companies at_ self- 
vovernment in the matter of acquisition 
cost. It is easy to see that if the com- 
panies are going to make good in the 
matter of their own control over this 
important factor of the business they 
must forthwith demonstrate their ability 
to do so.” 

The Superintendent spoke fearlessly, 
even challenging the company leaders to 
question his right to seek enforcement. 
He said he was not in the least dis- 
turbed by any possible precedent that 
the Importers & Exporters vs. Rhodes 
decision might put in his path. “If any 
one wants to challenge the Department 
on the strength of that case,” he em- 
phasized, “you may go as far as you 
like. We’re ready to mect this chal- 
lenve right now if any one sees fit to 


do s “Cas 


He recalled to mind the conference 
with him last May at which he asked 
for the full co-operation of the two con- 
ferences in order that legislative control 
nicht be avoided. “Everybody then was 
for co-operation as long as it was a 
generality but just as soon as something 
definite was done later to get actual en- 
forcement of the rules then the business 
was ‘up in arms’ against it,” he stressed. 


Pledge Request Not a Gesture 


This led the Superintendent to the 
much discussed filing of the acquisition 
cost rules and pledges with his Depart- 
ment and his acceptance of them under 
section 140 of the law. Up until a week 
ago, he said, thirty companies had filed 
their pledges, twenty of them in prompt 
cempliance with his request and ten 
with reservations. But there has been a 
discreet silence from some forty which 
is puzzling to Mr. Van Schaick. With 
a vigor that left no doubt in any mind 
as to his determination he said: “The 
pledge request was not just a gesture. 
| take it that the delay is because of a 
thought in your minds that the rules 
will be revised. May I say that the com- 
panies will have until February 15 to file. 
The exact status of the Department in 
this connection may not be defined other 
than to say that I do not intend to let 
the legislature adjourn without telling 
its members of a thing that is of some 
grave importance.” 

In taking this attitude Mr. Van 
Schaick indicated his willingness to be 
called to task for making the wrong step 
but he said: “As I read the rating law 
we have jurisdiction over rate adequacy, 
reasonableness and discriminatory fea- 
tures of the rates. In passing upon their 
adequacy the continued solvency of a 
company is the basic inquiry; the De- 
partment must pass upon the reason- 
ableness of every factor in the rate 
make-up. The two largest factors con- 
stituting a rate are loss experience and 
production cost. To consider one and 
not the other is an absurdity. If the 
public is to be protected from exorbitant 
insurance costs some measure of control 
must be had over production cost which 
is controllable. 


Accepts a Challenge 


“The power of this Department to in- 
sist on a limit to production cost is 
challenged by certain companies. The 
Department accepts the challenge. If it 
has not the power, as asserted, its juris- 
diction over the reasonableness of rates 
is an idle gesture. If the law is defec- 
tive the sooner the courts pass upon it 
the better, If acquisition cost be variable 
then a rate adequate today may be in- 
adequate tomorrow. If acquisition cost 
may change from reasonable to unrea- 
sonable overnight the public would be 
helpless. A rate once approved is ex- 
pected to continue for a reasonable time 
It cannot be reviewed from day to day.” 

By way of explanation the Superin- 
tendent referred to the protests which 


had been freely expressed in the press 
over the increased automobile liability 
and property damage rates in New 
York state, He thought the experience 
of the companies justified this increase; 
pointed out, however, that contrary to 
popular conception the New York De- 
partment did not make those rates. He 
added: “It did approve them as to ade- 
quacy and reasonableness but it has 
made this approval conditional in that 
the companies using these rates must 
pledge observance to the rules of the 
casualty acquisition cost conference.” 
The Superintendent’s reasoning was that 
the motoring public could not be ex- 
pected to stand for a situation where 
rates go higher and higher unless they 
know definitely that the Insurance De- 
partment has the control over such rates 
given to it by law. 

Bennett Agreeable to Section 139 Filing 

Subjected to considerable criticism 
over the filing of the rules under section 
140, Superintendent Van Schaick said at 
this point in all frankness that it made 
no difference to him whether such filing 
was under section 139 or 140; that if a 
mistake had been made in using section 
140 it was perfectly agreeable to him to 
use section 139. The main objective was 
to place officially with the New York 
Insurance Department the rules by 
which companies governed their com- 
mission payments, he said. 

Singline out Walter H. Bennett, 
secretary-counsel, National Association 
of Insurance Agents, who had challenged 
the legality of the section 140 filing, 
Mr. Van Schaick asked if the change in 
filing would remove his objeciions to.the 
action. The response from Mr. Bennett 
was: “If the proceeding is contemplated 
under section 139 T see no objection to 
it. I’m thoroughly in sympathy with the 
goal you are striving to attain.” 

Time for Action 

Further along in his talk Mr. Van 
Schaick frankly admitted that he had 
never heard of acquisition costs before 
coming into the Department. So in or- 
der to get the proper background he had 
delved into the history of the thing, and 
by so doing had a better appreciation of 
the problems faced by Superintendents 
Stoddard, Phillips, Beha and others who 
had gone before him. He said: “What 
has impressed me more than anything 
else has been the similarity of the talk 
from year to year—the same protests 
against features of the rules, the same 
arguments from the same companies. By 
and large for years the acquisition cost 
question has been at a stand still. We 
seem to be on dead center in regard to 
the matter.” 

Because of this state of affairs the 
Department sent out a questionnaire let- 
ter which demanded recognition. When 
the replies came in it gave a compre- 
hensive picture of individual company 
positions and put the Department in a 
better position to take the next step. 








Executive Opinion 
(Continued from Page 37) 


is the question of how many agents a 
company can have and this, he be- 
lieved, the companies could decide among 
themselves if they behaved honorably. 

To the amusement of the crowd Mr. 
Richardson said he had fought the pres- 
ent casualty rules to the bitter end, had 
signed the pledge, in fact, at the point 
of a pitchfork. It was therefore very 
interesting to him to hear that only a 
number of the companies had filed their 
nledges with the New York Department. 
Despite the fact that his signing was a 
forced act he said the General Accident 
was observing the rules. 

The bone of contention in Mr. Rich- 
ardson’s opinion is the old question of 
general agency vs. the branch office 
system. The companies can get together 


on this and other points, he thought, if 
they wish to do so but there will un- 
doubtedly be endless discussions over 
the same old questions. There seemed 
to be so many points of difference to 
reconcile that Mr. Richardson did not 
see how the companies could come to 
an agreement in a week, month or even 
a year. 
Phillips and Joyce Heard From 

Coming to the support of the rules 
Jesse S. Phillips, president, Great Amer- 
ican Indemnity, an ex-superintendent of 
New York, pointed out that the great 
majority of the companies have agreed 
upon the present rules; that they have 
looked to them in passing upon ade- 
quacy of rates. He thought that the 
companies should be given an oppor- 
tunity to make necessary improvements 
if the rules were antiquidated but at the 
same time he was thoroughly in sym- 
pathy with Superintendent Van 
Schaick’s desire for enforcement. 

The last word in open discussion came 
from William B. Joyce, National Surety 
chairman, who spoke in disgust of the 
practice of breaking rules outside of 
New York state on the theory that it 
is none of the New York Department’s 
business. He declared: “I think we have 
had too much of this. There has not 
been enough action, If the Department 
finds that the rules are being broken 
outside of the state then the Superin- 
tendent here should debar those violat- 
ors from doing business in this state.” 





DEPOSITORY RISK BILL 


New York State Would Make Municipal 
and School District Funds Preferred 
In Case of Insolvency 
_ Municipal and school funds deposited 
in New York banks are to be consid- 
ered preferred funds under a new bill 
introduced in the state senate by Leon 
F. Wheatley. The bill, which was re- 
ferred to the committee on banks, would 
eliminate the necessity for depository 
bonds in many cases. Bonding compa- 
nies have been restricting their deposi- 
tory bond writing due to the great num- 
ber of losses, and it has been difficult to 
obtain bonds as required by law for these 

public accounts. 

This bill would take effect immediate- 
ly and would add a new section 149-c to 
the banking law. . Equal preference with 
certain other accounts would be given 
by the bill, where the funds had been 
deposited in a bank designated as a de- 
pository by the governing board or body 
of such municipality or the board of 
education or school trustees of the dis- 
trict, in case the bank becomes insol- 
vent. 

Part of the bill reads: “The provi- 
sions of this section shall not apply to 
a bank which shall give security to the 
municipality or school district for the 
payment of such deposits, as authorized 
or required by law. Any provision of 
law with respect to security to be given 
by a bank for the nayment of deposits 
of municipal and/or school district funds 
shall be deemed superseded in its ap- 
plication to a bank not electing to give 
such security, and the preference cre- 
ated by this section shall attach to all 
municipal and school district funds on 
deposit in such bank.” 





JOINS PUBLIC INDEMNITY 

Lindsay H. Rudd has been appointed 
assistant vice-president in charge of the 
New Jersey service office of the Public 
Indemnity at the home office in New- 
ark. Mr. Rudd was formerly manager 
of the Newark office of the Independence 
Indemnity and prior to that was affiliated 
with the Newark office of the Ocean 
Guarantee & Accident. Edward A. 
Chandler, Jr., who was associated with 
Mr. Rudd in the Independence office will 
be one of the underwriters at the Pub- 
lic Indemnity. 





WITSCHEN IN NEW POST 
W. J. Witschen is the new production 
manager in the metropolitan office of the 
Norwich Union Indemnity. Previouslv 


he was Indemnity Insurance Co. of North 
America manager in New York. He has 
had twenty years’ casualty experience. 


Forming Insurance 
Liquor Repeal Unit 


PLAN OF JOSEPH GLADSTONE 





Gives Tea to Reporters at Fraunce’s 
Tavern; Women Anti-Prohibition 
Leaders Talk 


Joseph Gladstone, a well-known in- 
surance broker with offices in John 
Street, New York, invited the reporters 
in the insurance business to be his guest 
at a tea held in historic Fraunce’s Tav- 
ern on Tuesday afternoon. There they 
met Mabel Jacques Eichel, member of 
the executive committee, New York State 
division, of the Women’s Organization 
for National Prohibition Reform, and 
two other members of the Women’s Or- 
ganization. 

Mr. Gladstone has in mind the forma- 
tion of a unit composed of insurance 
people to work for the repeal of the 
Eighteenth Amendment, the applications 
for membership to be sent to the Basic 
Rights League, care of Mr. Gladstone, 
at 80 John Street. In a talk he made 
to reporters he took up anti-prohibition 
from the insurance angle and he said 
that under prohibition mortality has in- 
creased and so has fatal automobile ac- 
cidents. Records of the motor vehicle 
division show that more licenses are be- 
ing revoked on account of drunken driv- 
ing than ever. It is estimated that 30,- 
000 people lost their lives in motor ac- 
cidents during 1931. From a tabulation 
of 15,000,000 Industrial insurance policy- 
holders Mr. Gladstone quoted figures to 
the effect that death from acute and 
chronic alcoholism per 100,000 insured 
has increased. From 1921 to 1931 fig- 
ures per 100,000 deaths ran from less 
than 1% in 1921 to 3.2% in 1930. Mr. 
Gladstone says that heretofore there has 
been 0 organization in the insurance 
business to express its cisapproval of 
the prohibition amendment. 

John S. Wise, Jr., New York lawyer, 
also spoke at the meeting. 





10TH ANNIVERSARY FOR IVES 
Chief Executives’ Ass’n Counsel Ob- 
serves Milestone March 1; Has At- 
tended at Least 300 Conventions 


Known all over the country for his 
frequent convention talks and public ap- 
pearances, Henry Swift Ives, special 
counsel, Association of Casualty & Sure- 
ty Executives, will observe his tenth an- 
niversary in the insurance business on 
March 1. Mr. Ives has probably made 
more speeches outside of the realm of 
insurance than anybody connected with 
the business. His contacts for the past 
seven years have been largely among 
buyers of insurance and his effort has 
been to promote the cause of stock cas- 
ualty insurance. 


In his span of ten years Mr. Ives has 
also attended at least 300 conventions, 
traveled hundreds of thousands of miles 
(40,000 miles one vear), and has made 
on the average of twenty speeches a 
year most of which center around less 
government encroachment in private en- 
terprise. One of his latest articles along 
this line of thought appears in the Feb- 
ruarv Nation’s Business under the title 
of “The Political Portrayal of Insur- 
ance.” 





MODIFY RATE INCREASE 

An increase in compensation rates of 
188% is now being asked in Virginia 
bv the casualty companies writing the 
line in that state instead of the 32.1% 
previously requested. A hearing on the 
amended petition is set for March 15 
with the suggestion that the proposed 
new schedule be made effective April 15. 





WOULD ABSOLVE TREASURERS 
The Colorado Association of County 
Treasurers in annual session, Denver, 
passed a resolution that county treas- 
urers be absolved from all responsibil- 
ity for funds deposited in the bank of 
Kountze Brothers, New York. Money 
was on deposit to pay bond interest for 
various counties, but the bank failed. 
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A Challenge to every Insurance Man! 


















































Oe out of approximately 803 automo- 
biles is involved each year in an accident 
in which someone is killed. One out of 
every sixteen cars is involved each year 
in an accident in which someone is in- 
jured. This ratio of deaths and injuries 
to number of cars registered is growing. 
A few years ago, there was one person 


killed for every thousand cars registered, 


T H E 


THE TRAVELERS INSURANCE COMPANY 


one injured for every twenty cars 
in use. 

This growing frequency and even 
more rapidly growing severity of auto- 
mobile accidents has meant constantly 
increasing automobile rates. It is to the 
material advantage of every insurance 
man to do his part to help solve the 


automobile accident problem. 


TRAV EL E BS 


THE TRAVELERS INDEMNITY COMPANY 


THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD 


CONNECTICUT 




















































































































Massachusetts Mutual Life 


Insurance Company 


Springfield, Massachusetts 
Organized 1851 





ABSTRACT FROM 
EIGHTIETH ANNUAL REPORT 


For the year ended December 31, 1931 





Admitted Assets... ilaiadissiaons apie $ 426,899,037 
Policy reserve and other liabilities. 409,618,627 
Surplus, Massachusetts standard... dee 17,280,410 
Received for premiums iat ick 73,181,916 
TE I si ccccsiectersscerrcenceinilbcase 108,335,641 


Dividends paid and credited policyholders... 15,797,004 
Total payments to policyholders and bene- 


ia sc icscitiincneaiemreicmeccens ne 
New insurance delivered... 228,816,219 
Total insurance in force —$________ 2,158,552,605 
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